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sed-Car Market 
t Five-Year High 
s Prices Climb 


Usual Gradual Slump 
In Wholesale Values 
Reversed This Year 


By Robert M. Lienert 
Associate Editor 

IHHE SPRING of 1956 has been 

the best in five years in the 
used-car market, according to a 
recap of Automotive News’ whole- 
sale index. 

In no other spring period of 
that five-year span has the mar- 
ket showed such _ rock-ribbed 
strength—as reflected in prices. 
The average wholesale price to- 
day is actually higher than it 
was three months ago — 1.66 
percent higher, to be precise. 
Spring, for the used-car whole- 
salers, starts about Feb. 1 when 
dealers begin ‘shaping up stocks 
for the warm-weather retail mar- 
ket. For all practical purposes, it 
ends about May 1, when retailers 
begin to taper off their activity in 
the sales arenas. 


oe = . 
a fact that prices this spring 
have increased 1.66 percent over 
the three-month period is an indi- 
cation of the market’s strength. 

In the previous four years— 
1952 through 1955 — prices over 
the three-month wholesalers’ 
“spring” have slumped an aver- 
age 4.68 percent. : 

It should be remembered, too, 
that the sellers’ market still held 
sway early in 1953 and in 1952. 

Prices, reflecting so-so demand, 
were weakest in 1953, when they 
fell 797 percent in the spring 
wholesale period. The market 
wasn’t a great deal stronger in 
1954, when the three-month price 
dip averaged 5.17 percent. The de- 
cline was 3.81 percent in 1955 and 
1.78 percent in 1952. 
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CCORDING to reports from 
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Top Cars 


New-car registrations for two 
months, plus 21 states for March: 
1956 Pos. Make 1955 Pos. 
1—259,568 Chev. 208,751— 2 
2—209,982 Ford 230,689— 1 
3—103,947 Buick 117,994— 3 
4— 86,219 Plym. 109,106— 4 
5— 82,718 Olds. 93,054— 5 
6— 65,980 Pontiac 83,315— 6 
7— 46,117 Mercury 52,079— 7 
8— 36,085 Dodge 46,550— 8 
9— 24,922 Cadillac 26,606— 9 
10— 18,608 Chrysler 26,117—10 
11— 17,212 DeSoto 19,992—11 
12— 16,420 Stude. 16,513—12 
13— 13,990 Nash 11,163—13 
14— 7,031 Lincoln 4,814—16 
15— 6,327 Hudson 6,270—14 
16— 6,285 Packard 6,079—15 
17— 1,940 Imperial 2,324—17 

i8s— 417 Cont’ 

11,571 Misc. 74,717 
Total All Makes 
1,015,339 1,069,133 
Further details on Page 36. 


31 Conventions 
Scheduled for 
Rest of Year 


IHIRTY-ONE state dealer associ- 
ations have set their conven- 
tion dates for this year as well as 
the Texas and national independent 
organizations, according to a sur- 
vey conducted by Automotive News. 


North Dakota, however, plans 
to skip its 1956 convention in re- 
aligning its dates from fall to 
spring. The next convention will 
be held in the spring of 1957 with 
no definite place or date set, 
according to George Dixon, man- 
ager of the Automobile Dealers 
Assn. of North Dakota. 

Dixon said that a series of many 
small dealer meetings with associa- 

tion officers will be substituted for 
the larger affair. 

Reason for the change was to 
“get away from factory showings, 
announcements, etc.,” Dixon said. 


Iowa and Indiana dealers held 


auction operators last week,| their conventions earlier, Iowa in 


(Continued on Page 4, Col. 1) 
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Safety Check Sets Mark 


Latest Count Shows 531 Cities, 39 Counties 
Ready to Take Part in Program 


SSURED of record community | 


participation, the annual month- 


long National Vehicle Safety Check | 


for Communities gets under way 
tomorrow (May 1). 

Late last week, 531 cities and 
39 counties had signed up, “and 
more. acceptances are coming in 
every hour,” according to M. R. 
Darlington jr., of the Inter- 
Industry Highway Safety Com- 


mittee, one of the sponsors of the | 


campaign. 

The previous record was set last 
year when 422 cities and 12 counties 
participated. The complete 1956 
count will not be available until 
the campaign ends. 

* = 


O-SPONSORS of the program 
are Look magazine and the Na- 
tional Safety Council. Cooperating 
groups are NADA, the National 
Conference of State Safety Coordi- 


' nators, the National Tire Dealers 


and Retreaders Assn., tire makers 


| and auto companies. 


_ _Under the program, community 
- check lanes are set up in the par- 


5 ticipating areas and cars are in- 


) This Issue— 


IN TWO SECTIONS: 
SECTION ONE 





by mechanics from deal- 

erships and independent garages. 

There is no charge for the in- 
spection. 

Darlington expected 100 Indiana 

cities to join the ranks before open- 


jing day. He estimated that more 


than two million vehicles would be 
checked this year. 
= * * 

7s 10-point check will cover 

brakes, front and rear lights, 
steering, tires, exhaust system, 
glass, windshield wipers, rear-view 
mirror and horn, 

Last year, nearly 1% million 
vehicles were inspected during 
the month-long campaign and 
20.7 percent were found to be 
below par on one or more points. 
Several awards will be conferred 

at the conclusion of safety-check 
month. A “board of judges cita- 
tion” will go to the program judged 
best in the nation, and “national 
awards of excellence” will be pre- 
sented to one city in each of three 
population groups. 
* * * 

EADING cities in each state in 

the three population classes 

will get “outstanding achievement 
awards” and every other participa- 
ting city will receive a “certificate 
of achievement.” 

From across the country have 

(Continued on Page 4, Col. 3) 
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GM Probers Say Dealers 
Still Need Equity Law 


By William Ullman 
Washington Correspondent 

WASHINGTON. — Dealer rights 
will be insured by nothing short of 
a mutual equity law, allowing can- 
celled or terminated dealers to sue 
their factories, the O’Mahoney sub- 
committee staff declared last week. 

In a comprehensive 119-page 
report on GM policies and power 
in a number of fields, 13 staff 
members took a dim view of the 
guarantees claimed by GM for its 
new dealer selling agreement. 

The report called GM’s plan for 
an impartial umpire “untried and 
cf questionable value.” It warned 
that “the history of the automo- 
bile franchise has proved the dealer 
cannot afford to be dependent upon 
the whim of the factory to en- 
forée his rights.” 

The report’s conclusion and im- 
plications, most of whi¢h found 
GM at fault, were called “unwar- 
ranted” by a GM spokésman. He 
expressed hope that accounts of 
the report refer to the “compre- 
hensive statements submitted to the 
subcommittee by corporation offi- 
cials. 


* * * 
(=a for a/mutuality law 
enforceable ins the courts, the 


House Auto Quiz 
To End May 2 


ASHINGTON. House auto 
probers will wind up hearings 
on three dealer bills May 2. 

Judge Stanley N. Barnes, chief 
of the Justice Department’s anti- 
trust division, is expected to op- 
pose anti-bootlegging, territory 
security and phantom-freight mea- 
sures. 

An NADA witness also will re- 
turn to the stand, probably 
Legislative Counsel Rowland 

Kirks. Chairman Arthur Klein 
wants to know if NADA still 
favors passage of the bills. Kirks 
is expected to say “yes.” 

House investigators also will hear 
Rep. Abraham Multer, New York 
Democrat and author of seven auto 

bills, including one to require fac- 
tories to test drive every new car. 

The Monroney Senate subcom- 
mittee will resume hearings with- 
in two weeks to hear additional 
congressmen interested in dealer 
legislation. Undoubtedly, Sen. Wal- 
lace Bennett, Utah Republican and 
author of a bill to transfer war- 
ranty functions from manufac- 
turers to dealers, ‘will testify. 








report argved that “the threat of 
court reviéw will act as a deter- 
rent on ‘the factory engaging in 
various ,coercive practices.” 

The staff report was transmitted 
to the Senate Judiciary committee 
by Sénator Joseph C. O’Mahoney, 


Kefauver Urges 
U.S. Investigation 
Of Auto Prices 


ASHINGTON. — Senator Estes | 


Kefauver, Tennessee Demo- 
crat and Democratic presidential 
aspirant, last week called for a 
Congressional probe of auto prices 
and charged that a large part of 
auto profits is earmarked for Re- 
publican political purposes. 

Kefauver spoke before the 
United Auto Workers Educa- 
tional Conference in Washington. 

He said the probe should answer 
these questions: “How much does 
the dealer get? What are advertis- 
ing and selling costs? What are 
material costs? What are labor 
costs? What is the manufacturers’ 


profit?” 

ppzertss new manufacturing 
techniques, he said, prices keep 

rising “to a point that it costs a 

small fortune to buy a low-priced 

car.” 

“I think the people of this 
country would be astonished to 
see just how little of the retail 
price of a car is represented by 
labor costs and how much is rep- 
resented by profiteering,” he said. 

According to Kefauver, big-busi- 

ness profits “will be used to return 
to power an administration under 
which taxes on big business have 
been reduced, social legislation has 
been set back, the Taft-Hartley Act 
has been maintained ... and big 
business has profited as never be- 
fore in history.” 


* * * 








Antitrust subcommittee chairman, 
who called it “one of the most 
searching and objective staff re- 
ports ever submitted in my ex- 
perience to a Senate committee.” 

Other highlights follow: 

1. A strong recommendation 
that General Motors Acceptance 
Corp. might be divested from 
GM to “strengthen competition.” 

2. A suggestion that “the time 
may have come” to institute anti- 
monopoly proceedings against GM 
in the field of bus production. 

3. Notice that GM’s expansion 
in wholesale parts distribution is 
“threatening the existence of thou- 
sands of independent wholesalers 
and jobbers without any apparent 
benefits to distribution or to the 
economy.” 

* * x 
4 DETAILED analysis of what 
® the staff called the historic 
cost-profit policy which is mili- 
tating against GM car price cuts. 

5. A charge that GM executives 
“failed to make clear” at the sub- 
committee’s hearings last winter 
why Chevrolet could not be spun 
away from the corporation. 

Weeks of hearing testimony 
led the staff to the conclusion, 
the report said, “that the struc- 


ture and the financial strength 
(Continued on Page 42, Col. 1) 


°57 Price Hike Talk 


Called ’56 Sales Spur 


PITTSBURGH. — The possi- 
bility of price hikes on 1957 
models may spur the sale of 56 
cars, R. M. Critchfield, Pontiac 
general manager, told dealers 
here last week. 

An increase in the cost of 
materials is sure to affect car 
prices, Critchfield said. Harlow 
H. Curtice, General Motors presi- 
dent, has said the anticipated 
steel price hike may boost auto 
price tags. 


Chevrolet, Ford Cutbacks 
Are Expected in May 


By Martin L. Whitmyer 
Staff Writer 
H_ several of the volume 
producers scheduling further 
dips in car production, the automo- 
tive industry begins a new month 
tomorrow (Tuesday) in which out- 


Inside *56 Almanac .. . 


Section Two of today’s issue is the 1956 AUTOMOTIVE 
NEws ALMANAC, largest in history. 


Some highlights: 


Selling Album of 1956 Cars. Pages 9-18. 


Statistics on sales, 
26-108. 


production, prices. Pages 


List of 277 auto plants in 110 cities, 28 states. 


Page 25. 


Buyers Guide covering products made by 2,000 


firms. Pages 281-285. 


1,166 photos and biographies of top auto execu- 


tives. Pages 125-195. 


Highlights of Section One today—Latest Detroit auction, Page 6. 
New car registrations and prices, Page 36. Used-car 
auctions, Page 34. Production by Makes, Page 45. 





put probably will not rise above 
April’s estimated 548,107 cars. 

Both Ford division and Chev- 
rolet are said to be scheduling 
output declines in May, while the 
Buick-Oldsmobile-Pontiac assem- 
bly plants have been working 
four-day weeks for the last two 
weeks. Officials from those three 
divisions said, however, that 
scheduling is on a “week-to-week” 
basis. They would not venture 
a guess as to whether the four- 
day operations at the divisons’ 10 
plants will continue through May. 

April’s output of 548,107 cars is 

4.8 percent below the 575,759 units 
turned out in March, but 27.3 per- 
eent under the 753,849 cars rolled 
from the lines during April a year 
ago, the second highest alltime 
monthly total. 


* x * 


‘as production of an esti- 
mated 2,291,537 cars in the first 
four months of this year is 20.9 
percent below the 2,896,004 units 
turned out during the first 17 weeks 
of 1955. 

Last week’s output of 130,035 
cars was 103.5 percent of Auto- 
motive News’ three-year index, 
as compared with the 103.3 per- 

(Continued on Page 45, Col. 3) 
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A Dime Down for a °56?... 


Purple Tints the Ads 
In Spring Sales Push 


By John K. Teahen Jr. 
Staff Writer 

A$’ APRIL began, a group of 

small businessmen across the 
nation had inventories in excess of 
$2 billion. And their suppliers were 
turning out new goods at the rate 
of $1.2 billion a month. 

Whether the merchants be 
clothiers, grocers or, as in this 
case, auto dealers, a $2 billion 
inventory is a staggering sum. 
It’s a figure that causes retailers 
to lie awake nights seeking 
methods of reduction. 

These reduction methods have 
taken many forms. Some are defi- 
nitely of the blitz variety, but each 
much be considered principally an 
effort to solve the multibillion- 
dollar problem of topheavy dealer 
stocks. 

* aa + 

N NEW Rochelle, N. Y., a Dodge- 

Plymouth dealer advertised, 
“Nobody undersells Crabtree Mo- 
tors, Inc.” 

Why not? Crabtree’s claim ap- 
peared to be based on its credit 
terms: “10 cents down — five years 
to pay.” 

Jim White Chevrolet, Kokomo, 
Ind., used a full-page ad to an- 
nounce, “Deal Day. We're loaded 
— 50 cars must go.” A list = 
accessories, including radio an 
undercoating, was offered for $10. 

A seven-day sellathon was staged 
in Springfield, Ill, by R. E. Broe, 
Inc. (Dodge-Plymouth). The dealer- 
ship said. it would sell 15 Dodges a 
day and included a year’s (or 10,000 





Pontiac Moves 


Sales Aides Out 
Of Home Office 


PONTIAC. — A relocation of 
Pontiac’s assistant general sales 
managers, moving them from the 
general office to headquarters in 
the field, was announced last week 
by Frank V. Bridge, general sales 
manager. 

The move, Bridge said, is 
designed to put his assistants in 
closer contact with dealers and the 
field organization. 


As of tomorrow (May 1), Pontiac 
will divide U. S. sales into Eastern 
and Western areas. 


E. J. Chapman, assistant general 
sales manager, will be in charge of 
the eastern half with headquarters 
in New York City and be responsi- 
ble for eastern, central and south- 
ern regions. 

R. E. Thompson, assistant general 
sales manager, will be in charge 
of the western half with headquar- 
ters in Chicago and be responsible 
for midwest, western and pacific 
regions. 


J. C. Jamieson, assistant general 
sales manager, will remain here in 
charge of sales department oper- 
ations and general administration. 


Stevens to Develop 


Hudson Dealers 


DETROIT. — Lester W. Stevens 
has been appointed director of 
dealer development for the Hudson 
division, accord- 
ing to V. E. Boyd, 
general sales 
manager. 

Stevens, who 
formerly handled 
dealer develop- 
ment for Chrysler 
division’s. central 
zone, succeeds C. 
A, J. Hadley, who 
recently resigned. 

Stevens has 
served in various 
sales and dealer development ca- 
pacities during his 30 years in the 
automotive industry. His experience 
ranges from district manager, zone 
manager, regional manager and 
national dealer development man- 
ager for several automotive manu- 
facturers to sales manager for 
dealerships. 


L. W. Stevens 


miles) supply of gas and oil with 
each purchase. 
. * + 
PRICE of $1,895.75 was men- 
tioned in a 3%-inch type. That’s 
more than twice as large as the 
type used in the page one banner 
headline of most daily newspapers. 

Another Indiana dealer, Jordan 
Motors, Inc., Mishawaka, offered 
4,000 gift stamps and a list of ac- 
cessories with each new Dodge. 

Ralph Pontiac, Rochester, N. 
Y., announced a “railroad siding 
sale” of 243 new Pontiacs. “These 
cars still have the paper on,” 
Ralph said, “They’re serviced, but 
not polished.” 

Other Rochester dealers staging 
“must go” sales were Dorschel 
Buick, which advertised 46 cars, 
and Hallman Chevrolet which took 
over eight temporary locations for 
a sale of 427 new models, 

* * * 


MicCALLum MOTOR CO., Milton- 

Freewater, Ore., denied it was 
overstocked, declaring it had “just 
our normal inventory — 40 new 
Buicks and Chevrolets.” It offered 
the “best deal” and said, “Volume 
makes the difference.” 

Shunning blitz tactics was 
Walther-Williams Motors 
Goatee Simca), The Dalles, 

re. 


“Maybe we're old fashioned,” 
Walther-Williams advertised, “but 
we are still selling quality. The 
only things we give free are 
courtesy, honesty and apprecia- 
tion.” 

In New York, Tremont Chevrolet 
headlined, “Performance — not 
promises.” 

. * * 

ECLARING it avoids comeons 

and exaggerated claims, Tre- 
mont said, “We could easily and 
justly boast of low prices, high 
allowances and superb service, but 
we prefer to let our customers do 
the talking — and the selling. 

“So before you buy, ask a friend 
who bought from Tremont Chev- 
rolet .. . We'll stake our repuation 
on what he says about us. We 
think you'll agree that performance 
—not promises — are the only 
guarantees that count.” 


Business 
Barometer 


Auto Production — 152,970 cars, 
trucks in week vs. 216,404 year ago. 

Department Store Sales — Up 
11 percent from year before. 

Freight Loadings — 742,053 cars 
in week, an increase of 71,749 from 
year before. 

Gasoline Stocks — 195,059,000 
barrels, a decline of 2,263,000 barrels 
in week. 

Jobless Claims—224,800 in week 
vs. 229,600 year earlier. 

New-Car Registrations—1,015,- 
339 in 1956 to date vs. 1,069,133 
year before. 

New-Truck Registrations—161,- 
342 in 1956 to date vs. 145,490 year 
before. 

Oil Stocks — 267,085,000 barrels, 
an increase of 3,341,000 barrels in 
week. 

Soft Coal Output — 10,045,000 
tons estimated in week vs. 8,413,000 
tons year ago. 

Steel Output — 99.7 percent of 
capacity estimated vs. 100.2 percent 
week earlier. 

Used-Car Prices — $879 in April 
vs. $873 in March. 

Wholesale Prices — 113.5 per- 
cent on 1947-49 index vs. 113.4 per- 


cent week earlier. 
a ee 


Stocks 


April 
18 High 
7%. 8% 
70% 87 
55% 63% 
44%, 49%, 
8% 10% 


37.45 


Common 
April 
25 
Am. Motors 7 
Chrysler 69% 
Ford 57 
GM 43% 
S-P 8y%, 


Average 37.25 








American Prosperity on Display— 


The Competition Exhibit, above, showing how the consumer is the winner in all 
commercial rivalries, is one of the displays to be featured at the Americade Exposition 


in Detroit, May 8-10. Billed as a “Look 


at America in 1975,” the quarter-million 


dollar traveling exhibit, sponsored by the National Assn. of Manufacturers, drama- 
tizes America’s tremendous potential for the attainment of new peaks of prosperity 
in the years ahead, covering every facet of the American scene — spiritual, cultural 


and material. 





Ford Ist-Quarter Earnings 
Drop 28% to $73 Million 


DEARBORN. — Ford Motor Co. 
earnings in the first three months 
of 1956 tumbled 28.1 percent below 
the corresponding 1955 period, but 
the company still enjoyed its sec- 
ond best first quarter in history, 
Henry Ford II, president, said last 
week. 


Quarterly earnings were $73.7 
million, compared with $102.5 
million a year ago. 

Sales totalled $1,203,100,000, a de- 
cline of 14.7 percent from last 


Ford Studying 
New Revisions 


In Dealer Pacts 


pros MOTOR CO. is studying 
four more revisions in its sell- 
ing agreement, dealers have been 
told in meetings with top execu- 
tives being conducted across the 
country. 


Ford told a New York meeting 
the following franchise changes are 
being considered: 

1. Provisions to permit widows 
active in the business to continue 
operation of the dealership with 
assistance for five years or more. 

a 7 +. 


9 PROVISION for the company 
* to buy up a dealer’s leasehold 
in the event of cancellation. 

3. A new clause on parts obso- 
lescence. 

4. Programs to include employe 
group life insurance, health hospi- 
talization and pension plans and 
assistance to dealers in their whole- 
sale and retail financing activities. 

The latter, he said, will include 
a survey of such items as where 
dealers receive financing, what 
rates they pay and what their 
reserves are. 

The company previously an- 
nounced an optional five-year con- 
tract which it could cancel only for 
cause and a change in billing 
method making payment due the 
day vehicles are scheduled to ar- 
rive at the dealership rather than 
on the day they are shipped from 
the assembly plant. 

oe . * 

rok told the meetings that the 

company expects fair dealing 
and good service from all dealers 
and said the corporation does not 
look with favor on dealers who 
present “spectacular or expensive” 
gifts to officials or other personnel. 

He also was emphatic in de- 
nouncing false financial state- 
ments, false registrations and 
false 10-day reports by dealers. 


(Continued on Page 41, Col. 3) 





year’s record first quarter of $1,- 
410,400,000. 

The company last week sent out 
proxy statements in preparation for 
its first stockholders’ meeting, to be 
held May 24 at the Ford Rotunda 
here. 


Commenting on the earnings de- 
cline, the firm’s president men- 
tioned the sales dip which was 
experienced by the entire automo- 
bile industry. 

He also cited “increased costs 
associated with the company’s new 
facilities. and products programs 
this year.” 

Earnings amounted to $1.37 per 
share of capital stock, as reclassi- 
fied, Ford said, compared with 
$1.93 per share in the first quarter 
of 1955. 


Factory sales of cars and 
trucks for the quarter totalled 
523,392 units, down 204 percent 
from 657,714 factory sales in the 
first quarter a year ago. 

A breakdown showed Ford di- 
vision factory car sales slipped to 
362,117 from 438,786 a year ago, and 
Mercury skidded to 64,309 from 
107,440. 

Lincoln, with 14,238 factory sales, 
showed a significant rise over the 
11,011 figure of a year ago. Conti- 
nental factory sales were listed as 
749 for the period. 

Combined car sales at the factory 
level were 441,413 compared with 
557,237 for the first quarter of 1955, 


(Continued on Page 41, Col. 1) 


Romney Cites 
AMC Progress 


Rambler, Kelvinator 
Gains Described 


By Robert M. Finlay 
Editorial Director 


7 the Rambler one of the 
few makes showing a sales 


gain this year and Kelvinator 
operations con- 
tinuing a con- 


sistent profitable 
record, American 
Motors is making 
progress toward 
its key goals, 
George Romney, 
president, as- 
serted in Detroit 
last week in a 
progress report. 

Romney said 
the financial re- G. Romney 
port for the first six months of the 
1955-56 fiscal year will show a loss 
of less than a million dollars after 
non-recurring income. 

He pointed out that at the be- 
ginning of the Nash-Hudson mer- 
ger it was anticipated that it 
would take at least three years for 
the new company to gain the 
benefits of consolidation. AMC will 
complete its second year of opera- 
tion May 1. 

* * * 
ee also had a good word 
to say for two competitors — 
General Motors and Studebaker- 
Packard. When asked about 
rumors that S-P would get addi- 
tional defense contracts, he pointed 
out that both Studebaker and 
Packard have excellent records of 

producing for defense. 

As for General Motors and its 
dominant position in the indus- 
try, Romney asserted that he 
agreed with GM’s philosophy that 
it should not hold its divisions 
back, and he cited the tremen- 
dous contribution GM has made 
to the development of the coun- 
try. 

However, he reiterated his belief 
that at least five auto companies 
are needed in order to maintain 
competition. He said that the anti- 
trust laws have served well in the 

(Continued on Page 41, Col. 1) 


O’Mahoney Urges 
Defense Work 
For S-P, AMC 


WASHINGTON. — Amidst ru- 
mors that Studebaker - Packard 
Corp. might be bailed out of its 
present difficulties with a defense 
contract, the O’Mahoney subcom- 
mittee report on General Motors 
suggested last week that the 
smaller makers be given defense 
contracts. 

The report asserted, “If the de- 
fense business is necessary to the 
survival of automobile producers 
and if the public interest is best 

(Continued on Page 41, Col. 3) 


ee, 


Life Honors Brand Names Winner— 


Named the nation’s top automobile dealer by National Brand Names Foundation, 
Oscar H. Braeger, right, King Braeger Chevrolet Co., Milwaukee, his son, Robert, and 


their wives chat with Life magazine cover girl, Cathy Wallace, left, at a party spem — 


sored by Life. 
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Dealers tell me 


By John 0. Munn 





MPHASIS on the price appeal in 
used-car advertising is an ex- 
pensive habit in this trade. Price, 
we always have been told, is the 
fifth item down the scale of buy- 
ing motives. For all too long we 
have followed the price habit. 

Perhaps we have felt we were 
forced into it by acts of competi- 
tion. Anyway, the cost of used-car 
advertising, in many cases, is away 
out of proportion to the business 
it develops. 

Price appeal might attract a 
current buyer but using it is like 
a hypodermic for it must be re- 
peated in larger doses to have 
.any effect. Besides, pure price 
advertising attracts the shopper, 
the kind of buyer on which no 
dealer makes money. It’s this 
type of shopper who consumes 
the salesman’s time and wastes 
his efforts. 

The purchaser of a used car buys 
it for the same reason the pur- 
chaser of a new car buys one—for 
the advantages it brings to him 
and his family. The purchase of a 
used car is often a more important 
event for the family who buys it 
than is the purchase of a new car 


for another family. 
* * * 
Suspicious of Price 
— average used-car buyer, too, 
is suspicious of an exclusive 
price appeal. He does not like to 
be declassed. He wants to surround 
his possessions with the dignity 
and satisfaction that comes only 
with quality. A used-car buyer, par- 
ticularly, is influenced by the re- 
sponsibility of the dealer and by 
the assurance of safety in buying. 
Because profit margins are so 
close, fewer dealers can afford to 
wholesale their used cars which 
means they must market an in- 
creasing number of used cars to 
salvage every bit of net profit pos- 





Miami Nomination 
Of Caldwell Called 
Ad Cleanup Move 


MIAMI. — A campaign by new- 
car dealers to clean up auto adver- 
tising is indicated by the nomina- 
tion of Thomas P. Caldwell, a Stu- 
debaker dealer, as president of the 
Miami Automobile Dealers Assn. 
The election will be in May. 


Caldwell has been chairman of 
the group’s public relations com- 
mittee for two years and had long 
experience in the public relations 
field before becoming a dealer. 

Speaking of the campaign, Presi- 
dent Jerome C, Hofmayer expressed 
some disappointment that auto ad- 
vertising in the Miami area “hasn’t 
improved as much as it should 
have.” 
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sible in the combined operation of 
new and used-car sales. 

In spite of the prevalent price 
appeal in used-car advertising 
there are many dealers who have 
reduced their cost by making 
their used-car advertising more 
effective. The dealers who use 
such confidence-building adver- 
tising find, too, that it attracts a 
better class of buyers and the 
effect of the ads last longer. 

When a dealer continually pounds 
into a market that he sells quality 

merchandise and that he is a safe 
outfit from which to purchase, he 
is influencing not only the pros- 
pect who is looking for a car today 
but is developing prospects for the 
future to head straight to his lot. 

* * * 


Ads Cost $11 Per Car 
S AN example of this kind of 
advertising, I am giving you 


several texts of the type that has 


been employed for many years by 
Laverne Marshall, Marshall Auto 
Co. (Nash) of Flint. His advertis- 
ing cost last year amounted to 
$11.40 per used car sold and 85 per- 
cent was spent in newspapers. 
Don’t think this low average cost 
affected his sales because his used- 
car volume was almost two used 
cars for each new car sold, 


Advertisements appeared on the 
sport page of the local paper 
regularly running once a week 
as he feels he should always keep 
his operation before the public. 
Frequency is reenforced by twice- 
a-week appearance in the height 
of the season, in the spring for 
instance. These ads are but one 
column wide by five inches and 
contain no lists of cars or prices. 
In the signature of each ad is a 
statement that all cars are sold and 
guaranteed under the trade name 
of “select” used cars and include 
all popular makes and models. 
Then, following his signature, is 
the Marshall Auto Co. with the 
qualifying phrase, “America’s Oldest 
Nash Dealership—Established 1911” 
and the ads wind up with his street 
address and telephone number. 

* * cS 


Service Emphasized 


ee copy for the last five ads 
run over the signature just 
mentioned above is given below: 
OUR OWN SHOPS 
SERVICED THESE 
FINE USED CARS 
We know what we are talking 
about when we tell you that the 
Used Cars we are now offering are 
fine, highest quality, dependable 
automobiles. We serviced each and 
every one of them carefully—inside 
and out. 
ok ok * 
OUR USED CARS 
COST 
MUCH LESS IN 
THE LONG RUN 
Shop for Quality ... not price 
.-. in the used car market. Price 
difference is usually small—Qual- 
ity difference is great. 
* * * 
AN IMPORTANT 
EVENT 
The purchase of a used car is no 
different than the purchase of a 
new car. Our used cars must please 
you the same as our new cars please 
our new-car customers. Your pur- 
chase here is surrounded with the 
dignity and satisfaction that comes 
only with quality and integrity. 
of * * 
OUR GOOD NAME 
A PLEDGE OF 
QUALITY 
When you drive a used car out 
of our lot, our good name goes 
with it. That’s why we sell only 
such used cars as cannot fail to 
please. 
IN THE PRIME 
OF LIFE 
Most of the late models we offer 
became used cars while still in the 
prime of life. After we thoroughly 
renovate and carefully service them 


(See MUNN, Page 45, Col. 3) 
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Dealers Ponder March on Detroit... 


Spring Chills N. Y. 





By Ed Brown 
Staff Correspondent 
NEW YORK. — “It’s just as if 
somebody dropped an atom bomb 
in the middle of the city Apr. 1, 
and it has been evacuated since 
then,” is the way a dealer has de- 
scribed conditions in this market. 
The phenomenon developed al- 
most over night. Dealers who or- 
dinarily expect to be in the height 
of their spring market by the 
middle of April have been search- 
ing anxiously for any kind of 
buyer. 
It is not unusual for a dealer to 


report that his pencil hasn’t 
touched an order pad for five and 
six consecutive days. 

A favorite scapegoat has been 
the weather. But the first clear, 
bright Saturday of April was the 
worst day for order-taking seen 
here for years. 

Old-timers are characterizing this 
period as the worst in 35 years. 
Some of the younger men say they 
have never seen a spring like this 
one. In their experience, April tra- 
ditionally has been the biggest 
month of the year. 

In contrast, it easily can be 





Guide Brooklyn, Long Island Dealers— 


New officers of the Brooklyn and Long Island (N. Y.) Automobile Dealers Assn. are, 
from left, Walter Heingartner, first vice-president; Carl Vail, third vice-president; Mal 
Pierce, president; Raymond Menendez, treasurer, and George Ashdown, second vice- 
president. Other officers, not pictured, are Harold Perfit, secretary, and Henry Eisen- 
executive vice-president. 


haver, 





Utah Dealer Rips Detroit Outlet .. . 





Puts Finger on Bootlegger 


SALT LAKE CITY. — A Utah, be filled out at the lot or alley, 


Chevrolet dealer has 
Detroit Chevrolet dealer as a “boot- 
legger” and has written him to 
“register with your company our 
deep sense of indignation against 
your sales department selling .. . 
new 1956 Chevrolets that have been, 
and are now, flooding our markets 
in this area.” 

A copy of the letter was sent 
to Chris Olsen, Chevrolet zone 
manager here. In distributing 
the communication—with names 
deleted — the Utah Automobile 
Dealers Assn. urged all members 
to take similar steps on the boot- 
legging issue. 

UADA wrote: “Every factory 
representative who appeared before 
the Monroney subcommittee de- 
plored bootlegging and promised to 
do something about stamping it 
out. 

“Dealers, it’s your job to make 
the factories keep their word. 

“Expose every bootleg unit in 
your area to your factory. Give 
them the serial number, source of 
delivery, ete., and demand that 
they take steps to dry up this un- 
conscionable practice.” 

In his protest to the Detroit 
dealer, the Utah retailer charged 
that purchasers of the alleged boot- 
leg autos “have been given a serv- 
ice warranty which was signed by 
your officials in blank. In other 
words, the owner’s name .. . can 


Ad Code Adopted 


In Wisconsin 


MADISON, Wis.—A code of ad- 
vertising practices has been issued 
by the Wisconsin Automotive 
Trades Assn. with endorsement of 
the state motor vehicle department 
and the division of consumer credit 
of the state banking department. 


Louis Milan, association manager, 
said the WATA effort was intended 
as a “sound and constructive ap- 
proach to a problem that could 
easily assume dangerous propor- 
tions if unchecked.” 


indicted a| wherever the car might end up.” 


The Utah dealer listed the 
serial numbers of five ’56 Chevro- 
lets which he said had been boot- 
legged by the Detroiter. He 
added, “One of the major opera- 
tors selling these cars claims that 
there will be 20 more in this week 
from your organization. 

“That is going to leave 20 more 
innnocent Chevrolet purchasers 
without any source of service. We 
are turning them away and we 
don’t want their money or any part 
of it, and Detroit is a long way 
off.” 

He concluded, “We dealers out 
here in the backwoods have great 
faith in Mr. Curtice’s determined 
stand against bootlegging. We feel 
the corporation is sincere, and we 
wonder why you in the big city are 
paying no heed to his dictates .. .” 





Dealers Pick Olsen— 


George H. Olsen (Chevrolet), right, 
newly elected president of the Motor Car 
Dealers Assn. of San Francisco, Inc., is 
congratulated by outgoing president, 
Albert E. Schlesinger (Ford). Other officers 
include L. E. vonSchulthesis (Chrysler- 
Plymouth), treasurer; Cecil A. Whitebone 
(Ford), secretary, and James C. Scripture, 
vice-president. 





pendent garages. 





estimated that more than 90 per- 
cent of all dealers contacted ex- 
pect to be in the red for April. 
One dealer commented that this 
is by far worse than the 1937-38 
recession. 

At dealer meetings, confusion is 
rampant. A recommendation that a 
committee be formed to discuss the 
matter with the factories, finds 
dealers solidly behind it. 

Such a committee would be hard 
to pick. Every dealer wants to be 
present to acquaint the factory 
with the hard facts of life as they 
exist here today. 

Dealer meetings have voted for 
dealers to go to the factory home 
office in a body to present their 
case. They have been restrained 
only by the vigilant persuasion of a 
few men, convinced there is more 
to lose than gain in such a venture. 

“My volume in March was only 
50 percent of what I did in 1955 at 
the same time. Yet, I am 35 percent 
ahead of 1954 and still can’t make 
money,” a dealer complained. 

This is the enigma which many 
dealers face. It is caused by a 
combination of factors. In order 
to accommodate 1955’s volume, 
many properties were expanded. 
The dealer quoted above ex- 
panded almost four times. 

Now, in 1956. his operation can- 
not be as quickly reconverted (be- 
cause of leases and various other 
contracts) in order to reflect eco- 
nomically the changed volume. His 
profit picture suffers accordingly. 

In many cases dealers hesitated 
to pull in their horns during the 
early months of this year, believing 
that restricted business would be a 
short-lived affair. They were con- 
vinced spring would bring a resur- 
gence of buyer interest. With this 
failing to materialize, they are 
slashing every expense possible. 

Large overhead, they are learn- 
ing, is not easy to get rid of. “It’s 
like taking the withdrawal cure if 
you’re a drug addict,” one dealer 
said. 

But chopping has begun. A Buick 
dealer found he could lop $7,500 off 
monthly expenses. He began his 
cut in March, but it fully will be 
reflected only in April. Even so. he 
expects April to be a red month. 

This same dealer has cut off 19 
men from the service department 
since October, 1955, leaving 29. The 
lay offs apparently had a psycho- 
logical effect on those remaining. 
He reports that the 29 have taken 
over work once done by 48. There 
has been no drop in total paid 
work. 

A Pontiac dealer had a $14,000- 
a-year general sales manager. 
The dealer asked the manager if 
he would take a temporary cut. 
They parted amicably as the 
manager felt he would rather find 
employment elsewhere. To date 
he has been unable to locate and 
recently offered his services to 
another dealer at $7,000. 

Observers feel a great many deal- 
ers have remained in business 
through the first three months of 
the year to feel the pulse of the 
spring market. 

Now that no market has ap- 
peared, they expect many of these 
dealers to start selling out. The 
picture is grim. Dealers hopefully 
are looking to factories for some 
indication of the future. 

In 1954 the slogan was “Survive 
’till 55.” Now it seems to be “Bet- 
ter in '57!” But dealers are harder 
to convince. 


Buffalo Dealers 


Ask Tow License 


BUFFALO. — The board of the 
Buffalo Auto Dealers’ Assn. has 
proposed a city ordinance calling 
for licensing of all tow-car opera- 
tors. 

The ordinance would require 
operators to file a schedule of tow- 
ing and storage charges. It would 
provide that a car must be released 
on order of the owner and on pay- 
ment of the towing charge, plus 
reasonable storage charges. 

Edward E. Tunmore, association 
president, said such an ordinance 
would protect automobile dealers, 
many of whom maintain their own 
towing service, as well as inde- 
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Wholesale Prices Up... 





3-Year High Reached 
By Used-Car Market 


(Continued from Page 1) 


this year’s wholesale hubbub is not 
yet dying down. In reports to 
Automotive News, auction owners 
used such phrases as “market very 
good,” “market red hot,” “any 
clean model found plenty of 
takers,” “we really had a sale,” 
“there’s no question about the de- 
mand” and “clean cars bringing 
almost retail.” 


Said one operator, “Eager bid- 
ding, sometimes after the auc- 
tioneers’ hammer fell, marked 
one of the highlights of the sale.” 


A detailed analysis of this year’s 
prices shows that strength has not 
been distributed evenly among the 
various models. Three models are 
down, pricewise, and five are up. 

Current models (’56s) are priced 
2.46 percent lower than they were 
three months ago, while year-old 
units (’55s) are down a fraction at 
0.18 percent and _  five-year-olds 
(51s) are off 0.84 percent. 

* + * 


H the exception of ’5é6s, 

these losses are far less than 

the average established in the pre- 
vious four years. 

Current models in the years 
1952 through 1955 showed an 
average yearly drop of 2.36 per- 
cent. The average loss on year- 
old models was 9.11 percent (0.18 
percent this year, as noted above) 
and on five-year-olds, 4.61 per- 


156 License Cases 


Studied by Ohio 
Board During ’55 


CINCINNATI. — The Ohio Auto- 
mobile Dealers and Salesmen’s Li- 
censing Board heard 156 cases in 
1955 brought before it in 33 ses- 
sions here, Dayton, Columbus, 
Cleveland and Toledo. 

Forty-eight dealer applications 
were rejected, 29 cancelled and six 
others were revoked or suspended. 
Several complaints by the public 
against dealers were dismissed for 
lack of evidence. 

These facts were announced last 
week as Gov. Frank J. Lausche re- 
appointed C. A. Cronin (Ford), Cin- 
cinnati to the board. Other mem- 
bers are W. A. Brandenburg (Chev- 
rolet), Mansfield, O., chairman, and 
C. Ervin Nofer, acting registrar of 
motor vehicles. 

The board was established 18 
years ago and has specific regula- 
tions for the protection of the pub- 
lic and for responsible new and 
used-car salesmen, Cronin said. 

He is prominent in affairs of the 
Cincinnati Automobile Dealers 
Assn. which currently is conduct- 
ing an advertising campaign to 
promote high standard of ethics in 
the new and used-car business. 
Elimination of “bait” and deceptive 
ads are among its aims. 





cent (far greater than 1956's 

0.60 percent.) 

All other models this year have 
gained during the spring period. 
These gains are (previous four- 
year average listed in parentheses) : 
Two-year-olds, up 3.05 percent 
(down 0.37 percent); three-year- 
olds, up 4.99 percent (down 2.76 
percent); four-year-olds, up 6.62 
percent, largest gain on the index 
(down 3.41 percent); six-year-olds, 
up 0.84 percent (down 6.19 percent), 
and seven-year-olds, up 1.14 per- 


cent (down 8.27 percent). 
+ * 7” 


Cadillac Breaks Record 


In Apr. 1-20 Period 


DETROIT. — Cadillac sold a rec- 
ord 9,132 new cars during the first 
20 days of April, it was announced 
last week by J. M. Roche, general 
sales manager. 

This mark betters all the other 
Apr. 1-20 spans in the company’s 
54 year history. Roche reported 
that for the second 10 days in 
April, 5,075 cars were sold which 
also exceeds the figure for last year. 

: od 


Buick Reports Sales Rise 
Of Nearly 21 Percent 


FLINT.—Buick dealers delivered 
17,603 cars the second 10 days of 
April, an increase of nearly 21 per- 
cent over the previous 10 days, 
General Manager Edward T. Rags- 
dale reported last week. 

Deliveries amounted to 1,956 cars 


daily for each of the nine selling}: - - 


days in the period, compared to a 
daily rate of 1,824 units the previ- 
ous period, he said. Total retail 
deliveries for the year now amount 
to 191,377 cars, he added. 


N.Y. Inspections 


Face Year’s Delay 


ALBANY, N. Y. — Owners of 
automobiles more than four years 
old won’t have to worry about com- 
pulsory state vehicle inspections 
until at least next February, it was 
learned here. 

Although Gov. Harriman has 
signed a bill requiring the inspec- 
tions to qualify for 1958 license 
plates, a Motor Vehicle Bureau 
spokesman said it will take almost 
a year to launch the new program. 

And at the outset, he added, 
checkups will be basic, undoubtedly 
confined to brakes, steering mecha- 
nism, wheel alignment and lights. 
The new law, however, authorizes 
Joseph P. Kelly, motor vehicle 
commissioner, to draft more strin- 
gent regulations for the inspections. 

The delay in establishing the new 
program was attributed to the Bu- 
reau’s preoccupation in preparing 
procedure for the new compulsory 
auto liability insurance law. 


Visits Her “Angel's” Birthplace— 


Dorothy Olsen, who in recent months won a TV jackpot and made a children's 
recording that has sold over 100,000 copies, got her wish when arrangements were 
made for her to visit the place where her “Angel” was “born.” “Angel” is a 1949 
Plymouth convertible with a patched top about which she says: “It's a wonderful car. 
it has over 160,000 miles on it and | still get 17 miles to the gallon.” Plymouth 
officials first read of Mrs. Olsen, a school teacher in White Plains, N. Y., in Ned 
Jordan's column in the March 19 issue of Automotive News. 


high school students from West Springfield, Mass., who also toured the plant. 





With Mrs. Olsen are 





Report on NADA Membership Drive— 


NADA area chairmen for Mississippi and officers of the Mississippi Automobile 
Dealers Assn. met in Jackson, Miss., to report on the NADA membership campaign in 


that state. 


Over 80 percent of the state's franchised dealers are members of the 


national group. Seated, from left, are H. W. Mcleod, MADA vice-president; John D. 
Wise jr., NADA young executives group chairman for the state; Max McLaurin, 
MADA past president; L. Flowers Hamrick, NADA state director; Charles Hawkins, 
MADA president; Leon White, MADA vice-president; Gerald Kees and Chester Clark. 
Standing: George Lemon Sugg, MADA manager; Ralph Holland, Collins Lane, B. E. 
Marler, J. E. Blackburn, F. W. Mitts, Carroll McLaurin, Axel Vass, O. O. ‘ee, B. F. 
Wallace, W. T. Brown, R. W. May, C. D. Crawford, Evelyn Traylor and W. E. Watkins. 


Safety Check Registers 
Participation Record 


(Continued from Page 1) 


come glowing reports of the suc- 
cess of the safety-check program. 

In Akron, E. John Lehman, 
secretary-manager, Akron Auto- 
mobile Dealers Assn., said more 
than 70,000 vehicles have been 
checked there in each of the last 
eight years. 

“The public’s acceptance of the 
program has increased each year 
(and) we have the complete 


cooperation of the newspaper, 
radio, television, industry and 
business,” he said. 


* * * 


AM. Ia., tells of the elderly 
gentleman who watched with 
interest as mechanics hoisted the 
front end of his car. As he watched, 
the tie rods fell to the ground. 

After the car had been re- 
paired, the man returned to 
shake hands will all five checkers 
and thank them for saving his 
life. 

It has been suggested that local 
chairmen contact factory superin- 
tendents and ask them to alert 
their employes to the program. 

Factories can help, the committee 
said, by conducting parking lot 
safety checks or by giving em- 
ployes time off to visit community 
check lanes. 

= * ” 


lw Minnesota, Omar Hilligoss, a 
Chevrolet dealer in Hibbing and 
chairman of the safety committee 
of the Minnesota Automobile 
Dealers Assn., has arranged for 
several dealers to give active sup- 
port to their community programs. 

New Bern, N. C., an award 
winner last year, has planned an 
extensive program for May 14- 
19. A special event has been 
scheduled each day to draw at- 
tention to the city’s 13 check 
lanes. James A. Stutts is chair- 


3 Dealer Groups 
Adopt Codes on 
Advertising Ethics 


DETROIT. — Gaining momentum 


is a movement among new-car 
dealer associations to adopt codes 
of sales and advertising ethics. 

Latest groups to endorse such 
codes include the South Bend- 
Mishawaka Automotive Trades 
Assn., the Fargo-Moorhead Auto- 
mobile Dealers Assn. and the 
Shreveport-Bossier City (La.) New 
Car Dealers Assn. 

All are patterned after a code 
drawn up by NADA and the Assn. 
of Better Business Bureaus. Local 
BBBs will help carry out the local 
codes. 

All cover accuracy, “bait” adver- 
tising, savings claims, downpay- 
ments, finance, phony claims, free 
offers and other phases of auto 
advertising. 

Included in the Fargo-Moorhead 
code is a provision for Sunday 
closing. 





man of the program which has 
more than 500 workers. 

James O. Simpkins, chairman of 
the 1955 New Bern campaign, said 
auto accidents have decreased 40 
percent since last May. 

Mrs. Harold Kennedy, chairman 
of the check plan in Eugene, Ore., 
has challenged cities of compa- 
rable size (36,000 population) to an 
individual contest based on num- 
ber of cars checked. 

” 7 * 
EEN-AGE groups in many 
areas have been enlisted to 
help in the campaign. Among them 
are Iowa, San Diego, Fresno, Calif, 
and Genesee County (Flint), Mich. 

Fresno already has conducted 
a pilot run. The city’s campaign 
team arranged to check the cars 
of delegates to the Western 
Liquid Gas Corp. convention 
which was held in April. 

The possibility of making safety- 
check month an international affair 
was noted by the interindustry 
committee as it announced it had 
received requests for information 
from Alaska, South Africa, Puerto 
Rico, Panama, Cuba and Guam. 

. . 7 


Plymouth Dealers Join 


May Safety Check 

DETROIT. — The nation’s Plym- 
outh dealers will cooperate in 
month-long Vehicle Safety Check 
Program, according to George J. 
Cutler, division service director. 

The safety check is sponsored by 
the Inter-Industry Highway Safety 
Committee and other automotive 
and safety groups. 





Gift for Gov. Knight— 


California Gov. Goodwin J. Knight, left, 
accepts color photograph of the state's 
famous Mount San Jacinto State Park 
from Arthur O. Dietz, president, C. |. T. 
Financial Corp. The photo will be 
featured in the first advertisement of a 
national campaign that will start May 7. 
The monthly advertisements, which will be 
carried in newspapers and national maga- 
zines, will encourage automobile sales 


' and travel. 





Pro-Dealer Law 


Signed in N.Y. 


Bans Cancellations 
‘Except for Cause’ 


ALBANY. — New York Goy, 
Averell Harriman has approved en. 
thusiastically a factory-registration 
law which prohibits auto manufac. 
turers from terminating dealers’ 
franchises “except for cause.” 

Harriman, a Democrat, signed 
the bill which had been intro- 
duced in the Legislature by two 
Republican former auto dealers, 
State Senator William S. Hults 
jr. and Jacob E. Hollinger. The 
bill passed the Legislature with 
only two dissenting votes. 


The new law requires: 








1.) That every auto manufacturer i 
and factory branch doing business | 


in New York State be registered 
with the secretary of state and 
licensed at an annual fee of $100 
for each location. 


2.) That “no manufacturer or 
distributor, or any agent of such 
manufacturer or distributor, shall 
terminate any contract, agreement, 
or understanding or 


as the case may be, 
cause.” 

In a memorandum issued to 
explain his approval of the bill, 
Harriman declared that the bill 
was “. .. a step in the direction 
of protecting the smaller enter- 
prises,” although he admitted it 
may need “further clarification 
and strengthening next year.” 


renewal J 
thereof for the sale of new motor | 
vehicles to a distributor or dealer, | 
except for 7 





The bill was sponsored by the | 


New York State Automobile 
Dealers, Inc. and was supported at 
a public legislative hearing by John 
J. Evers jr., executive-vice presi- 
dent of the 2,050-member dealer 


group. Appearing in opposition at § 


that hearing was Don E. Ahrens, 
general manager of Cadillac divi- 
sion, who with Attorney Daniel 
Boone attacked the bill as “class 
legislation.” 

Harriman’s memorandum stated 
“In my annual message I called 
attention to the dangerous trend 
in American economic life toward 
the concentration of economic 
power and the growing difficulties 
of small and medium-sized inde- 
pendent businesses. I pointed out 
that the giant corporations have 
the economic power to decide the 
life or death of thousands of 
smaller businesses, not only com- 
petitors but their own suppliers 
and distributors.” 

He said that this bill was a step 
in the direction of protecting small 
enterprises by requiring the re- 
gistration of auto manufacturers 
and by prohibiting them from ter- 
minating their dealers without 
cause. 

“A recent Congressional inves- 
tigation,” he continued, “has re- 
vealed most unfortunate practices 
by the automobile manufacturers, 
in an effort to increase their 
volume of sales; unfair pressures 
have been placed on dealers, in- 
cluding the threat of arbitrary 
cancellation of their franchises. 
These franchises often represent 
very large investments, as well 
as many years of work. 

“The two largest automobile 
manufacturers in opposing this bill 
have argued that the proposed reg- 
ulation is not justified because 
the public interest is not suffi- 
cienty affected. I cannot state too 
emphatically my conviction that 
it is very much in the interest of 
the people that small and medium- 
sized business should be protected 
against unfair exercise of economic 
power.” 

Evers reported that his office 
has been flooded with congratu- 
latory wires and letters since the 
passage of the bill. 

Any firm found guilty of violat- 
ing the law is liable for a fine of 
$1,000 for each violation. The act 
becomes effective Oct. 1. 


N. H. Dealers Appoint 
McKean Vice-President 


CONCORD, N. H.—(UTPS)— 
Thomas D. McKean, Pittsfield, N. 
H. has been named to succeed John 
D. Orr as executive vice-president 
of the New Hampshire Automobile 
Dealers Assn. McKean is also pub- 
lisher of the Valley Times, a Pitts- 
field weekly newspaper. 
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... have stepped up 


sales tremendously” 


says Chrysler-Plymouth dealer E. M. LONG, *T have been familiar with COMMERCIAL 
partner in Pines Motor Company of Pine Bluff, Ark. Crepit for the past 25 years and our cus- 
tomers seem to appreciate the protection and 
benefits of their 7-Point Plan. By working 
this plan into their original selling story, our 
men have stepped up sales tremendously. 


We're doing a much better job of penetrating 
our market. The local CoMMERCIAL CREDIT 


people work well with us. Altogether, we 


have found their service most satisfactory.” 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest ComMMerciAL CREDIT 
office for complete information on the benefits of 
ComMERCIAL CrepiT PLan. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of Commercial 
Credit Company, Baltimore ... Capital and Surplus 
over $190,000,000 ... offices in principal cities of the 
United States and Canada. 
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“ pert, and Chalmer Martin, Sho- 
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31 State Dealer Conventions Set 


mobile Dealers Assn. at Hotel Boise, 
Boise. It will close May 22. 

On May 24, the Washington State 
Auto Dealers Assn. will meet for 
three days in Wenatchee, Wash., 
with convention headquarters lo- 
cated in Cascadian Hotel. 

South Carolina dealers have 
chosen Myrtle Beach’s Ocean Forest 
Hotel for their May 26-28 meeting 
and the Oregon affair will be for 
one day only, May 29, in Multnomah 
Hotel, Portland, Ore. 

The next reported annual meeting 
will be held June 25-27 at Hotel 
Olds, Lansing, by the Michigan Au- 
tomobile Dealers Assn. closely fol- 
lowed by New York’s spring meeting 
of directors and vice-presidents at 
Lake Placid Club, Lake Placid, 
N. Y., June 28-July 1. 


There is a lapse until Aug. 26- 
27 when the Georgia dealers will 
meet at General Oglethorpe Hotel, 
Savannah, Ga. This partly will 
coincide with the Automobile 
Dealers Assn. of West Virginia 
which has picked Aug. 26-29 for 
its four-day convention at Green- 
brier Hotel, White Sulphur 
Springs, W. Va. 

The first September meeting will 
be held at Marshall House, York 
Harbor, Me., Sept. 7-9, by the Maine 
Automobile Dealers Assn. Sept. 17- 
18 will see Minnesota dealers as- 
semble at St. Paul Hotel, St. Paul 
for their annual conclave. 

This partially overlaps the con- 
vention of South Dakota dealers 
on Sept. 18-19 in Mitchell, S. D. 
The Texas Automotive Dealers 
Assn. opens its meeting at Austin, 
Tex., Sept. 23, the day after the 
Southern California - University of 
Texas football game. The meeting 
will close Sept. 25. 

Colorado dealers also meet Sept. 


(Continued from Page 1) 


March and Indiana in April. Ari- 
zona dealers will meet next Friday 
(May 4) for a two-day convention 
at Camelback Inn, Phoenix, 

Neighboring New Mexico dealers 
will meet on the same days at Santa 
Fe in La Fonda Hotel. The follow- 
ing Sunday (May 6), The North 
Carolina Automobile Dealers Assn. 
commences its two-day annual 
meeting at Carolina Hotel, Pine- 
hurst, N. C. 

The next state to meet is Mis- 
souri, May 14-15, at Muehlbach 
Hotel in Kansas City. Pennsyl- 
vania dealers have picked the 
same two days for their get- 
together at The Inn, Buck Hill 
Falls, Pa. 

Massachusetts dealers will assem- 
ble May 15-16 in Hotel Statler, 
Boston. May 20 opens the 20th an- 
nual convention of the Idaho Auto- 


Three Resolutions 
Drawn Up for 
Idaho Convention 


TWIN FALLS, Id.—Three reso- 
lutions to be presented to the May 
convention of the Idaho Automo- 
bile Dealers Assn. have been drawn 
up after a series of five district 
meetings in the state. 

The convention will be held May 
20-22 in Boise. 

One resolution provides that a 
dealer member from each district 
be added to the association’s legis- 
lative committee so that all dis- 
tricts will be represented. 

A second proposes that the as- 
sociation retain an attorney to 
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Latest Auction Prices 
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(Aptco Auto Auction. Sales every Wednesday and Friday. ) 


24-25 in Glenwood Springs, Colo., as 
do Wisconsin dealers at Hotel 
Schroeder, Milwaukee. The next 
day (Sept. 26.) marks the opening 
of the New Jersey Automotive 
Trade Assn’s three-day get-together 
at Chalfonte Hotel, Atlantic City. 


Gatlinburg, Tenn., is the 1956 site | 
for Tennessee dealers. It will be} 
the 17th annual convention and 
run from Sept. 30 to Oct. 2, The 
New York State Auto Dealers Assn. 
opens the same day but will run 
until Oct. 3. This is its 33rd annual 
affair and will be held at The Con- 
cord, Kiamesha Lake, N. Y. 

John Marshall Hotel, Richmond, 
Va., is headquarters for the Auto- 
motive Trade Assn. of Virginia’s 
three-day convention which opens 
Oct. 14, according to Charles B. 
McFee jr., general manager. 

Oklahoma dealers chose Skirvin 
Hotel in Oklahoma City for their 
Oct. 21-22 annual meeting this year. 
Alabama dealers also open their 
business sessions on Oct. 21 but will 


Apr. 25 


BUICK — ’'56 Century 4-dr., 
(ps). °55 Special Riviera, 
$1,880*; 4-dr., $1,800*, $1,755*. ‘54 
Super conv., $1,665* (ps); Rivera, 
$1,560* (ps); Special conv., $1,650*; 
4-dr., $1,290*, $1,125; RM 4-dr., $1,- 
500* (ps), $1,455*. °53 Super 2-dr., 
$960*; RM 4-dr., $915* (ps). °52 

$540*. '51 Special 4-dr., 


$2,700* 
$1,930°, 


Super 4-dr., 
$370. . 

CADILLAC 
$2,910* 

CHEVROI 


ey (62) coupe de Ville, 

Fr. +56 Bel Air (8) 4-dr., 
$2,020. '55 Bel Air (8) Hardtop, $1,- 
630* (ps); 2-dr., $1,385; MTwo-ten 
(8) 2-dr., $1,165, $940; One-fifty 2- 
dr., $990, $960, $860. ‘54 Bel Air 
2-dr., $1,010*; Two-ten 2-dr., $975. 
‘53 Bel Air Hardtop, $800*; One- 
fifty station wagon, $800, $795; Two- 
ten 4-dr., $700, $600, $505; 2-dr., 
$640. 

CHRYSLER — '55 NY station wagon, 
$2,400*. '54 NY 4-dr., $1,425*. 

DeSOTO — '53 Fire Dome (8) 4-dr., 
$750*; conv., $690. ‘51 Fire Dome 
(8) 4-dr., $675*. 

DODGE—’'55 Royal Lancer conv., $1,- 
900* (ps). °'54 Coronet club coupe, 
$880. ‘53 Coronet 
$630*; 4-dr., $480. 

FORD—’56 Custom (8) 4-dr., $1,575. 
‘55 Fairlane (8) Crown Victoria, $1,- 





(8) Diplomat, 


spend three days in Biloxi, Miss., 850* (ps), $1,775*; 2-dr., $1,430* 
Bue Vi H 1. (ps); Main (8) Ranch Wagon, $1,- 

at na Vista Hote : 510; Custom (8) 4-dr., $1,305; 2-dr., 
Further south, in Florida, the 


state association also will be meet- 
ing Oct. 21-23 at Fort Harrison, 
Clearwater, Fla. These same dates 
were chosen by the National Inde- 
pendent Automobile Dealers Assn. 
for its convention at Hotel New 
Yorker, New York City. 

Later in the month, Oct. 30-31, 
the Illinois Automotive Trade Assn. 
will hold its meeting at Pere Mar- 
quette Hotel, Peoria, Il. 

The Texas Independent Automo- 
bile Dealers Assn. is the first to 
meet in November. It will be the 
organization’s 12th annual conven- 
tion and Statler-Hilton Hotel will 
be headquarters on Nov. 3-5 in 
Dallas. 


By William M. McCarty 
Staff Correspondent 
CHICAGO. — “If I’ve been guilty 
of any sin,” says a wheel-deal 
operator here, “it’s been in selling 
cars.” 


Chicago W heel-Dealer Says oteice 


‘My Only Sin Is Selling’ 


study the Colorado dealer cancella- 
tion law. The resolution also sug- 
gests that more information be 
obtained about licensing laws in 
other states in order to help frame 
a bill to be presented to the next 





R. I. Studies Bill to Ban 


False Ads, Closeouts 
PROVIDENCE, R. I. — The 


Seelbach Hotel, Louisville, is 
headquarters of the Kentucky 
Automobile Dealers Assn. which 
will take up three days, Nov. 11- 
13. Nov. 13 also has been selected 


He does a lot of television ad- 
vertising, he promises big deals 
and he furnishes free soda pop 
to the customers. He also retails 
a lot of cars. 


State Legislature is considering 
a bill to outlaw extended fire 
sales or going-out-of-business 
sales. Permits for the sales 
would be issued for 30 or 60 
days and no new merchandise 
could be brought into the store 
during the sale. 

Another bill would enable the 
State to bring court action to 
stop false advertising. Both bills 
were recommended by a legisla- 
tive commission which investi- 
gated false and misleading ad- 
vertising. 


Legislature. 

The third resolution resolves that 
the law be changed to allow license 
plates to stay with the individual 
when he purchases another car. 


Four dealers have been nomi- 
nated from each district to serve 
on the board of directors. 


Nominated from the First Dis- 
trict were Lloyd Daman, Wallace; 
Frank Evans, Sandpoint; Gil 
Kramer, Coeur d'Alene, and Clare 
Walker, Kellogg. 

From the Second District, nomi- 
nees are Dick Fahrenwald, Mos- 
cow; Wesley Jenkins, Grangeville; 
Charles Lashley, Orofino, and Loren 
Lorenz, Lewiston. 

Third District candidates are 
Frank Bevington, Nampa; Frank 
Bork, Emmett; Herman Evans, 
Payette, and Fred Lillge, Boise. 

Four District nominees include 
Robert Carleson, Twin Falls; Ken- 
neth Curtis, Buhl; Bus Goode, Ru- 





By W. C. Lockwood 
Staff Writer 

DETROIT.—Auto shows pay off. 
That’s the opinion of local and state 
association managers after having 
had ample time to assess the value 
of this year’s events, according to 
a survey conducted by AUTOMOTIVE 
News, 

Salesmen believe in them, but 
not as strongly as dealers. More 
important, so do customers. The 
managers also reported that fac- 
tory support was good. 

Eighty-seven percent of those re- 
porting said their associations plan- 
ned to hold a show next year, none 
said definitely that they wouldn’t 
repeat in ’57 and 13 percent voiced 
a “maybe.” However, one “un- 
decided” city since has changed its 
|mind and now is planning a show. 

Two cities—Milwaukee and De- 
troit—have set definite dates. Mil- 
waukee’s event has been scheduled 
for Feb. 9-16, 1957, about the same 
time as this year’s (Feb. 11-18). 

However, Don A, McIntyre 
(Oldsmobile), president of the 
Detroit Auto Dealers Assn., said 
the 1957 show would be Jan. 19- 
2%. This is a move from the Feb. 
18-26 dates this year. 

Chicago earlier announced that 
its 1957 display will be held Jan. 5- 
13, 1957, in the International Ampi- 
theatre. These cities, together with 


shone. 

From the Fifth District are 
Fisher Ellsworth, Idaho Falls; C. 
E. Flandro, Pocatello; Ray Lun- 
dahl, Idaho Falls, and L. B. Meyers, 
Pocatello. 





NADA Honors Sugg— 


George lemon Sugg, left, manager, 
Mississippi Automobile Dealers Assn., re- 
ceives plaque from NADA for his “out- 
standing accomplishments and contribu- 
tions to the membership activities of the 
NADA.” Over 80 percent of the state's 
franchised dealers are members of NADA. 
The award is made by lL. Flowers Ham- 
rick, NADA director for Mississippi. 

show in New York this December, 


Majority to Repeat in °57 . . 


Auto Shows Win Plaudits 


by the Connecticut Automobile 
Dealers Assn, for its one-day 
affair at Hotel Statler, Hartford. 
There are two conventions sched- 
uled for December. The first will 
be held by the Ohio Automobile 
Dealers Assn. on Dec. 2-4 in Cleve- 
land. The second by the Utah Auto- 
mobile Dealers Assn., a one-day 
meeting Dec: 4 in Salt Lake City. 
The convention headquarters has 7 e ao 
not been selected as yet, according| _ They don’t feel “unfair” and they 
to Elias Strong, secretary-manager. don’t criticize the conservatives. 
And then, of course comes the > 7 a 
five-day, 40th annual convention of NE dealer who uses a lot of 
NADA in San Francisco, Jan. 26-30. high-pressure advertising and 
who stays open on Sunday says, 
“The customers appreciate what 
we're doing and it’s been successful 
or we wouldn’t continue it.” 


Another dealer purposely makes 
outrageous claims in his ads — and 
points out that they are phonies. 


“The customers love it,” he 
said, “and they tell us that’s what 
brings them in.” 


On one Sunday afternoon, a visit 
was paid to a dealership which 
uses high-pressure advertising, 
gives away merchandise, caters to 
children and stays open every day 
in the week. 


The showroom was crowded and 
there were a number of family 
groups who seemed to be making 
their decision on the spot. Each 
visitor was greeted by a salesman 
as he entered and the manager 
also was on the floor. The dealer- 


That’s why high-pressure dealers 
are hard to discourage even 
though some have been criticized 
by other dealers and associations. 

In visiting some of the free- 
wheelers, it appears they are self- 
satisfied, confident and even a little 
sympathetic toward the conserva- 
tive dealer playing solitaire in his 
showroom down the street. 











constitute the list of 1957-model 
shows with hard and firm dates. 


Sales at the ’56 season shows 
were reported excellent by 21.5 per- 
cent, good by more than 57 percent 
and fair by more than 21.5 percent. 

Views on entertainment were in- 
teresting in the light of some opin- 
ions this year that it attracted more 
people but fewer who were inter- 
ested in autos. 

Of thuse reporting, 92.86 percent 
said that they had entertainment; 
the remainder said they had 
shunned it. However, of those hir- 

(Continued on Page 46, Col. 1) 





Auto Show Attraction— 


Futuristic automobiles like Ford's FX-Atmos shown above prove top attention getters 
at auto shows, according to a survey conducted by Automotive News among dealer 
association officials. This car and Packard's Predictor were the only ones singled 


the Automobile Manufacturers | out for specific mention in the survey. Ford emphasized that the Atmos never will 
Assn.’s revival of the national auto| be built for sale, presents styling concepts that could appear in Fords within a few 


years. 


$1,175; Main (6) 2-dr., $950, $885, 
$685. '54 Crest (8) Victoria, $1,100°; 
Custom (8) club coupe, $800; Custom 
(6) club coupe, $800. ‘53 Custom 
(8) station wagon, §930*; 2dr, 
$745*, $700*; club coupe, $700, $675. 
*52 Custom (8) 2-dr., $500. ’51 Cus- 
tom (8) Victoria, $435; Deluxe (8) 
2-dr., 

HUDSON—'54 Hornet 2-dr., $585. '52 
Hornet 4-dr., $325*. ’51 Hornet 4-dr., 
$260°. 

LINCOLN — ‘56 Capri 4-dr., 
(ps). ‘51 Capri 4-dr., $325. 

MERCURY—’56 Custom 4-dr., $1,950*. 
’55 Monterey 4-dr., $1,730*%; Mont- 
clair 4-dr., $1,650*. ‘54 Monterey 
Hardtop, $1,260*, $1,125. '51 Custom 
club coupe, $310. '50 club coupe, $230 

NASH — '53 Statesman 4-dr., $725; 
Rambler Country club, $625. ‘51 
Rambler 2-dr., $310. ‘50 Statesman 
4-dr., $170. 

OLDSMOBILE—’55 (88) 2-dr., $1,800* 
'53 (88) 4-dr., $980*; 2-dr., $935* 
"50 (88) 2-dr., $290; club coupe, 2 
at $125. 

PACKARD—’53 4-dr., $750*. 

PLYMOUTH—’55 Belvedere (8) Hard- 
top, $1,400. '53 Cranbrook 4-dr., $435, 
$405. 50 Deluxe 4-dr., $210. 

PONTIAC—’55 Chieftain (8) 2-dr., 
310. °54 Chieftain (8) 4-dr., $760 
’53 Chieftain (8) 2-dr., $650°. ‘51 
Silver Streak (8) Catalina, $365°, 
$340°. 50 Silver Streak (8) station 
wagon, $300*. 

MISC.—’51 Henry J. 2-dr., $105. 


$3,330° 


$1,- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34, 35, 37, 38, 40 








ship was doing a land-office busi- 


ness. 
* 


* * 
WO blocks down the street, a 
“conservative” dealer handles a 
car in the same price class. He 
also was open on Sunday, but 
there were no lights on outside or 
inside. 

When the visitor entered, the 
manager and one salesman were 
listening to a ball game. One finally 
came forward and said he could 
be of help if a new car was wanted. 
However, he added, the service de- 
partment was closed and the used- 
car lots were on two other streets. 

“It’s a little dull today,” he 

said, “but we never do too much 
on Saturday afternoon or Sun- 
day. We aren’t like that (he re- 
ferred to his competitor up the 
street) with the gimmicks. 

“We do everything high-class. We 
have a steady clientelé — nice cus- 
tomers. 

“Those kind of dealers always 
have trouble.” 

He then announced he would 
close up as soon as the ball game 
was over. 

The visitor left and on his way 
home passed the wheel-and-deal 
showroom. The place was. still 
crowded and salesmen were busy 
at their closing desks. 

They all seemed to be unaware 
that they “weren’t playing fair.” 

They even looked as though they 
might be hard to convince. 


Wash. State Assn. 
To Hear Sutter 


And Magnuson 


WENATCHEE, Wash. — U. S. 
Senator Warren G. Magnuson, 
Washington Democrat, and Fred- 
erick M. Sutter, NADA vice-presi- 
dent, head the speakers who will 
address the Washington State Au- 
tomobile Dealers Assn. convention 
here May 24-26. 

Chairman Don Miller, North Cen- 
tral Chevrolet Co., Wenatchee, ex- 
pects more than 200 dealers to 
attend. 

Following Sutter’s report on 
NADA activities, line meetings will 
be held to discuss recent develop- 
ments in factory-dealer relations. 

Magnuson will discuss the Mon- 
roney hearings. He is chairman of 
the Senate Interstate and Foreign 
Commerce Committee, parent group 
of the Monroney subcommittee. 

Other speakers will include At- 
torney James B. Ramsdell, Tacoma, 
Wash., who will talk on the Taft- 
Hartley Act as it pertains to deal- 
ers, and Ray Wilson, Los Angeles 
Chevrolet dealer and NADA re- 
gional vice-president, who will dis- 
cuss NADA’s drive for ethical 
advertising. 
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First in the Industry! 





‘| Latest Meeting of Chevrolet 


etl me 


ww 


| Dealer Advertising Council 


Continues Long [radition! 





Recent Detroit meeting of the Advertising Council. The first meeting—first of its kind in the industry—was held by Chevrolet in 1934. 


) Chevrolet dealer committees meet twice 
| a year to review ad campaigns and 
| discuss local advertising needs. 


Continuing a Chevrolet tradition of strong dealer- 
factory relations, the Chevrolet Dealer Advertising 
Council held its first meeting of the year in Detroit, 
April 5-6. Twenty-one dealers sat down with Chevrolet 
sales and advertising executives for a frank, friendly 
and informal discussion of advertising plans and 
policies. The result of this teamwork is stronger, more 
unified advertising support for all Chevrolet dealers. 





YOU’LL PROFIT MOST WITH CHEVROLET— AMERICA’S 
FOREMOST AUTOMOTIVE FRANCHISE 





CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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In Organizing Cam 
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2 L.A. Atte Groups 


Tabbed as 


By Joseph M. Callahan 
Staff Writer 


_ Los Angeles Motor Car 
Dealers Assn. and the Automo- 
tive Employers Assn. have been 
charged with unfair labor practices 
before the National Labor Rela- 
tions Board by Local 777 of the 
Retail Clerks Union. 

Local 777 claims 
the Los Angeles 
dealers have com- 
mitted five violations 
of the Taft-Hartley 
Act. Among the al- 

leged violations are threatening 
salesmen with loss of jobs for join- 
ing the union and spying on the 
union, its members and its meet- 
ings. 

The union has been conducting a 
powerful drive to organize Los 
Angeles auto salesmen and claims 
900 salesmen have been signed in 
the last few weeks. 


Herschel Womack, secretary of 
the union, said, “These charges 
are the first of many steps Local 
777 will take to protect our mem- 
bers rights to organize. I am 
doubly confident now that this 
drive will succeed because sales- 
men resent attempts to deny 
them their rights.” 

Unionization drives also are 
underway in dealership shops in 
Fargo, N. D., anti Moorhead, Minn., 
according to the Automobile 
Dealers Assn. of North Dakota, As 


C.1.T. to Reduce 
Margin to Dealers 
On Retail Loans 


NEW YORK. —C. I. T. Financial 
Corp. is passing on to auto dealers 
its higher cost of borrowing, 
Arthur O. Dietz, president, told the 
annual shareholders meeting last 
week. 

He said a general tightening in 
the money market had boosted 
C.LT.’s costs to 3% percent on bor, 
rowings in the first three months 
of this year. The average cost dur- 
ing 1954 and 1955 was 2% percent, 
he said. 

Dietz explained his company is 
reducing the margain granted auto 
dealers on retail auto loans, but 
added he did not expect an increase 
in the rate charged car buyers. 


C.1.T. Financial’s first-quarter 


earnings, Dietz said, were $8,978,-| | 
897 compared with $9,051,273 last | 


year. Volume of retail auto receiv- 
ables acquired rose 9 percent to 
$285 million. 


The rise was due to an increase 
in time sales and the adding of 
more dealers as customers, Dietz 
said, despite a decline in new-car 
registrations during the first 
quarter. 











‘Unfair’ 


yet, there have been no elections 
or demands for elections. 
* * + 


Teamsters Assigned 
_ the failure of previous 
drives, the association reports 
the Teamsters have been given 
North Dakota to organize “so we 
can expect action.” The principal 
overt activity thus far has been 
union meetings in the two cities to 
which the mechanics have been 
invited. 

Some time ago the mechanics 
in eight or nine Grand Forks 
(N. D.) dealerships joined the 
union, only te vote for decertifi- 
cation 18 months later. Union 
drives failed in the North Dakota 
towns of Wahpeton, Jamestown, 
Valley City and Devils Lake. 
Teamster activity was also re- 

ported in Cleveland where the 
union won its first clear repre- 
sentation election victory among 
the salesmen at Hewitt Chevrolet. 
The vote was 7 to 4. 

* * * 


Davis Wins Poll 

N AN earlier election, the Team- 
sters were trounced at Earl 

Davis Buick, while two contested 

ballots will decide the results at 

Central Chevrolet. 

In Elmira, N. Y., a contract 
covering 15 shop workers has 
been signed by Dewey, Taber & 
Dutton (Dodge) and Local 965 
of the Machinists Union. 


Included in the pact are a union 
shop, wage increases from five to 
15 cents an hour, an improved “flat 
rate” for mechanics, six paid holi- 
days plus two hours off with pay 
on election day, overtime pay, 


(Continued on Page 43, Col, 1) 


Air Force Award 


Given to Kyes 


DETROIT. — Roger M. Kyes, 
former deputy secretary of defense 
and now General Motors Corp. 
group executive 
in charge of Day- 
ton and house- 
hold appliance 
and GMC Truck 
& Coach divi- 
sions, last week 
was presented the 
Air Force’s high- 
est civilian award. 

The occasion 
was the annual 
dinner meeting of 

R. M. Kyes the Aero Club of 
Michigan. The citation made refer- 
ence to Kyes’ advocation of air 
power as an instrument of national 
policy and his support of the 137- 
wing authorization. Donald A. 
Quarles, Air Force secretary, made 
the presentation. 





Cited for Outstanding Sales Achievement— 


The sales organization of Beasley and Mathews (Ford), Athens, O., carried off top 
group honors in the Sales Jubilee Extravaganza for dealers in Ford's Cincinnati district. 
The firm's leading salesmen and officers, holding “golden rules" used in a “Golden 
Rule Dealing” promotion that helped boost sales, are, from left, Marion Rose, sales 
manager; Larry McFadden, Tom Rose, John Laufhutte, John Fisher, guest; Fred Beasley 
and Robert Mathews, dealers; John Mullins, John Brookhart, Peck Simpkins and Don 


O'Neal. 











Dealers Win Brand Names Awards— 


Certificate of Distinction honors in Brand Names Foundation's Retailer-of-the-Year 
competition were awarded to, from left, Joseph Gallon, promotion director, Jim White 
Chevrolet Co., Toledo; Otto and T. J. Sherry, Sherry Motors (Ford), Appleton, Wis., 


and Sidney F. Brown, Sidney F. Brown Buick, 
cate was presented to Orville Lowe, Orville Lowe, Inc. (Ford), Des Moines. 


A fifth certifi- 
Founda- 


Inc., Bridgeport, Conn. 


tion's top honor | went to O. H. Braeger, King Braeger | Chevrolet Co., Milwaukee. 


Chrysler Corp. 


Signs 121 


To Single Deals in 3 Months 


DETROIT.—The switch to single- | lets signed this year are Dalton 


line Chrysler Corp. dealers is mov- | 
ing slowly but steadily, with 121 | 
new single-line dealerships being 
established in the first three months 
of 1956. 

This brought the total of single- 
line Chrysler Corp. outlets to 285 
—less than 1% percent of the cor- 
poration’s 18,321 dealerships. 

It was reported that the switch- 
over was advancing at a rela- 
tively slow pace to insure that 
the new dealers would be quality 
dealers well able to survive in 
the current competitive market. 

Thus far in 1956 Plymouth has 

signed 16 single-line dealers; Dodge 
has named 91 exclusive dealers; 
DeSoto has appointed nine single- 
line outlets, and Chrysler has en- 
franchised five exclusives. 

Prior to this year none of Plym- 
outh’s 8,957 dealers were single- 
line dealers, 152 Dodge dealers 
handled Dodge only, three DeSoto 
dealers handled DeSoto only and 
nine Chrysler dealers handled 
Chrysler only. 

An indication that Dodge is im- 
plementing its separation program 
almost entirely through the estab- 
lishment of new outlets is con- 
tained in the fact that Dodge 
added 96 dealers in the first 1956 
quarter, all but five of whom were 
single-line outlets. 


In the comparable 1955 quar- 
ter, Dodge added 84 dealers, All 
but eight of these dealers also 
got Plymouth franchises. 


The 16 single-line Plymouth 
dealerships are Billingsley Motors 
and Buxton Motors, both in Port- 
land, Ore.; Ericksen Motor Co., 
Bothwell, Wash.; Fry Plymouth 
Sales, Denver; Garnsey Auto Sales, 
Swanton, O.; Greenwald Plymouth, 
Akron; High-Way Plymouth, MKM, 
Inc., Natick, Mass.; Leo F. King Jr., 
Inc., Lowell, Mass. 


Lelanau Auto Co., Sutton Bay, 
Mich.; Mayflower Plymouth, Inc., 
Paramus, N. J.; R. E. Northcutt 
Ine, Kansas City, Mo.; Pacific 
Motors, La Jolla, Calif.; Plymouth 
Products Service & Sales, Waco, 
Tex.; Pratt Plymouth, Syracuse, 
N. Y.; Spencer-Faust Plymouth, 
Wichita, Kans., and Kuhn Motors, 
Hanover, Pa. 

The nine single-line DeSoto out- 





Ford Suppliers Star 
In Rotunda Exhibition 


DEARBORN. — The role of 
suppliers in automotive produc- 
tion will be dramatized at Ford 
Rotunda in the exhibition “Part- 
ners in Production,” May 9 
through Sept. 3, 1956. : 

Suppliers will present animated 
displays and photo murals which 
will show how research has made 
possible a flow of new and better 
products. Mercury, Lincoln, Con- 
tinental, Ford and Thunderbird 
automobiles, as well as a Ford 
truck and tractor, will be dis- 
played as finished products and 
at various stages of assembly. 








| Motors, Mankato, Minn.; Sites 
Bros. Motor Co., Overland Park, 
Kans.; Harry Israel Motors, Wau- 
kesha, Wis.; Miller & Son, Inde- 
pendence, Mo.; Lew Pabst Motors, 
Issaquah, Wash.; Central Service, 


Newell, W. Va.; Curtis & Butler 
Motors, Winchester, Ky.; Kuhn 
Motors, Sugarcreek, O., and Joe 


George DeSoto, Bethel, Pa. 

In addition the following three 
single-line DeSoto dealers were 
appointed in the last few months 
of 1955: J. W. Rose Motor Co., 
Lynn, Mass.; O’Leary Motors, 
Belle Vernon, Pa., and A. & D. 
Motor Sales, Chicago. 

The five Chrysler division single- 
line dealers named this year are 
New Yorker Auto Co., New York; 
Harris & Green, Inc., Chicago; W. 
R. Hoblitcell Co., Plainfield, N. J.; 
Truman R. Fries, Inc., Bethlehem, 


Pa., and Rowell Chrysler Motors, | 


Panama City, Fla. 

The new Dodge exclusives are 
distributed throughout the country. 
There are 15 such outlets in the 


three southern regions, 21 in the| 


five northeast regions, 31 in the 
seven midwest regions, 12 in the 
two southwest regions and 13 in 
the three Pacific regions. 

Dodge exclusive dealers now ac- 
count for 6.6 percent of the total 
Dodge dealer body and they are 
currently accounting for 11.2 per- 
cent of total Dodge sales. 

—JosepH M. CALLAHAN. 


Cohen, Artz Take 2nd L-M 


Harold Artz and Kenneth Cohen, 
owners of Cleveland Heights Mo- 
tors, Inc. (Lincoln-Mercury), have 
opened a second Lincoln-Mercury 
dealership at 16451 Kinsman Road, 
Shaker Heights, O. It will be known 
as Halken Shaker Motors. 
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Dealers Backing 
U.S. Road Bills 


Support Is Rising 
For Big Program 


WASHINGTON.—NADA and the 
American Road Builders Assn. last 
week joined the growing list of 
trade and professional organiza- 
tions which are advocating passage 
of the national highway bill now 
before Congress. 

The- bill, tied up in a neat 
package combining the Fallon 
construction plan and the Boggs 
revenue provisions, is a 13-year, 
$51-billion proposal. 

The new, all-inclusive bill was 
introduced in the House by Rep. 
George H. Fallon, Maryland Demo- 
crat. The revenue sections are the 
work of Rep. Hale Boggs, Louisiana 
Democrat. 

Carl E. Fribley, NADA president, 
announced the dealer association's 
support of the measure. 

“The urgent need for highways 
will be met by passage of this bill,” 
he said. “For the sake of our 
growing national economy, for rea- 
sons of highway safety and for 
purposes of national defense, it is 
essential that Congress approve a 
Federal highway program this 
year.” 

NADA supported the highway 
program before, but Fribley’s 
statement marked the first time 
the organization had placed its 
support behind a specific bill. 


John N. Robertson, president of | 


the road builders association, called 





the bill “sound, progressive legisla- — 


tion designed to usher in a new 
age in road-building accomplish- 
ment.” 

“In ARBA’s opinion,” he said, “it 
would be an incalculable contri- 
bution to highway safety and the 
nation’s economy and defense.” 

Nearly every highway user group 
has gone on record in favor of the 
Fallon and Boggs proposals. 

The American Trucking Assns. 
has voiced disapproval of a special 
$1.50-per-1,000-pounds tax on trucks 
over 26,000 pounds GVW, but ATA 
has said it would not contest this 
clause until the bill reaches the 
Senate. 

The bill calls for completion 
of the 40,000 mile interstate sys- 
tem with the Federal Government 
paying 90 percent of the cost. 
It also spells out plans for pri- 
mary, secondary and urban roads. 

Financing provisions, which 
would take effect July 1 and con- 
tinue for 16 years, follow the pay- 
as-you-go principle with increased 
highway-user taxes on fuel, tires, 
trucks, buses and truck trailers. 
Incorporated into the combined 
measure was the Davis-Bacon Act 


| provision giving the Federal Gov- 


ernment authority to determine 
prevailing wage rates. 


Studebaker for Gaudry 


Farmers Tractor and Equip- 
ment Co., with J. B. Gaudry as 
manager, is a new Studebaker 


dealer in Statesboro, Ga. 





Top Dodge Salesmen Tell How It's Done— 


Dodge's top salesmen in the Chicago region shared their sales methods and tech- 
niques with more than 300 fellow salesmen at a Dodge Sales Forum in Chicago. 
Speakers seated at table are, from left, Tony Bubenicek and George Culler of George 
Bowers Co., Chicago; William Moorehouse, Klinger Motors, Inc., Chicago; Connie 
Hall, Edwards Motor Co., Milwaukee; James Riemer, Doering Motor Co., Milwaukee; 
Orval Oram, Downtown Motors, Chicago; and Edward Mokryzcki, Fred Gardner and 


Sons, Inc., Chicago. 
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Meeting the Practical Problems .. . 


Case Histories of a Salesman 


Epiror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

x cad * 


Dear Ed: 
Y WIFE and I were at the 
theatre last night enjoying 
an evening away from the hustle 
and bustle of 
our busy show- 
room. The 
movie was good 
and the pop- 
corn was going 
along fine, too, 
when all of a 
sudden I re- 
membered that 
* I had an ap- 
pointment with 
d a man who 
Bert Simons promised he 
would be back to see me right 
about now. 
I didn’t want to but I followed 


f 
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Too Narrow, Says 


N.H. in Banning It 


CONCORD, N. H. — New Hamp- 
shire banned the free insurance 
offered by American Motors Corp. 
and Studebaker-Packard Corp. be- 
cause it was “very narrow,” ac- 
cording to Donald Knowlton, in- 
surance commissioner. 

He noted that one firm offered 
total benefits of $25,000 while the 
other policy was for $20,000. “In 
either case,” Knowlton said, “the 
buyer had to die by accident, in 
the car, to make it possible for the 
beneficiary to collect half the pol- 
icy’s face value.” 

He added that the other half 
could be collected only if the buy- 
er’s wife died in an accident while 
in the car. Knowton said this cover- 
age was “very narrow.” 

Illinois also has ruled that the 
offers are illegal. Kentucky has 
ordered both makers to halt adver- 
tising the policies and Arkansas 
told Kelly Motors (Nash), Little 
Rock, that the policy may be illegal. 

However, the Oregon Insurance 
Department has ruled that the free 
insurance does not constitute a 
violation of the rebate law. The 
tuling was in response to an inquiry 
by the Oregon Assn. of Insurance 
Agents. 


Plymouth Names 
Ruef to New Post 


DETROIT. — Paul M. Ruef, who 
has been Plymouth’s director of 
used vehicle merchandising depart- 
ment since 1954, has been named to 
the new post of manager of dealer 
agreements. 

Ruef’s new function will consist 
of “processing of Plymouth sales 
agreements with new Plymouth 
dealers,” according to a spokesman. 

He has been connected with the 
auto business for 30 years, serving 
with the Air Service Command 
during World War II. He also has 
served as a Dodge zone and re- 
gional manager. 


S-P’s Aerophysics 
Adds New Buildings 


SANTA BARBARA, Calif.—Aero- 
physics Development Corp., wholly 
owned subsidiary of Studebaker- 
Packard Corp., has broken ground 
on a 104-acre site here for con- 
struction of a 56,000-square-foot 
engineering building and a 55,000- 
Square-foot research center to cost 
$1.3 million. 

Since acquisition by Studebaker- 
Packard, Aerophysics has more 
than doubled its employment. It is 
engaged in research and develop- 
ment work for the U. S. Army, Air 
zoree and Atomic Energy Commis- 

ion, 





about the deal if this guy showed 
up. 

Well, Ed, when I got our 
place on the phone, I was in- 
formed that Mr. and Mrs. Irv 
Potter were furious. They were 





New Enamel Adopted 
For All Dodge Cars 


DETROIT.—Dodge .is replacing 
all of its current exterior finishes 
with a new Superlife enamel, 
according to Byron J. Nichols, 
sales vice-president. 

The new paint has a cocoanut 
oil base, a higher gloss retention 
than other enamel and has a hard 
finish with greater resistance to 
scratching, Nichols said. 

Nichols said the new enamel 
opens up a new field for lighter 
colored metallic finishes, which 
were not available with the older 
types of paints. 











really put out because I wasn’t 
there and they were. Without 
much effort I created a story 
about being unavoidably late 
and that was why I was calling 
in. I promised faithfully to be 
there in 15 minutes. 

* * om 


I RETURNED to my seat in the 

theatre and in my best 
whisper I explained to my wife 
that we had to go right now 
because I had a real “live one” 
waiting for me. I felt like a heel 
because my wife loves the movies 
and I'd been promising to take 
her to see this picture for some 
time. 


After considering the facts a 
minute or so I suggested that 
she stay and enjoy the show 
and I would join her for the 
second feature. She agreed and 
away I went. 


Arriving at the showroom in a | 


real whirlwind manner, I apolo- 
gized again and got right down 


} 


to business. This was a case 
where I had already sold the hus- 
band but he had to talk it over 
with his wife. And here she was 
— tough at first, but breaking 
down fast till finally giving out 
with a little pleasantness and 
consent. 


At this point, when I knew I 
had it sewed up, I told her the 
truth about how I completely for- 
got about this appointment and 
how I left my wife waiting for 
me at the show. 

a + * 
EING a woman she immedi- 
ately took the side of my 
poor wife’s evening being ruined. 
And what a stinker I was—just 
like men, etc. 


It was then I got the idea. And 
when I suggested we all leave 
right now to catch the second 
feature, Mr. and Mrs. Potter 
agreed readily, saying, “Sure, let’s 
all go to the theatre, meet Mrs. 
Simons, see the picture, and then 
really make it an evening — the 
four of us.” 

Ed, we did and it was a won- 
derful evening. And here’s the 
final score: I sold another car; 
we made new friends and went 
out on the town for a fine time. 

—Bert Simons. 


Foundation Hails 
Braeger as U.S. 


Top 55 Dealer 


NEW YORK. — O. H. Braeger, 
president, King Braeger Chevrolet 
Co., Milwaukee, was honored here 
last week as the nation’s outstand- 
ing automobile dealer in Brand 
Names Foundation’s eighth annual 
competition. 

Four other dealers shared the 
spotlight with Braeger. They were 
given certificates of distinction. 
They were Orville Lowe (Ford), 
Des Moines; Joseph Gallon, repre- 
senting Jim White Chevrolet, To- 
ledo; Otto Sherry (Ford), Appleton, 
Wis., and Sidney F. Brown (Buick), 
Bridgeport, Conn. 

Lowe also won a certificate in 
1954. The ceremony brought to a 
close the three-day program hon- 
oring the winners in the various 
categories. 

The winners were selected for 
| their “excellence in the promotion 
jand advertising of products bear- 
|ing the nation’s great trademarks,” 





said Henry E. Abt, foundation pres- 
ident. 





CUSTOM TAILORED 


CRYSTAL CLEAR PLASTIC 
SEAT COVERS 





my hunch and went to the phone 
booth to call my place. The least 
I should do, I thought, was to 
alert one of the other salesmen_ ’ = 
Free Insurance C lyers Cal t resist ® 


Here are the seat covers that sell in sight be- 
cause they actually “glamourize” any car in- 
terior. Beautiful upholstery shows through as 
if displayed “under glass”. Made of extra 
strength BAKELITE KRENE PLASTIC... elec- 
tronically welded for “Skin-tight” fit in YOUR 


MAKE AND MODELS. 


NO INVENTORY PROBLEMS... only 3 styles 
to stock for each make. Individually boxed in 
sturdy display cartons for easy storing and 
handling. You'll sell a set with every car 


you move! 













FREE for 


FLOOR! 
your 008! 


COMPACT 
SELF-SERVICE RACK 
ENHANCES DISPLAY FLOOR, 
MAKES SALES EASY! 


With your initial order of SIX OR 
MORE SETS of Sterlite Crystal- 
Clear plastic seat covers. this 

display rack ABSOLUTELY FREE! 














YOUR COST..$16.20 


TO RETAIL AT....... 


Sterling ... the FIRST and DOMINANT line of clear plastic 
seat covers ...now at a NEW LOW PRICE! 


‘26% 


ORDER FROM YOUR JOBBER, or mail this 
coupon if he does not stock them. 
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i Dealer's Name. 

| Address 

i City. Stote. 
l By. 
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REE Re OO II NT SAS PRR ONS 


STERLING PRODUCTS CO., INC. 
180 East 6th Street, St. Paul 1, Minn. 


Please ship us the following Sterlite “Crystal Clear" plastic seat 
covers @ $16.20 a set. (Cars with RCAR slightly more): 
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CIRCULATION 1,290,000 e Published monthly in five, separate, highly-localized ed 


PAUL HUEY, V.P. and Advertising Manager OSCAR M. DUGGER, V.P. and Western Advertising Manager 
Birmingham 2 + Phone: 54-2571 Daily News Bldg., Chicago 6 » Central 6-3400 ; 








‘a wise bird” 





DON CUNNINGHAM, Eastern Advertising Manager 


THE NEW PROSPERITY of the South is a lodestar 
to wise birds—and to wise business executives. The phenomenal 
post-war growth of the 16 Southern states as a market has created 
an enormous new opportunity to sell all kinds of consumer goods. 


MORE and MORE advertising is moving into 
The Progressive Farmer to sell the fastest-growing 
regional market in the country. Here are a few 
new advertisers in The Progressive Farmer—big 
important companies who have recently started 
big campaigns in the South’s favorite magazine: 


Armstrong Quaker Rugs Johnson’s Baby Shampoo 


Campbell’s Soup Nabisco Honey Grahams 
Coats & Clark Nabisco Premium Saltines 
Detroit Diesel Engines New York Life Insurance 
Dromedary Cake Mixes Pillsbury Cake Mixes 


French’s Mustard 
G-E Fan Heaters 


Rexall Drug Company 
Sunshine Krispy Saltines 
Viceroy Cigarettes 
Wizard Paints 


G-E Vacuum Cleaners 
General Motors Institutional 
Johnson & Johnson First Aid Cream 


These and more than 800 other alert advertis- 
ers have made The Progressive Farmer the Nation’s 


_ No. 1 Farm Magazine in Advertising Linage! More 


money was invested in advertising in The Progres- 
sive Farmer in 1955 than in any previous year...and 
the first four months of 1956 are far ahead of 1955. 


Progressive Farmer 


editions with editorial offices at Birmingham, Raleigh, Memphis and Dallas 


250 Park Ave., New York 17 © Plaza 1-0160 


Other Offices: RALEIGH * MEMPHIS 
DALLAS « SAN FRANCISCO + LOS ANGELES 


It’s easy to see why The Progressive Farmer 
attracts so much advertising. The South is now one- 
fourth of the U.S. market, with a 25% per-capita 
gain in retail sales, 1954 over 1948, as compared to 
a gain of less than 16% for the rest of the country. 


In this big 16-state market, only 213 counties 
are urban—the other 1,174 counties are predomi- 
nantly rural in population and trade. 


In these rural counties, The Progressive Farmer 
has more than 2)4times as much circulation as LIFE 
or The Saturday Evening Post. And 63.5% of The 
Progressive Farmer families do not own TV sets. 


Big gains in farm income are one reason for the 
South’s big gains in buying power. Farm income in 
the South today is greater than it was for the entire 
U. S. in 1939. Some Southern states enjoyed their 
highest farm income in history in 1955, with the 
whole South showing a gain over the previous year. 


it will pay you to aim your advertising at the 
heart of the prosperous South—the more than 
FOUR MILLION rural readers of The Progressive 
Farmer —a rich and responsive rural market ripe 
for development through advertising. } 
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Coming 
Events 


Dealer Conventions 


May 4-5 — Arizona Automobile Dealers 
Assn., Camelback Inn, Phoenix. 


May 4-5—New Mexico Automotive Dealers 





Assn., La Fonda Hotel, Santa Fe. 
May 6-6—North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pine- 
hurst, N. C. 





May 10 — 48th Anniversary Banquet, Au- 
tomobile Merchants Assn, of New York, 
Inc., Waldorf Astoria Hotel, New York. 


May 14-15—Missouri Automobile Dealers’ 


Assn., Muehlebach Hotel, Kansas City, 
Mo, 
May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 


May 15-16—Massachusetts State Automo- 
bile Dealers Assn., Inc.,, Hotel Statler, 
Boston, 

May 20-22 — Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 24-26 Washington 
Dealers Assn., Cascadian Hotel, 
atchee, Wash, 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S, C. 

May 29— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 25-27 Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 

June 28-July I—New York State Automo- 


State Auto 
Wen- 


bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 


July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle. 


Aug. 26-27—Georgia Automobile Dealers 


Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
Assn.. Marshall House. York Harbor, 
Me. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn,, St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 


Dealers Assn. Mitchell, S. D 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 
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Organization Is Wonderful 
If It Has Right Goal 


RGANIZATION is the forte of American business. 
Foreign industrial visitors often look down their noses at 
some phases of American business, but they marvel at our 
organization. 
Somehow or other, Americans have what it takes to get 
men working for a common goal. 


This thought occurred as we looked over the results of a 
recent survey of auto dealerships. The visitors were struck 
by two forms of sales organization: 


1. Organization of the sales force to make as many con- 
tacts as possible during the working day outside the sales- 
room. 


2. Organization to handle customers as quickly as possible 
on the sales floor. 

Where the sales force was organized to reach out for con- 
tacts, auto sales were moving upward at a profit. It’s an old 
story. The greats of the auto business proved it time and 
again. Auto sales go hand in hand with organized individual 
conversations between salesmen and prospects. 


Dealers who work this route have a system of compulsory 
contacts assigned to salesmen. The salesmen must make so 
many contacts by postcard, so. many by phone, so many in 
person. With followup, this system always works. 

It reaches out to potential prospects, thosé not bitten with 
the shopping bug, and as a result often produces more profit- 
able sales than are possible with walk-in customers. 

Those dealerships organized to handle walk-in prospects 
aim at bringing customers into the showroom and handling 
them on a department-store basis. 

Little time is spent with the prospects. Qualification is 
quick, and often salesmen assume the prospect is interested 
only in price. Little attempt is made to sell or to demon-| 
strate the product. As a result, deals written are thin. 


In which direction are you pointing your sales er 
tion? 





Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 





Oct. 14-26—Automotive Trade Assn. of L bo 
Virginia, John Marshall Hotel, Rich- etter x 
mond, 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 

Oct. 21-23—Automobile Dealers Assn. of | 
Alabama, inc., Buena Vista Hotel, | 
Biloxi, Miss. 

Oct. 21-23—Florida 
Assn., 
Fla. 

Qct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 


‘Not So New 


Automobile Dealers 


used, 
Fort Harrison Hotel, Clearwater, 


if you so request. 


‘Harley Was First’ 


Assn., Hotel New Yorker, New York City. | We have read with interest 
Oct. 30-31 -— Illinois Automotive Trade | George L. Glaser’s “Auto Letter 

Assn., Pere Marquette Hotel, Peoria. from Europe” in the Apr. 16 issue 
Nov. 3-5—Texas Independent Automobile 


telling about the double spark igni- 
|tion which requires no distributor 
|eap or rotor used on the new 


Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. 11-13—Kentucky Automobile Dealers 


Assn., Seelbach Hotel, Louisville. | Citroen DS-19. 
Nov. 13—Connecticut Automotive Trades | j 
Assn., Hotel Statler, Hartford. | Apparently the makers of this 


car think they have something new 

in the realm of ignition setups. 
Not so. Harley-Davidson Motor 

Co. has used this system for many 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 


Jan, 26-30—40th annual NADA Conven- : 
tion and NAD Equipment Exhibition, ao on its motorcycles. However, 
San Francisco, no one can blame the French for 
ee oe trying to put over something “new” 
Dealer Auto Shows even though Harley-Davidson 
Agel _ Lewiston Auto Show, Lewiston | deserves the credit. —Burr L. Ros- 
rmory, Lewiston e. BINS, Rutland, Vt. 
April 27-28—Wausau Auto Show, Wausau, > * * 
oa 
ec an. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, Snafu 


Minneapolis. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 
(See CALENDAR, Page 6° Col, 4) 


30 Years Ago es 
The Big Stories 


Chevrolet has announced what it considers the most comprehensive 
plan ever undertaken for the education of salesmen. More than 17,000 
salesmen will be put through a course of training in 3,700 schools 
conducted by the company. . 

Record-breaking automobile sales during the next 30 days are 
predicted by Col. Leonard P. Ayres, vice-president, Cleveland Trust 
Co., and nationally known economist. Ayres pointed out that March 
production exceeded that of any other month in history. 

Dodge Motor Co. of Canada and Durant Motors announced they 
would close their Canadian factories unless the Canadian government 
makes some modification of the tariff changes reducing the duties 
on imported cars. Duty on motor cars of retail value of not more 
than $1,200 and on trucks was reduced to 20 percent general tariff. 
The former general tariff rate was 35 percent. 

Net earnings of General Motors Corp. for the first quarter of 1926, 
as announced by Alfred P. Sloan jr., president, were $40,644,576. This 
compares with $18,903,489 for the corresponding period of 1925. 

—From the files of Automotive News. 


Seems to me that the automobile 
|industry is having a tough enough 
|time trying to bolster the confi- 


Interna- 


Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner), 















"| understand the new ‘57s will have dynamic 
obsolescence. Will that cost extra?” 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 


dence of the buying public without 
having its leading newscaster run 
a headline in bold type (Apr. 2, 
1956) “Production Drops Again; 
Quarter 28% Below ’55” when actu- 
ally the small print (which so 
many fail to read) states that the 
first quarter was 18.2% behind ’55, 
with March falling back 28.1%— 


quite a difference. —AL WILSON, 
Philadelphia. 
Eprror’s Note: Reader Wilson 


is right. Our head writer should 


go soak his own head. 
= - * 


Too Many Cooks 


The Apr. 16 issue of AUTOMOTIVE 
News ran a story on the Lansing 
dealers’ auto salvage company with 
a picture of our new building and 





H. J. Cook H. J. Cook 


a picture that had my name under 
it as president of the company. 
However, someone used the wrong 
photo. Both our manager, Roy 
Dudley and I have had a lot of 
telephone calls asking us to clear 
up the mystery. The gentleman 
whose picture was used looks 
familiar, but I can’t place him. — 
H. J. Coox, England-Cook (Chevro- 
let), Lansing. 
” * o 

Eprror’s Note: We’ve had tele- 
phone calls, too. The H. J. Cook 
(right, above) whose photo we 
used is director of the Chrysler 
Conference of Business Manage- 
ment. Dealer H. J. Cook is on 
the left. 














Planning for tomorrow - Producing for today! 


For a third of a century Bendix Products Division has 
demonstrated time after time its ability to not only 
meet current production demands, but to actually 
anticipate future automotive requirements. 


For example, Bendix* Power Braking and Power Steering 
are today two of the industry’s most popular new car 
features because Bendix started planning them years ago. 


Likewise, new products now being developed at Bendix 


pial. 
0 ea 


Bendix Power Brakes 


BRAKES e 


POWER STEERING e POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS 


Products Division may well be expected to make auto- 
motive headlines on future new car models. 
That this Bendix program of constant progress will 


continue is a certainty because looking ahead plays 


such a very important part of the job at Bendix. 
*REG. U.S. PAT. OFF. 


BENDIX civision SOUTH BEND iorana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


HYDRAULIC REMOTE CONTROLS 
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AUTOMOTIVE WASHINGTON 


Weddings, Home Runs 
Steal Into Spotlight 


By William Ullman 


Washington Correspondent 


- IS springtime in Washington and, except for the cold, | 
the wind, the rain, the messy transportation and a tax on ' 

4 

i 





everything, it is very nice here. 
Despite the ugly aspects of the situation, however, we’ve 
had a lot of interesting visitors, with many more coming up. 


MARRIED, 1945, CHICAGO 





HONEYMOON, B y ’ WU 





G. I. students weren't taking Bermuda 





As a sales incentive . 


Cappel, MacDonald & Co. 


honeymoons in 1945. 


But through the good years ..2's they 
talked about it. 


Dreamed . . . time and money just never 
seemed to coincide. 


Now they're having that honeymoon. 
And it will be a long time before they'll 
forget os 


. 


travel makes the perfect prize. 


Offices in Principal Cities 





Recently we’ve had these 
attractions to take the minds 


of our national lawmakers off 
Capitol Hill business temporarily: 

The 65th Continental Congress of 
the Daughters of the American 
Revolution. 

The American Society of News- 
paper Editors. 

Republican and Democratic 
leaders gathered — separately, of 
course, — at political dinners, with 
speeches by President Eisenhower 
and Adlai Stevenson. 

Automotively, the largest gather- 
ing was that 
of about 1,400 
regional Ford 
dealers who came 
to hear Henry 
Ford II and other 
officials of that 
company tell 
them what’s cook- 
ing in factory- 
dealer relations. 

At the same 
time the officers 
and executive committee of the 
NADA were in session in their new 
building to discuss, among other 
items, subjects more or less related 
to what was going on at the Ford 
meeting. This, of course, is assump- 
tion, since both gatherings were 


closed to the press. 
* * x 


Wedding Tizzy 

THER distractions for the aver- 

age Washingtonian—for Wash- 

inton society loves such things — 
were Grace Kelly and Margaret 
Truman, Margaret especially being 
a prime favorite here despite the 
onus she had to carry at times 
because her old man would get 
himself in Dutch talking too much 
at the wrong time. 

Nevertheless, as Senator, Vice- 
President and President, Harry 
Truman made many friends here 
on his social visits with newspaper- 
men at the National Press Club and 
at the gala dinners of the White 
House correspondents and photo- 
graphers and the like. 

Who got the most attention 
and wildest applause in the 
course of these recent hectic 
days? Mickey Mantle, of course, 
when he poled those two home 
runs over the centerfield fence at 
the opening of the ball season 
here, with President Ike and 

most of the key figures from 
Capitol Hill and executive de- 
partments looking on. 

That’s the good old U.S. for you! 

* * *x 





William Uliman 


Get-Togethers 


OMING up — with an automo- 

tive flavor and broad auto in- 
dustry interest—is the 44th annual 
meeting of the U. S. Chamber of 
Commerce which opens today (Apr. 
30). George Romney, president of 
American Motors, will be a prin- 
cipal speaker. Romney will lead 
off the third general session which 
will deal with preserving private 
enterprise. His subject will be “The 
Demonstrated Power of Communi- 
cations.” 

With Albert Bradley, GM board 
chairman, scheduled to make the 
keynote address, the sixth highway 
transportation congress of the 
National Highway Users Confer- 
ence will get under way May 8. 
These meetings have grown in at- 
tendance and importance since 
their inception and a record list of 
participants is expected this year. 

The theme of this year’s congress 
will be “Follow Through in the 
States.” The sponsors point out: 

The Federal Government may 
soon be defraying a larger share 
of the cost of highway improve- 
ment than ever before. But 
money, alone, does not build 
roads. Thus, of vital importance 
is the follow-through — the 
follow-through which is the re- 


‘}| terials shortages, 








sponsibility of the officials and 
other folks in the states. 


Speakers and panelists—authori- ‘ 


ties in their fields — will deal with 
various phases of the follow- 
through theme, according to Arthur 
Butler, NHUC director. 

For the future — late in May 
and in early June — the Business 
and Defense Services Administra- 
tion is planning meetings of its 
passenger-car and truck industry 
advisory committees and also its 
replacement parts IAC. The car 
and truck groups probably will 


come in May and the parts men & 


later. The BDSA staff is still work- 


E . ing on the agenda. 


Such mobilization items as ma- 
standby control 
orders for the industry, and indus- 
trial preparedness for atomic attack 
will be discussed, it is understood. 
And it probably won’t be long 
now until we have a pretty defi- 
nite idea of what Congress in- 
tends to do — if anything — 
about automotive legislation. 
Meanwhile, time is slipping by 
and Congress has much- public 
work before it — and much private 
electioneering to do. The outcome 
is anybody’s guess. 
+ * - 


Another Wooden Truck 


HE wood industry, which has 

been trying for a long time to 
interest the Army in a wooden 
military truck body, has come up 
with its fourth model. It was devel- 
oped by the Timber Engineering 
Co., research affiliate of the 
National Lumber Manufacturers 
Assn, 

The firm’s first model was made 
of glued and laminated lumber. 
Then engineers turned to plywood 
and built two more bodies. In the 
latest model, they have returned 
to lumber once more. 

But now, say the’ researchers, 
they have lopped 400 pounds off the 
weight of the original prototype, 
without sacrificing strength. The 
new model weighs 500 pounds less 


|than a comparable body of steel. 


Using preserved parts and water- 
proof glue, the all-wood body will 
carry a payload of 5,000 pounds on 
cross-country trips and _ 10,000 
pounds over highways. 

The acute nickel shortage has 
led the Office of Defense Mobiliza- 
tion to divert still another million 
pounds of the metal to nondefense 
consumers during the second quar- 
ter of 1956, bringing total diversions 
this year to 20.5 million pounds. 





Veteran Auto Worker— 


Emil Rost, 69, Oldsmobile's first 50-year 
employe, stands between two Oldsmobile 
models that span the half century of his 
service with the 59-year-old firm. When 
Rost was hired in 1906, he painted stripes 
on the wheels and scroll work on the body 
of cars. Today he does paint touch-up 
work on 1956 models. 
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Media Buyers Agree-- 


CIRCULATION CLAIMS ARE 
THE MOST CONFUSING 
THINGS IN 
PUBLISHING TODAY 


Most Say: To Evaluate Girculation . . . 
Consider the Method Used to Secure It! 


Just for the record, here is the circu- © No sample copies to subscribers. 
lation procurement policy that has @ No subscription selling force. 
directed the growth of Automotive 
News for over 30 years. 












— 
toy Sone 








@ No commissions to subscription 
agencies. 


@ Subscribers pay $8.00 a year—high- 4 4 yet: a constant 8 5% or better, 


est in the automotive industry. 
@ No “free” lists. 


@ No “cut-rate” subscription offers. 







renewal rate. 






Yes ... this is the Automotive News 
circulation policy —and it leaves no 







@ No premiums or rate books. doubt about quality readership and 
@ No arrearages or extensions. editorial superiority. 







The Newspaper of the Industry 





NEW YORK: Edward Kruspak, Advertising Mgr.; Ray Billingham, Howard E. Bradley, 5! E. 42nd St., Murray Hill 7-68 
REPRESENTATIVES DETROIT: R. L. Webber, Mich. Mer. Wm. Maas. Roy Holihan. 7666 Penobscot Bldy.. Woodward 3-0495 
ML LCLOR MPU ee er me eh 
LOS ANGELES: R. H. Deibler, 2506 West Eighth Street, Dunkirk 3.0303 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Cleveland 


The automotive market in Cleve- 
land is paced by used cars, with 
demand heaviest for clean late 
models. 

Turnover in the week ended Apr. 
7 reached 1,884, up about 100 over 
the same period a year ago. In new- 
ear sales, turnover slipped to 1,511, 
about 700 under the previous week | 
and 100 under the comparable 1955 
week. 

New-car registrations in March} 
totalled 8,506, an increase of 39 per- 
cent over the 6,115 counted in Feb-| 
ruary. 

Chevrolet, which squeezed past} 
Ford in February, 1,382 to 1,330, | 
kept a precarious lead in March, | 
1,860 to 1,842. 

Other March registrations were: 
Buick, 848; Plymouth, 678; Pon- 
tiac, 653; Oldsmobile, 641; Dodge, 
575; Mercury, 403; Chrysler, 209; 
DeSoto, 188; Cadillac, 184; Nash, | 
125; Studebaker, 92; Lincoln, 68; | 
Volkswagen, 42; Hudson, 25; Im- 
perial, 17; Clipper, 16; Packard, | 
14; Jaguar, 6; Willys, 5; Triumph, | 


| 


3; MG, 3; Continental, 2; Eng- 
lish Ford, 2; Hillman, 2; Austin, 
1; Mercedes, 1, and Porsche, 1. 

March new-truck registrations| 
totalled 715, an increase of 35 per-| 
cent. over the previous month’s 529. | 

By make, registrations were:| 
Ford, 221; Chevrolet, 198; Interna- | 
tional, 101; Dodge, 51; GMC, 40; 
White, 33; Mack, 20; Willys, 20;| 
Reo, 13; Divco, 11; Diamond T, 2;| 
Studebaker, 2; Volkswagen, 2, and 
FWD, 1.—(Sanford Markey.) 

- 


* * 


Toledo 


New-car deliveries by dealers in 
Lucas County (Toledo), O., were 
up substantially in March from the 
preceding month, the Toledo Auto- 
mobile Dealers Assn. reported. 

Deliveries totalled 2,153, com-| 
pared with 1,709 in February. In) 
the first quarter of this year deliv-| 
eries totalled 5,560, as against 6,281) 
in the corresponding period a year | 
ago. 

March deliveries by make were: | 
Chevrolet, 630; Ford, 491; Buick, 
263; Pontiac, 141; Plymouth, 140; 
Oldsmobile, 135; Dodge, 70; Mer- 
cury, 63; Chrysler, 53; Cadillac, 42; 
DeSoto, 35; Nash, 24; Studebaker, | 
15; Lincoln, 10; Clipper, 8; Hudson, 
7; Kaiser, 3; Willys, 3, and Pack- 
ard, 2.—(George E. Toles.) 

* * * 


Detroit 

March registrations for Wayne} 
County show that Chevrolet has | 
again captured new-car-| 
registration leadership in the De-| 
troit area. 

Chevrolet's 3,518 registrations 
were good for 26.44 percent of the 
total 13,312. In February, Chevrolet 
accounted for 27.49 percent of 12,- 
636 registrations. 

Ford’s March penetration was 
22.06 percent, based on 2,937 
registrations. A month earlier, 
Ford’s penetration was 21.28 per- 
cent. 

Other March registrations (with 
penetrations in parentheses) were: 
Buick, 1,224 (9.19); Plymouth, 1,- 
037 (7.79); Oldsmobile, 852 (6.40); 
Mercury, 809 (6.08); Pontiac, 676 
(5.08); Cadillac, 583 (4.38); Dodge, 
462 (3.47); DeSoto, 273 (2.05); 
Chrysler, 220 (1.65); Lincoln, 159 
(1.19); Nash, 143 (1.07); Stude- 
baker, 115 (0.86); Hudson, 106 
(0.80); Clipper, 63 (0.47); Imperial, 
33 (0.25); Packard, 29 (0.22); 
Willys, 7 (0.05), and miscellaneous, 
66 (0.50). 

March truck registrations were 
1,206, compared with 831 in Febru- 
ary. By make and penetration, they 
were: 

Ford, 429 (35.58); Chevrolet, 306 
(25.87); Dodge, 181 (15.01); GMC, 
110 (9.12); International, 80 (6.63); 
Diveo, 33 (2.74); Mack, 16 (1.33); 
White, 12 (0.99); Willys, 11 (0.91); 
Autocar, 8 (0.66); Studebaker, 7 
(0.58); Reo, 6 (0.50); Diamond T, 
4 (0.33), and miscellaneous, 3 (0.25). 
—(Robert M. Lienert.) 

cs x a 


Boise, Id. 

A total of 241 new-car registra- 
tions were counted during March 
in Ada County (Boise), Id. 

By makes, they were divided 
as follows: Chevrolet, 62; Ford, 


50; Plymouth, 27; Buick, 18; 
Oldsmobile, 14; Mercury, 13; 
Hudson, 12; Chrysler, 11; Pon- 
tiac, 11; Dodge, 8; Nash, 5; Stu- 
debaker, 4; Cadillac, 3; DeSoto, 2, 
and miscellaneous, 1. 

The 42 truck registrations were 
split this way: Chevrolet and Ford, 
14 each; International, 7; GMC, 5; 
Dodge, 1, and Studebaker, 1. 


* * * 


Milwaukee 


New-car registrations in Milwau- 
kee in March boomed to a record 
4,512, an increase of 58 percent 
over the 2,855° recorded a month 
earlier. 

In the first quarter, 9,136 new 
cars were registered, compared 
with 9,679 in the same period of 
1955. 

March registrations by makes 
were: Chevrolet, 1,127; Ford, 891; 
Buick, 603; Oldsmobile, 434; Plym- 
outh, 217; Pontiac, 268; Nash, 246; 
Dodge, 169; Mercury, 155; Cadillac, 
92; DeSoto, 70; Chrysler, 66; Hud- 
son, 58; Lincoln, 38; Studebaker, 
32; Packard, 31; Willys, 5, and mis- 
cellaneous, 10.—(John E. Hubel.) 

* 


Manhattan, Kans. 


Sales of new cars in Riley County | 


(Manhattan), Kans., continued on 
the upgrade, covering a period 
from Apr. 5-18. 

According to a report from the 
county treasurer’s office, there were 
89 units sold during this period. In 
the comparable previous period— 


|from March 6 to March 20, there 
| were 87 new units sold. 


Sales by makes: Chevrolet, 28; 
Ford, 24; Buick, 12; Plymouth, 
8; Oldsmobile, 7; Pontiac, 5; 
Studebaker, 3; Chrysler, 1, and 
Mercury, 1. 

Used-car sales also showed a 


| gain—380 to 325. 


New-truck sales slumped during 


this period. There were only 2 units | 


sold, compared with 4 in the pre- 
vious count. 
Sales of used trucks gained, 20 to 
14.—(George M. Hunholtz.) 
* * * 


Dallas 


A gain of 14.4 percent over Feb- 


| ruary marked March new-car reg- 
while new-| 


istrations in Dallas, 
truck titling jumped 41.2 percent. 

New-car registrations totalled 
3,623 in March, compared with 
3,167 in the previous month. New- 
truck registrations were up from 
456 to 644. 

By make, new-car registrations 
were: Chevrolet, 1,244; Ford, 796; 
Buick, 367; Oldsmobile, 362; Pon- 
tiac, 213; Plymouth, 153; Mer- 
cury, 115; Dodge, 103; Cadillac, 
88; Chrysler, 27; DeSoto, 27; Stu- 
debaker, 26; Lincoln, 19; Pack- 
ard, 17; Nash, 16; Hudson, 10; 
Willys, 10; Volkewagen, 9; Hill- 
man, 3; Jaguar, 3; Renault, 3; 


Safety Belt Check— 


Ohio Turnpike Patrolman Alton Ray 
takes a look at the safety belt harness 
worn by Bill Brown, driver, Roadway Ex- 
press, Inc., Akron. Designed by Walter 
Phane, safety equipment engineer, Areco 
Automotive Co., Akron, the belt is made 
of heavy nylon and rayon thread, inter- 
woven to give a tensile strength of over 
3,800 pounds. All four straps are bolted to 
the seat of the truck. Roadway is the first 
major motor carrier to introduce a safety 
belt program, it is claimed. 





Triumph, 3; Austin, 2; Mercedes, 
2; MG, 2; Anglia, 1; Continental, 
1, and Porsche, 1. 

Truck registrations were: Chev- 
rolet, 328; Ford, 165; International, 
71; GMC, 37; White, 24; Dodge, 8; 
Studebaker, 4; Diamond T, 3; Mack, 
3, and Reo, 1.—(Ruby Fenoglio.) 


* * * 


Cincinnati, O. 


Motor vehicle sales in Hamilton 
County (Cincinnati), O., in the 
week ended Apr. 19 totalled 1,954 
linits, an increase of 171 units or 
10 percent over the previous week. 

The week saw 811 new cars and 
87 new trucks retailed. This com- 
pares with the sale of 628 new 
cars and 66 new trucks in the 
week ended Apr. 12. 

A total of 1,009 used cars and 47 
used trucks were sold during the 


week, compared with the 1,031 used | 


cars and 57 used trucks in the pre- 
vious week.—(Frank Kappel.) 
* * * 


Louisiana, Mo. 


New-car demand here is tem- 
pered by unit price with a fair 
spring upsurge in sales reported by 
dealers in lower-priced cars and a 
dormant demand for middle-range 
cars. 


Used cars have been moving 
fairly well. 


Business and industrial condi- 
tions are fair. Farmi crops form 
the bulk of the area income and 
the farm situation here is about 
the same as reported in other agri- 
cultural areas.—(L. H. Houck.) 

a = oe 


Providence 


A drop of 23 percent marked 
new-car registrations in Providence 
in March, as compared with Feb- 
ruary. The March total was 737; 
February, 954. 

Truck registrations also declined, 
but not so sharply. A drop from 73 
to 70 represented a 4 percent de- 


| crease. 


By make, new-car registrations 


| were: Chevrolet, 175; Ford, 148; 


Buick, 100; Oldsmobile, 84; Plym- 
outh, 62; Pontiac, 34; Mercury, 
33; Cadillac, 18; Dodge, 18; Chrys- 
ler, 15; Nash, 10; DeSoto, 8; 
Studebaker, 6; Hudson, 3; Lin- 
coln, 3; Continental, 2; Imperial, 
2; Clipper, 1; Willys, 1, and mis- 
cellaneous, 14. 

Truck registrations were: Ford, 
21; International, 19; Chevrolet, 18; 
Dodge, 4; Mack, 2; Diamond T, 1; 
GMC, 1, and miscellaneous, 4.— 
(Ruth M. Eddy.) 

* 


* * 


Pittsburgh 

New-car registrations in the 
Pittsburgh district showed a large 
increase in the week ended Apr. 
14, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity mounted 216.0 percent of 
the 1935-39 average. It had been 
196.8 in the previous week. 

Steel mill operations rose to 103.0 
percent of practical capacity.— 
(Leon M. Leffingwell.) 

oo * * 


Columbus, O. 


In the fist half of April, new-car 
registrations in Franklin County 
(Columbus), O., totalled 1,005, down 
39 percent from the last half of 
March (1,642) and 20 percent from 
the first half of March (1,258). 

The 108 new-truck registrations 
recorded in the first half of April 


.were down 40 percent from the 


last half of the previous month 
(179) and 26 percent from the first 
half (146). 

April car registrations by make 
were: Ford, 268; Chevrolet, 229; 
Plymouth, 88; Buick, 87; Oldsmo- 
bile, 85; Pontiac, 67; Mercury,. 
47; Dodge, 40; DeSoto, 23; Cadil- 
lac, 18; Chrysler, 12; Nash, 11; 
Studebaker, 9; Lincoln, 5; Volks- 
wagen, 5; Packard, 4; Hudson, 3; 
Imperial, 3, and Clipper, 1. 

Truck registrations were: Chev- 
rolet, 37; Ford, 20; GMC, 16; Inter- 
national, 15; Divco, 9; Dodge, 4; 
Mack, 2; Diamond: T, 1; Reo, 1; 
Studebaker, 1; White, 1, and Willys, 
1.—(Bert Strang). 





7 


New Arrivals From Germany— 


Joe Furgeson jr. checks the latest shipment of German-built Borgwards to arrive 


in this country. 


Manufactured by Borgward-Hansa, Bremen, Germany, the cars are 


being distributed by Fergus Imported Cars, Inc., New York, and Thomson Trading Co., 


Inc., Los Angeles. 


The Borgward Isabella, a six-passenger touring sports car, is said 


to deliver up to 35 miles per gallon of gasoline. 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


All Roads Lead... 


AN ADVERTISEMENT observ- 
ing Summit Buick’s 20th anni- 
versary in Akron, carried the im- 
plied theme that “all roads lead 
to Summit Buick.” 

This was done by pictures of 
the dealership and its outdoor lot 
inserted in a circle with high- 
ways filled with cars leading into 
it. 

A message from R. H. Smith, 
president, reminded the _ public: 
“Our 20 years of successful opera- 

tion is your best assurance of our 
integrity and fair dealing.” 
* « ” 


Beloit’s Own Show 
OMETHING new was given to 


the city of Beloit and vicinity) 


when the Beloit (Kans.) Motor Co. 
put on a Spring Motor Show Apr. 
6-7. 

Lester Hansen and John Kind- 
scher of the firm report it was 
a far bigger success than they 
had hoped for. A large number 


Calendar 


(Continued from Page 12) 


General 


April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 
York, 

May 26-30—Indianapolis Custom Auto & 
Boat Show, Manufacturer's Bldg., Indiana 
State Fairgrounds, Indianapolis. 

June 3-6—34th Annual Convention Auto 
motive Engine Rebuilders Assn., Hotel 
Sherman, Chicago. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 26-28—Automotive Trade Association 
Managers Meeting, Franklin 
Hotel, Seattle, Wash. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor, Transport Show, Earls Court, 
Londoh, England. 

Oct. 4-14 — Paris Auto Show, 
Palais, Paris. 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 

Oct. 23-25—I!th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 89—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 8-16—National Automobile Show, 
New Coliseum, New York. 

Jan. 14-18—Annual senting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn. Hotel Del 
Coronado, San Diego, Calif. 


Benjamin 


Grand 


|Nobody’s Perfect 





of Buicks, Pontiacs and GMC 
trucks were on display. Each 
person taking a demonstration 
ride was invited to register for 
free prizes. Nearly 1,500 took the 
rides. 

A special attraction in the show- 
room was a 1917 Buick which the 
firm had taken in on a trade for 
a new 1955 Buick car last year. 
Two cars were sold at auction at 
Beloit’s used-car lot. Free ice 


cream cones were served both days. 
+ * 


N ONE of a series of cooperative 
advertisements, the Salem (Ore.) 
New Car Dealers Assn. asked, “Are 
you perfect? We doubt we are.” 
The dealers quoted the Confu- 
cian axiom that “you can’t satisfy 
all of the people all of the time,” 
but declared, “The Salem new car 
dealers feel their job is to try. 
Service of the very highest quality 
is theirs and they constantly strive 
to earn your satisfaction and there- 
by deserve your patronage...” 
The ad concluded, “In all ways, 
your best buy is always in Salem.” 
* Rd oa 


| Look of Leadership 


EN automobiles first were in- 

troduced in Victoria, B. C., the 
Plimley family was among the first 
to own a car and to open an auto 
dealership. Now the third genera- 
tion is carrying on in Plimley 
Fourth Avenue (DeSoto - Dodge), 
Vancouver, B. C. 

Plimley commemorated this in a 
newspaper advertisement keyed to 
the idea of: “The Look of Leader- 
ship.” Pictures of Horace, presi- 
dent, and Basil Plimley, general 
manager, as well as those of all the 
sales representatives were pub- 
lished in the ad. 

“For longer than 60 years the 
Plimley family has been associated 
with quality transportation in Brit- 
ish Columbia,” the ad copy read. 
“Let those years of experience, rep- 
resented by the pioneering Plimley 
organization, guide your automotive 
requirements. .. . You can look to 
Plimley for leadership.” 


Rental Group 
Keeps Smalley 


DETROIT. — H. Earl Smalley jr., 
president of Couture National Car 
Rental System, Inc., Miami Beach, 
has been elected to a third term as 
president of the National Car 
Rental System, Inc. 

Other officers are Charles Hilli- 
ard, Fort Worth, vice-president; 
Hugh Corbett, Seattle, secretary, 
and Pete L. Udowissi, Milwaukee, 
treasurer. Walter J. Phillips is ex- 
ecutive vice-president. 

Members of the executive com- 
mittee are John Acker, Jackson- 
ville, Fla.; John Black, Birming- 
ham, Ala.; B. L. Burman, Detroit; 
Fred Ley, New York City; Robert 
Miller, San Antonio, and Harris 
Saunders, Cincinnati. 
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new symbol of its time purchase plan 
to the car buying public 
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& & i, 
MOUNT SAN JACINTO, one of California's many beautiful state 
parks, photographed for C.1.T. by Ivan Dmitri. Covers 12,000 acres 
—a wonderland of panoramic beauty. This snow-peaked wilderness is A 
veined with colorful pack trails and mountain streams. Modern cabins 
and motels are nearby. You can take the family camping, skiing, 
swimming, fishing or picnicking; then wind your way down to Palm 
Springs on the desert floor, just over an hour away. For details write: 
WHEN YOu BUY YOUR CAR ON THE COMPLETE C.1I.T. Plan 


Director, Division of Beaches and Parks, Sacramento, California. 








You and your family get extra protection when you buy your car the C.L.T.¢ 

regular monthly payments out of income. Your car dealer can arrange everyaggie 
C.LT. Time Purchase Plan, and all these protections can be yours from the agggu 
receive the keys to your new car: 

YOUR CAR PROTECTED FROM COLLISION LOSSES. If you should@ 
accident, under the C.1.T. Plan you may have your own car dealer make thay 
promptly, with genuine factory parts and approved service methods. No Neragip around 
for bids or estimates. No second-rate repairs. Fastest claim adjustment sermg 
FURTHER PROTECTIONS TO YOUR CAR. You are protected in case agai, 
malicious mischief, vandalism, flood, explosion, riot, pilferage and many oiggap of loss. 
TOWING AND ROADSIDE HELP. If you or any member of your fa fun 

out of gas, have a dead battery, flat tire, starter failure, or any other breai@mthe road, 
you simply call the nearest service shop, get a receipted bill, and you will sed 

up to $10 for service and labor. 

ESTABLISHED CREDIT WHEREVER YOU DRIVE. Anywhere you t 

United States or Canada, you have full credit for any emergenc$ repairs nailty your 
car. No need to dip into travel funds or try to cash checks. The nearest Cilite pays 
the repair bill for you. You repay in convenient monthly instalments. 


HELP IN LEGAL DIFFICULTIES. If you or any member of your faminiii on 
traffic charges, the C.1.T. Plan enables you to obtain a bail bond up a. 
additional expense; saves delay, embarrassment, money. (Unavailable w or 
Canadian purchasers.) 

CASH BENEFITS IN PERSONAL ACCIDENTS. You are covered in ur death 
or loss of sight or limbs arising from many common traffic accidents, asain a Limited 
Travel and Pedestrian Accident Policy. (Unavailable to California or sers.) 


LIFE INSURANCE. If you should die from any cause while this insure dl force on 
your life, your family will own your car free and clear without further 


All these protections will help you enjoy carefree driving. Over fifteen miagapple have had 
them when they bought their cars out of income on the C.1.T. Plan. Yaaiget this low- 

cost financing and protected transportation 
through your car dealer no matter what make 
of car you buy. Ask for the complete C.1.T. 
Plan when you buy your next new or used car. 









LOOK FOR 
THIS SYMBOL 
WHEN YOU 
BUY YOUR CAR 


Offered by franchised dealers through UNIVERSAL C.1.T. CREM@OR PORATION 
In Canada: Canadian Acceptance Corporation Lal 


Copyright 198 CLT Cred Corporsnce 
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NEW NATIONAL CAMPAIGN STARTS EARLY IN MAY 
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Each ad Promotes the major benefits of the C 


will run in America’ i 
erica’s leading mMass-circulation weekly pub- the benefi 
€ benefits which help 
. . you 


licati a 
101 Sunday newspee; SATURDAY EVENING POST 
a : ra , 
PROGRESSIVE +7 and, in the South, 
This will be f : st, phot ; 
ollowed each month by dramatic full world-famed Photographer. Theee Ghetsainy me 
S will draw 


full-color ads in ‘ 
, all these publicatj ; page, maximum 
dealers with strong merchandisin tons. We'll also back our of carefree driving, nO each ad and emphasize the Pleasures 


It’s a long-r i 
&-Tange program that ‘ Here is more Proof that C.I.T. me 


IT. plan— 
to close more Sales. Illustrations 


ans business — Profitable 


business for every dealer who uses the C.I.T pl 
1.T. plan. 





reach 80% of U.S. families 
Tey AVA Ceal ay 


LT. 
everyag the 
| the sage 


ould 

ke thay 

io nengp around 
L sera 
case dda. 
ny of loss. 
fa gun 

preaigm the road, 


will 


ut 
airs your 
est C. pays 


amet on 

tof 

le to or 

din ur death 
7 na Limited 
"7 sers.) 

son force om 
ver as 


1 miageopie have had 
. Yaaaget this low- 


ct 
ent GOR PORATION 


Thirteen pages in LIFE 
LARGEST U.S. WEEKLY MAGAZINE—5,600,000 CIRCULATION 


The May 7th issue of Life sounds the opening gun of C.I.T.’s campaign 
with the two-page ad at left. Single-page, four-color ads will appear each 
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LOOK AT THIS 
MARKET 
COVERAGE: 


succeeding month. 


This dynamic picture magazine provides a dramatic showcase for the new 


C.I.T. campaign. 


Thirteen pages in The Saturday Evening Post 


AMERICA’S LEADING AUTOMOTIVE SHOPPING GUIDE 


The Saturday Evening Post carries the two-page ad at left in the May 
19th issue. This ad, too, is followed by single-page, four-color ads each month. 

As one of America’s favorite family magazines, The Post packs a powerful 
merchandising wallop — with over 4,600,000 subscribers. For prestige, con- 
sumer acceptance and mass circulation, Post and Life together represent 
an unbeatable team for C.I.T. dealers. 


Thirteen pages in 101 Key City Sunday Newspapers 
THOROUGH FAMILY COVERAGE WITH HIGH READER ATTENTION 


Starting May 27th, 101 local Sunday newspaper magazines will carry these 
C.L.T. ads, providing deep penetration in important local areas. These Sunday 
magazines together represent the largest circulation medium in the U.S.; ad- 
dressing a family audience on the day when people spend more time with 
their newspaper—a strong sales message at the right time! 


These newspaper magazines will reach over 26,000,000 families. Included are 
This Week, Parade, and 13 other key city Sunday supplements. 


Seven pages in The Progressive Farmer 
THE LEADING MONTHLY PUBLICATION IN THE SOUTH 


Starting with the June issue, these full-page, four-color ads will also reach 
the important Southern market through this powerful regional magazine. 


CIRCULATION: 


Over 38,000,000 each 
month 


INCOME: 
90% of all U.S. families 
with $5,000 or more 
income per year 


READERSHIP: 


80% of all U.S. families 
each month 


CAR OWNERSHIP: 


75% of all U. S. car- 
owning families 
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Strong Local Selling Support by C.1.T. in 


Sunday Newspaper Magazine Sections 














Baltimore Sun 

Birmingham News 

Boston Herald 

Charlotte Observer 

Chicago Daily News 

Cincinnati Enquirer 

Cleveland Plain Dealer 

Dallas News 

Des Moines Register 

Detroit News 

Houston Post 

Indianapolis Star 

Jacksonville Florida Times-Union 

Los Angeles Times 

Memphis Commercial Appeal 

Miami News 

Milwaukee Journal 

Minneapolis Tribune 

New Orleans Times-Picayune States 

New York Herald Tribune 

Norfolk Virginian-Pilot and Star 

Philadelphia Bulletin 

Phoenix (Arizona) Republic 

Pittsburgh Press 

Portland (Ore.) Journal 

Providence Journal 

Richmond Times-Dispatch 

Rochester (N. Y.) Democrat & 
Chronicle 

St. Louis Globe-Democrat 

Salt Lake City Tribune 

San Antonio Express 

San Francisco Chronicle 

Spokane Spokesman-Review 

*Syracuse Post-Standard 

Washington Star 


Wichita Eagle *Starts July 29 








Akron Beacon Journal 
Albuquerque Journal 
Allentown Call-Chronicle 
Augusta (Ga.) Chronicle 
& Herald 
Baton Rouge (La.) Advocate 
Beaumont Enterprise 
Boston Post 
Bridgeport Post 
Charleston (W. Va.) Mail 
Chicago Sun-Times 
Columbus (Ga.) 
Ledger-Enquirer 
Columbus (Ohio) Citizen 
Denver Rocky Mountain News 
Detroit Free Press 
El Paso Times 
Erie Dispatch 
Evansville Courier & Press 
Fargo Forum 
Fort Wayne Journal-Gazette 


. Fort Worth Star-Telegram 


Greenville (S. C.) News 

Harrisburg Patriot-News 

Hartford Courant 

Honolulu Star-Bulletin 

Indianapolis Times 

Jackson (Miss.) Clarion- 
Ledger/Daily News 

Knoxville News Sentinel 

Little Rock Arkansas Gazette 





Long Beach Independent- 
Press-Telegram 

Long Island Press 

Macon Telegraph & News 


Madison Wisconsin State Journal 


Newark Star Ledger 

New Bedford Standard-Times 

Newport News-Hampton- 
Warwick Press 

Oakland Tribune 

Pasadena Star-News 

Peoria Journal Star 

Portland (Maine) Telegram 

Riverside (Calif.) Press- 
Enterprise 

Roanoke Times 

St. Louis Post-Dispatch 

St. Petersburg Times 

San Bernardino Sun-Telegram 

San Diego Union 

Scranton Scrantonian 

Sioux Falls Argus-Leader 

Syracuse Herald-American 

Tucson Star 

Washington Post & 
Times-Herald 

Wheeling News-Register 

Youngstown Vindicator 






New York Sunday News 
Chicago Sunday Tribune 
Philadelphia Sunday Inquirer 
Abilene, Texas Reporter-News 
Atlanta, Ga. Journal-Constitution 
Columbia, S. C. State 
Kansas City, Mo. Star 
Lansing, Mich. State-Journal 
Louisville, Ky. Courier-Journal 
Oklahoma City, Okla. Oklahoman 
Omaha, Neb. World-Herald 
Seattle, Wash. Post-Intelligencer 
St. Paul, Minn. Dispatch & 
Pioneer-Press 

















































Strong merchandising support 
throughout the year: 















C.1.T. will fortify its dealers with a host of hard-hitting, hard-selling point 
of purchase material. Each month an easeled reprint of the current ad, 
in full color, will be rushed in advance of publication for display in your 
showroom. Striking plaques, colorful banners and many unusual displays 
have been developed in a program which will be administered by a team 
of merchandising experts. This is the very latest word in automotive sales- 
manship — all part of the new C.I.T. campaign to build immediate con- 
sumer recognition and acceptance. 


Each week, every week, the C.!.T. package plan will be pre-selling 


car buyers in a major publication. lf you are not 
‘now featuring the C.I.T. plan in your dealership, we know you'll be interested 
in the full story of C.I.T.’s Continuing Program for Developing Dealer 
Profits. In the months and years ahead, you will find it a profitable 
pleasure to do business with C.I.T. — and to feature the plan that will 
help you sell more new and used cars more profitably. Just call 

your local Universal C.I.T. District Manager. 








UNIVERSAL C.I.T. 


CREDIT CORPORATION 


More than 450 branch offices serving the United States and Canada 


in Canada: Canadian Acceptance Corporation Limited 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





SAE Examines Buyer . Maker ; Engineer Link ... 


Purchasing Teamwork Sought 


fect design, quality or in some 
manner affect other parts, he said. 

Baxter explained that all con- 
of materials, that, because of |tacts with vendors are made 
their inherent nature at times in- | through purchasing. When Be age 
volve highly technical considera- forcing - POGMISS OMAK Tae» 
fs - 7 a given manufacturer, arrangements 
tions on which only the engineer- | are handled through the purchas- 
ing department can rightfully (ing division. Constant contact is 
render a proper decision.” |maintained between purchasing 
This material could be specialized | and engineering on all such activi- 
jparts or materials which may af-|ties involving outside sources of 


“It will be our purpose here,’ 
he said, “to discuss the problem 
of coordinating the procurement 


the broad interpretation to include ; 
both production and engineering 
|functions. Speaking as a member 
|}of the manufacturing panel, J. L. 
Baxter, plant manager, Oliver 
Corp., outlined several ideas that 
might be explored fruitfully by the 
discussion group. 


By John T. Benedict 
Engineering Editor 
LEVELLAND. — Purchasing in- 
terference in the technical as- 
pects of manufacturing has been 
a bone of contention for many 
years. Likewise, engineering inter- 
ference in purchasing functions| Baxter’s theme was “centralized 


has been a topic of considerable | purchasing versus coordination | 
discussion. | with technical aspects in connec- | 


by John T. Benedict 


tion with engineering.” 


Long-Term Perspective 
On Turbines, Light Metals 
N ANY 
perimental developments are 
widely publicized long in advance 
of aceptance for volume produc- 
tion, it sometimes is difficult to 


maintain a true perspective on the 


actual status of the projects. 

In automotive engines, today, a 
situation exists where it is widely 
known (both in and out of trade 
circles) that extensive tests are 
being conducted on such ideas as 
higher compression ratios, fuel in- 
jection, conversion from cast iron 
to aluminum or magnesium—and, 
of course, the free-piston and gas 
turbine engines. 

Following the wave of turbine 
publicity, there is evidence that 
many people have misinterpreted 
the really laudable engineering 
achievements in this field. As a 
result, some erroneous conclu- 
sions are being circulated con- 
cerning the status of automotive 
turbine developments and their 
alleged imminent entry into 
mass-production. 

In my opinion, an important fact 
which is universally overlooked by 

‘those who blandly assume that the 
present form of piston engine is 
“dead” and the turbine is the en- 
gine of the future for passenger 
cars is simply this: 

Despite all the genuine progress 
made thus far in design, metallurgy 
and performance of automotive tur- 
bines, I doubt that management 
decisions have yet been made 
which would constitute a “death- 
sentence” for today’s reciprocating 
engine and assure-the turbine en- 
gine of a dominant place in produc- 
tion of passenger cars even eight 
years from now. (This is not to say 
that such decisions may not be 


made in the next several years.) 
* * 


Loaded with ‘Ifs’ 

S A MATTER of fact, a realistic 

timetable would carry a foot- 
note that there are numerous “ifs” 
—which may or may not swing in 
favor of the turbine. This would 
. be a proper prelude to any state- 
(Continued on Page 23, Col. 1) 


industry, whenever ex- 


| To promote better understanding 
|through open discussion of contro- 
versial purchasing-engineering- 
manufacturing interrelationships, 
|the Society of Automotive Engi- 


the subject: “To what 
should purchasing participate in 
jthe technical aspects of manufac- 
turing?” 

Staged as part of the program 
for SAE’s National Production 
meeting, this forum featured a 
panel comprised of representa- 
tives from both purchasing and 
manufacturing phases of indus- 
trial operations. 

Spirited audience participation at 
the forum provoked lively ex- 


aspects of the subject as: 

1. Buyer-seller agreements 
specially engineered items. 

2. Is purchaser obligated to 
award production order to vendor 


on 


neers arranged a panel meeting on | 
extent | 


changes of viewpoints on such vital | 





which developed an item? 

3. Influence of new product plan- 
ning departments. 

4. Lead time. 

5. Procedures to encourage inter- 
departmental cooperation. 

6. Need for detailed written 
specifications. 

7. Purchasing’s 
control. 

8. Latitude of purchasing depart- 
ment in ordering substitutes. 

9. Purchasing agent qualifica- 
tions and opinions regarding em- 
ployment of technical personnel in 
purchasing. 

10. Purchasing research or value 
analysis. 

Panel leader H. A. Williams, 
director of purchases, Eaton Mfg. 
Co., opened the discussion by re- 
marking jokingly that, while it was 
unfortunate that the word “inter- 
ference” (instead of “cooperation”) 
had crept into the program to 
describe purchasing-manufacturing 
relationships, he had taken the pre- 
caution of separating the panel. 
Purchasing men were lined up at 
the chairman’s right, while manu- 
facturing spokesmen were seated 
to his left along the table. 

* * * 


role in quality 


Advocates Teamwork 


OR PURPOSES of this forum, 
“manufacturing” was defined in 





Frame Output Advances 


Chevrolet Steps Up Building with Tube Mill 
And Bending Machines 


F ULLY integrated, mechanized 
production of automobile 
frames, combining a tube mill with 
bending machines, is a novel fea- 
ture of manufacturing facilities at 
Chevrolet’s new stamping and 
frame plant near Flint. 

The plant’s most radical ad- 
vance in production methods is in 
the layout used to form frame 
side members (which run length- 
wise under the car and support 
the body). 

Two operations —one utilizing a 
tube mill which produces 150 feet of 
steel tubing per minute, and the 
other a series of special bending 


machines—are said to be innova- 
tions in frame mass production. 
* x of 

HE TUBE mill eliminates han- 

dling, stamping and slower weld- 
ing methods. Strip steel unwinds 
at one end of the mill and travels 
through a series of seven forming 
rolls. By the time the metal passes 
through the last roll, it has been 


reworked from flat stock into a/| 


hollow tube, which then is heated 
and fused along the seam by a 
rotary resistance welder. 
Near the end of the mill, the 
tubing travels through another 
(Continued on Page 22, Col. 3) 
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SAE Panel Members | 


PANEL LEADER: 


H. A. Williams, director of purchases, Eaton Mfg. Co. 


PANEL SECRETARY: 


J. F. Spaulding, assistant purchasing agent, Cleveland Diesel | 
Engine division, General Motors. 


PANEL MEMBERS: 
Manufacturing Panel: 


| 


J. L. Baxter, plant manager, Oliver Corp. 
Cc. A. Fenn, manager, Axle division, Clark Equipment Co. 


F. L. Zirbes, superintendent, 


assembly operation, Engine and 


Foundry division, Ford Motor Co. 


Purchasing Panel: 


A. O. Anderson, district purchasing agent, Aluminum Co. of | 


America. 


B. B. Curtis, buyer, International Harvester Co. 


V. E. Gumbleton, director of 


purchases, Timken-Detroit Axle 


division, Rockwell Spring & Axle Co. 


G. N. Hackett, staff director, 
Products, Inc. 

Walter Swardenski, manager, 
pillar Tractor Co. 


Aluminum’s Impact .. . 


Die-Cast Block Heralds 


Big Engine 


engine block were described to the 
Society of Automotive Engineers 


in a talk on the development of | 


an experimental six-cylinder engine 
block. 

Speaking at the annual Toledo 
meeting of the SAE Detroit Section, 
Afred F. Bauer, chief engineer of 

Doehler - Jarvis, 
predicted that the 
successful experi- 
mental work with 
die - cast engine 
blocks “will open 
the door for de- 
velopment of 
large aluminum 
die castings in the 
automotive indus- 
try.” 

“4 ‘ To powerplant 

A. F, Bauer engineers, a par- 
ticularly interesting phase of 
Bauer’s talk was that which dealt 
with engine changes dictated by 
production of the block with die- 
cast techniques. Adoption of the wet 
sleeve was the first important de- 
parture from conventional car en- 
gine practice referred to by Bauer. 

To form water-cooling pockets, 
the six wet sleeves are pressed 
into cylinder bores and sealed 
with O-rings. The second basic 
change was relocation of the 
camshaft from its usual position 


ENGINEERING 
NEW PRODUCTS 
Page 20 


sible impact on the automotive | 
industry of the aluminum die-cast | 


purchases and traffic, Thompson 


purchasing-general office, Cater- 


Changes 


| on the side of the engine block to 

the top of the cylinder head. This 
relocation was made because it 
would have been difficult to core 
all holes in the seven walls of 
the camshaft bearings. 

While this change permitted 
Doehler-Jarvis to simplify the die 
design, Bauer admitted that many 
|automotive engineers will at once 
raise an objection to the noisy 
chain drive and other complica- 
tions of such a camshaft arrange- 

~ 


* * 





ment. 

7s third change involved deep 
pockets on both sides of the 

block, which, Bauer declared, never 

have been used on gray iron cast- 

ings. These so-called “pockets” in 





the casting were cited as “metal 
Savers” to avoid heavy wall sec- 
tions behind the main bearings. 

Long holes connect main bear- 
ings with the oil channel, which 
is cast as an open channel and 
closed with a sealed cover when 
the engine is assembled. 

Bauer emphasized that unusual 
smoothness is achieved in the sur- 
face of the die-cast block. 

“Mismatch or shift,” he declared, 
“is smaller than in any other cast- 
|ing method, and often only a few 
thousandths of an inch.” For gen- 
eral dimensions, tolerances were 
| stated as held within plus or minus 
.001 for each inch of length. 

All engine blocks produced in 
test production runs thus far were 
|made from S-12-A with 12 percent 
silicon, Other aluminum alloys, 
such as SC84A and SC114A, were 
mentioned as also being suitable 
for engine blocks. 


Bauer pointed out that a num- 
(Continued on Page 18, Col. 1) 








supply for consultation on design, 
quality, ete. 
= 


* * 


8 Examples of Cooperation 


So it becomes necessary for 
a vendor to be selected, pur- 
chasing and engineering enter into 
the discussion, but the final deci- 
sion rests with purchasing as to 
determination of the source, Baxter 
said. 

“All visitations by vendors are 
channelled through the purchas- 
ing department and then routed 
to the department that requires 
supplier advice or consultation 
—and in this manner we main- 
tain constant control through our 
purchasing department,” he con- 
tinued. 

Baxter offered a number of sug- 
gestions to encourage cooperation 
between engineering and purchas- 
ing. These included: 

1. Show at least three alternates 
on all finished purchased parts. 

2. Liaison between the two de- 
partments in locating source and 
price data for a “problem” part 
and new products. 

3. Establish channel for technic 

(Continued on Page 26, Col. 1) 





Deluxe Fork Truck— 


Clark Equipment Co.'s new premium 
line of fork-lift trucks shows automotive 
influence in automatic transmission, sim- 
plified controls and attention to operator 
comfort. . 


Automotive Design 
Vital Element of 
New Fork Truck 


ATTLE CREEK, Mich.—To en- 

gineers, materials handling men 
and marketing experts in the auto- 
motive industry, the impact of auto- 
motive design thinking will stand 
out as a significant aspect of the 
new premium line of fork-lift 
trucks developed by Clark Equip- 
ment Co. 

Conceived as an extra-cost line 
to supplement standard models, 
the new Clarklift embodies a 
number of special mechanical fea- 
tures ranging from automatic 
transmission to simplified operat- 
ing controls. 

Major emphasis in designing the 
new fork trucks was on operator 


comfort and a primary considera- 
(Continued on Page 21, Col. 1) 
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Die-Cast Block Points 


To Engine 


Changes 


(Continued from Page 17) 


ber of the experimental blocks have 
been checked, and “show a struc- 
ture of unusual soundness.” Leak 
tests repordtedly revealed that most 
blocks were sound and leak proof 
as cast, while others had minor 
leaks that were sealed by mechani- 
cal methods. 

“For large-scale production, the 
application of a simple impregna- 
tion method may be advisable,” he 
indicated. 


7 Lists Advantages 

. HE biggest savings in compari- 

son with grey-iron blocks,” de- 
clared Bauer, “are possible through 
inherent characteristics of the die- 
casting process to produce a highly 
finished casting in one operation, 
thus eliminating the need for sand 
cores and all the labor consuming 
departments of a sand foundry. 
There are many other advantages 
which aluminum die castings have 
to offer.” 

These points of superiority he 
listed as: Thinner walls, no core 
shift allowances, less machining 
stock, lower machining costs, 
and ease of handling. Potential 
engineering and performance 
benefits were stated to include 
light weight, added horsepower, 
higher engine efficiency and ab- 
sence of cooling restrictions. 
Bauer debunked what he called 
“an old habit to suggest an increase 
in wall thickness when a part is 
converted from iron to aluminum.” 
Such an increase was said to be 
unjustified, because the mechanical 
properties (tensile strength and 
elongation) of gray iron are not 
superior to those of aluminum die- 
casting alloys. 

In addition, since the walls of 
gray-iron engine blocks allegedly 
are not designed for strength, but 
for most economical wall thickness 
of .200 to .250 inches, the aluminum 
die caster may decrease walls to 
100 inch where lower stresses 
permit the reduction. 

In citing claimed advantages of 
die casting gained by dispensing 
with core-shift allowances, Bauer 
asserted that gray iron, with its 
sand molds, must be designed with 
consideration of slight misalign- 
ment and core shifting. This handi- 
capping allowance in walls and 
bosses was called unnecessary in 
die casting—a factor which is said 
to add substantially to weight sav- 
ings. 

The accuracy and smoothness 
of aluminum die castings is 
claimed to permit many areas 
to be cast with little or no ma- 
chininge stock. Where finishing 
operations are necessary (in bear- 
ings or on sealing areas), ma- 
chining stock of die castings is 
said to be less than for gray-iron 
castings, with .030 to .050 inches 
called sufficient for die-casting 
machining requirements. 

In pointing out the potential for 
reduced machining costs, Bauer 
said that a die-cast block can be 
designed so that all holes are cored 
to eliminate drilling operations. 
Since other areas may be cast to 
size, with a smooth surface, finish- 
ing requirements can be held to a 


minimum. 
* * 


+ 
yam finishing of the die-cast 
block is needed, Bauer said that 
such operations can be accomplished 
by a single cut at high speed. The 
tools have to remove only about 
.035 inches of metal, whereas, in 
gray iron, at least two cuts are said 
to be necessary in machining nearly 
oa * * 





No Undercuts— 


In die-cast engine block design, no 
undercuts are allowed. This illustration 
shows undercuts and methods of avoiding 
them in a die casting. 











four times as much of the heavier 
stock. 

In enumerating engineering ad- 
vantages, he explained that a 
“one to four” weight advantage 
when comparing an unmachined 
aluminum die-cast engine block 
with an unmachined iron block 
may be gained by the combined 
weight reduction effects of light 
weight metal, thinner walls, no 
core shift and less machining 
stock. 

In other words, while aluminum 
is only 2% times lighter than iron, 
a “properly designed engine block 
in aluminum die casting may 
weigh only one-fourth as much as 
a raw gray iron block,” he stated. 

A savings of from 130 to 150 
pounds may be attained through 
conversion of an engine block from 
one process to the other, according 
to Bauer. This reduction in raw} 
casting weight allegedly brings the 
cost of a die-cast aluminum cylin- 
der block well within the competi- 
tive price of a raw gray-iron block. 
Higher horsepower and improved 
operating efficiency for aluminum 
engines are based on claims for the 
physical properties of the metal. 
Thermal conductivity of aluminum 
alloys is said to average about 
three times that of gray iron. The 
> > * 


| 
| 








Die Cast V-8— 


This V-8 engine block, designed for 
aluminum die casting, has wet cylinder 
sleeves in gray iron. 

* > * 
resultant improved heat flow and 
cooling effects are claimed to per- 
mit higher compression ratios, 
which give added power and ther- 
mal efficiency. 

With the wet sleeve arrange- 
ment and close dimensional toler- 
ances of the die casting, water 
channels in a die-cast cylinder 
block can be maintained uniform 
in size to give the engineer added 
freedom in designing the cooling 
system with an assurance of no 
cooling restrictions, said Bauer. 
He asserted that this contrasts 

with the present situation in which 
“many engines leaving the produc- 
tion lines have reduced efficiency 
because of mislocated shifted sand 
cores, steam pockets or sand pock- 
ets. The accuracy and smoothness 
of water cooling channels therefore 
must be valued as one of the princi- 
pal advantages of the die-cast 
engine with wet sleeves.” 
- * ” 


Shows V-8 Design 


| DISCUSSING future develop- 
ments, Bauer referred to work 
on the six-cylinder engine as an 
important stepping stone toward 
development of a die-cast V-8 
engine block. 

“Our work on redesign of the 
V-8 engine (for die casting) was 
started many months ago,” he 
stated. Progress reportedly has 
been made on this project, in- 
cluding the completion of several 
designs. The main problem of 
conversion, he declared, is the 
same as with the six-cylinder 
block: The V-8 block has to be 
redesigned completely following 
the three-point program of “no 
undercuts, no heavy walls and 
cast all holes.” 

As an example of one possible 
solution to the problem of a die 
cast V-8 block, Bauer showed the 
SAE group a ‘design in which the 
big undercut in the center of the 
conventional V-section had been 
eliminated by designing cam shaft 
bearings and valve lifter bearings 
as a separate casting. 

The long oil holes through the 
block—usually on each side of the 
cam shaft—have been omitted 
(difficult to die cast) and all under- 
cuts eliminated. The main oil sup- 





ply is provided through a channel 
built by the space between block 
and the separate die casting for 
the cam shaft bearing. 

For the V-8 block, Doehler-Jarvis 
engineers selected a different wet 
sleeve arrangement than that of 
the six-cylinder block. Centrifugally 
cast iron liners are brazed into a 
deck plate. The entire assembly is 
finish-bored and honed to size be- 
fore installation in the block. 


One synthetic rubber seal ring of 
square shape replaces the two ex- 
pensive O-rings used in previous 
designs. This type of wet sleeve 
layout is based on designs of Per- 
fect Circle, which has cooperated 
with Doehler-Jarvis on the wet 
liner design. 

“Such a V-8 engine block in 
aluminum die casting may weigh 
between 50 and 70 pounds,” said 
Bauer. “With all this work far 
advanced and basic die cast prob- 
lems solved,” he continued, “we 
believe it will be easier for us to 
die cast a commercial V-8 engine 
block than the six-cylinder 
block.” 


The V-8 casting is more compact, 
and “better to fill and eject.” Heavy 
walls are eliminated. Double walls 
connecting the crankshaft bearing 
with cylinder side walls are said to 
make the die-cast block “extremely 
strong and well suited for an ex- 
pected increase in compression 
ratio.” 

. * > 


© ENCOURAGE an accurate 

understanding of the status of 
the die-cast cylinder block pro- 
gram, Bauer reminded his audience 
that work on the die-cast V-8 en- 
gine block still is in the designing 
stage and no such blocks have been 
produced to date. 

Before proceeding with his dis- 
cussion of the die-cast engine block 
design features, Bauer described 
three fundamental requirements in 
which die castings differ from sand 
castings. 

1. No undercuts: All parts of a 
die-casting die are made from steel 
to withstand the impact of the in- 
jected metal. Sand cores cannot be 
used. Loose pieces to build under- 
cuts must be ruled out as uneco- 
nomical. 

2. Avoid heavy sections: Heavy 
sections and walls do not solidify 
as rapidly as thin sections. When 
metal shrinks in solidifying, thin 
sections draw metal from the 
heavier sections which are still 
molten. Since risers cannot be 
applied on die castings, shrink is 
encountered in heavy sections. 

3. Holes should be cored: It is 
advisable to design all holes for 
coring—not only to save machining 
cost and simplify equipment, but 
also to produce as sound a casting 
as possible. 

Returning to his description of 
the die-cast block, Bauer told his 
SAE audience that the casting 
weighs only 43 pounds. This figure, 
allegedly. makes it about 130 pounds 
lighter than a similar gray-iron 
block. 

The six-cylinder die-cast block 
contains 129 holes, all of which are 
cored. Drilling operations, Bauer 
pointed out. completely have been 
eliminated. He said that machining 
stock varies between .030 and .060 
inches. Wall thickness is uniform 
and thinner than in gray iron, he 


said. 


* * * 


Die Casters Aim: Savings 


| ye ALL of the many cases in 
which aluminum die castings 
have replaced gray iron in automo- 
tive parts, the changeover decision, 
according to Bauer. has been made, 
not only because of superior physi- 
cal properties, but also to gain cost 
savings. 
Experience has taught light- 
+ * 


Thin Walls— 


These cross sectioned parts of the die- 








Die Cast Engine— 


This drawing of an experimental Kaiser 
engine shows aluminum die-cast block 
design with wet sleeves and camshoft in 
cylinder head. - 

metal experimentors and pro- 
ponents that the industry in gen- 
eral does not pay a premium for 
weight reduction. Thus, though 
most engineers may admit that 
lighter - weight components are 
of importance on future cars 
(considering all the new acces- 
sories, etc.), conversion of a given 
part to aluminum die casting has 
to be achieved at over-all costs 
lower than those for the original 
part. 

“We die casters,” said Bauer, 
“have accepted the challenge on 
this basis, that aluminum die cast- 
ings be introduced only where they 
represent a saving in the costs 

over material and methods previ- 
ously applied. We do this because 
we believe that aluminum die cast- 
ings properly designed and pro- 
cessed are competitive, and because 
any other consideration may lead 
to acceptance only on a temporary 
basis. 

“Gray iron, for a long span of 
time, has maintained its strong 
position as the major casting 
material for engines not because 
of its superior properties, but only 
for one reason: Gray-iron castings 
were cheaper than castings made in 
any other process or material. 

As far as engine blocks and 
other large castings are concerned, 
gray iron still has a dominating 
position. For many small parts, 
however, it has had to give way to 
the rapid advance of light metal 
die castings. 

“In the die-casting process, the 
higher metal price of aluminum 
is more than compensated by the 
application of the most modern 
casting method — which converts 
molten aluminum in one opera- 
tion, into a finished casting of 
outstanding properties, surface 
finish and accuracy.” 

Encouraged by the rapid postwar 
advance of aluminum die castings, 
which brought applications for 
such parts as automatic transmis- 


* * 


converter housings, transmission 
extensions and power steering 
housings, Doehler-Jarvis engineers 
believed that larger die-casting ma- 
chines would remove the weight 
and size limit which restricted 
aluminum die-casting techniques to 
parts weighing a maximum of 
about 20 pounds. 
* 


* * 


C WAS anticipated that develop- 


ment of a die-casting machine 
(the world’s largest) capable of 
handling large aluminum die cast- 
ings up to 75 pounds, should permit 
parts as large as an engine block 

to be die cast on an economical 
basis. 

Since Kaiser Aluminum and 
Kaiser-Frazer showed interest in 
such a development, a joint pro- 
gram for a four-cylinder engine 
block and the necessary die cast- 
ing facilities was initiated be- 
tween Doehler-Jarvis and Kaiser 
Aluminum in 1951. 

The engine block redesign was 
handled as a cooperative program 
between K-F and Doehler-Jarvis. 
The technical development of a 
2,000-ton. die-casting machine and 
the engine block die-casting die 
was carried out exclusively by 
Doehler-Jarvis. 

Even though the engine block 
program began with a four-cylinder 
engine of only 28 pounds block 
weight, the die-casting machine 
was planned for dimensions suffi- 
ciently large to accommodate 
dies for a V-8 cylinder blocks with 


cast aluminum cylinder block show the| 4 casting weight up to 75 pounds of 
elimination of heavy wall sections behind | aluminum. 


the main bearings. 





With a tie-bar distance of 72 x 
















72 inches and tie bars 12 inches je 
diameter, the machine develops @ 
locking pressure of 2,000 tons ( 
to be twice the pressure for larg 
existing commercial equipmen 
Injection pressure of molten met 
was specified between 4,000 
6,000 p.s.i., resulting in a projec 
area of 1,000 square inches for tk 
largest casting. 

The die-casting die for these em 
gine blocks presented almost 
many problems as the die-castin 
machine itself. With a total weigh 
of 30 tons and a width of 84 inch 
across the parting line, it may 
safely be called the heaviest ang 
largest die-casting die ever built” 
It took a year to build the die, the 
cost was $150,000. 











SAE members who toured the | 


Doehler-Jarvis plant saw this © 


machine in semi-automatic opera- ~ 


tion—whereby the ejection was 
done by manually operated push- 
button, because the take-out sys- 
tem was set up on a temporary 
basis. 

Bauer said that, with a hydrau- 
lically operated automatic take-out, 
two men “can easily service the 
machine.” By decreasing the chill- 
ing time from 45 seconds to 30 sec- 
onds, it is believed that the number 
of engine blocks produced on this 
machine could be increased to 40 
per hour. 

* * . 


Sand Cast from Die Cast 
ESUMING his story of the de- 


velopment of the first die-cast 


six-cylinder block, Bauer told how 


several prototypes of the original | 


four-cylinder aluminum block were 
made in sand casting identical to- 
the die-cast design. Testing pro- 
grams reportedly showed that the 
aluminum block “stood up quite 
well and all novel features intro- 
duced with aluminum die casting 
worked out very satisfactorily.” 

A comparison of the completely 
machined four-cylinder engine 


block in aluminum die casting a 


with aluminum permanent mold © 


and gray iron was said to have | 
shown that die casting was “ap- — 


preciably cheaper” than perma- 
nent mold, and allowed more 


eR oe ee catesss Se 





























than 10 percent saving over gray — 


iron. 


pleted, two more cylinders were 
added—resulting in a six-cylinder 


Before the die design on the 
four-cylinder engine block was com- — 


block for a proposed 200-horse- — 


power engine. The goal was a pro- 
duction rate of 400 per day for 
such an engine. 


Before this die was completed, © 


fundamental changes in the Kaiser 


car program forced cancellation of — 


the project. Since the die casting 
die, however, was 75 percent com- 
pleted, Doehler- Jarvis continued 
with construction of the die. 

The first die-cast engine blocks 
were produced on this machine in 


March, 1955. None of the die-cast © 


cylinder blocks, Bauer explained,. 


, c |was completely machined and as- 
sion valve bodies, clutch and torque | 


sembled into an engine. 


Tests on these six-cylinder blocks © 
have been restricted to checking ~ 
the guality of parts as a die cast- = 


ing. Bauer also pointed out that © 


actual field tests with engines using 


the die-cast design were confined to | 


four-cylinder aluminum sand cast 
engines. 


Forging Ahead 
Willys Widens Market 


To Consumers 
TOLEDO. — Expanded commer- 


cial adaptation of the drop forge ~ 
division of Willys Motors, Inc., is © 


expected to bring about greater 
diversification and increased sales 
of forged products to outside 
consumers, according to E. C. 
McCleary, manufacturing vice- 
president, 

McCleary said Willys has a back- 
log of orders totalling nearly $1 
million. Included among the com- 
mercial products now being forged 
are tank treads, aircraft fittings, 
steering knuckles, gears and crank- 
shafts. 


In addition to its commercial © 


business, the drop forge division 
produces all the forged parts for 
four-wheel drive Jeep vehicles. 


Slagle Buys Olds Deal 

Jack Slagle, Elkhart, Ind., has 
bought the Oldsmobile dealership 
in Rochester, Ind., from A. G. 
Renderknect. Slagle, formerly 
was general sales manager of 
Riverside Motor Sales (Cadillac), 
Goshen, Ind. 








® And there will be even more stainless steel used on 

the cars of tomorrow. Designers know that automobile 

buyers are becoming increasingly conscious of the 

fact that stainless steel fights rust, pitting and 
Wherever you look road abrasion with much greater success than any other 

metal. Parts made of stainless steel stay newer longer 

— require far less elbow grease to maintain. 


there’s Unusual brightness of finish, plus the 
consistent uniformity of every inch of 
every coil, are two big reasons why 
Sharon has always been a major 
supplier of stainless steel to the automotive industry. 


This Sharon quality and familiarity with the industry’s 
needs can be invaluable production assets to you. 


SHARON STEEL CORPORATION Shaw, Peanylana 


2 Disrnict SALES OFFICES: Curcaco, Crrcuswart, Cuxveranp, Dayton, Detnort, 
is, InprAnaponis, Los Ancetes, Mixwaukes, New Yorx, Purcaperruia, 
oe Francisco, SHaron, Seatrix, Monrakar, Que., Toronto. Ont. 
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Threading Machine Produces 


5,200 Parts Per Hour 


Equipped with hopper feed, the 
Sheffield circular-roll threading 
machine, for high production of 
studs and machine screws, will 
produce up to 5,200 parts per hour, 
ranging in thread size from % to 
%-inch O.D, by 2 inches long. 

Rolling is performed by two 
interchangeable and reversible rolls 
rotating at different speeds and 
mounted on heavy roller bearing 
spindles. Drive is by positive worm 
and wheel control, powered by a 
7%-horsepower motor. The ma- 
chine has no cams, slides, hydraulic 
systems, fixed work rests, or re- 
ciprocating motions. Sheffield Corp., 
Dayton 1, O. 





Interchangeable Engines 
Marketed by Hercules 


A line of four and six-cylinder 
gasoline and diesel engines, said to 
be interchangeable, have been de- 
veloped and marketed by Hercules 
Motors Corp., Canton, O. The en- 
gines are designated G. O. series 
(gasoline overhead valve) and D. D. 
series (direct injection diesel). 

Not only are the gasoline engines 
interchangeable in regard to mount- 
ing dimensions with the diesel en- 
gines of the same number of cylin- 
ders, but the program of inter- 
changeability is further carried out 
in many common parts and com- 
ponents of the 12 models. Horse- 
power ratings range from 67 to 131 
for the gasoline models, and from 
50 to 99 for the diesels. 


* 


* 





Compact Valve Adaptable 


For Oil, Air Applications 


Designed for air and oil pressure 
applications, the Comet II multi- 
purpose valve is said to complete a 
valve cycle within 0.033 seconds, 
and is built to tolerances of .0001 
inch. 

It is available with “% or %-inch 
‘pipe tap for inline, manifold or 
base mounting; in single solenoid 
spring return, double solenoid 
momentary and double solenoid 
three position. These solenoid 
direct - operated, four-way spool- 
type valve arrangements can be 
used for straight-way or three-way 
functions by plugging ports. Valves 
measure 7% by 3% by 3% inches, 
and flow capacity is equal to a %- 
inch diameter hole, it is claimed. 
Ross Operating Valve Co., 120 E. 
Golden Gate Ave., Detroit 3, Mich. 


Jaco Tube Fittings Consist 


Of 2 Instead of 3 Parts 


A simplified line of tube fittings, 
which consists of two parts instead 
of the conventional three, requires 
no flaring of the tube, and permits 
reuse of tubing, has been made 
using Dupont’s “Zytel” nylon resin. 


This simplification is made possi- | 





ble by incorporating the compres- 
sion section as an integral part of 
the nut, it is claimed. The Jaco 
fittings, which can be used with 
any type of tubing, metal or plastic, 
are available for tubing with out- 
side diameters ranging from % 
through % inch. Pipe sizes run 
from % to % inch. Jaco Mfg. Co., 
Box 2659, Cleveland’7, O. 


* a 


+ 





Rectangular Motors Designed 


For Automotive Industry 


Rectangularly shaped motors, de- 
signed to give the same output as 
comparable conventional round mo- 
tors but in less space, have been 
marketed. The line is available in 
six, 12, 24 and 32-volt ranges, with 
outputs up to 140-ounce-inches, it 
is claimed. 


Rectangular construction is said | 


to be made possible by a unique 


design in which the flux path is} 


axial with the armature shaft, as 
opposed to conventional motors 
whose flux path is concentric with 
the shaft. The special flux path in 
turn is made possible by a special 
pole piece. pattern, it is said. Mo- 


tors feature all-welded construc- | 


tion with 3/16-inch-thick stamp- 
ings. Leece-Neville Co., 1374 E. 51st 
St., Cleveland 3, O. 


* * * 





Hand Microfilm Seouser 


Can Be Used in Any Light 


The Filmsort Micro - Midget, 
model MG, is a hand unit for quick 
scanning of microfilm in aperture 
cards, in jackets or unmounted, it 
it claimed. 

Measuring 2% inches wide, 1% 
inches thick and 5 inches long, the 
reader can be used in any light, it 
is said. It weighs five ounces and 
affords a four times magnification. 
The lens diameter is 12.69 mm. 
Filmsort division, Dexter Folder 
Co., Pearl River, N. Y. 





Flush Pin Gage Adaptable 


To Many Production Needs 

An adjustable flush pin gage, 
which can be set to a wide range of 
sizes for varying production dimen- 
sions, has been marketed. 

Machined of honed, hardened, 
normalized tool steel, the unit may 
be adjusted by loosening a locking 
screw, turning the adjustable con- 
tacts to the proper dimension, and 
relocking the screw. It may be set 
to measure the depth of machine 
holes within an accuracy of four 
decimal places, it is said. Size 
Control Co., 2500 W. Washington 
Blvd., Chicago 12, Tl 


Engineering and Production 
New Products 





Tailor-Made Formulations 


Featured on Core Binder 
A tailor-made, silicate-base-type 


core binder, with an unusually 
high T/C factor, is now available 
from Prenco Products, Inc., 507 E. 
Ten Mile Rd., Hazel Park, Mich. 
Called See-O-Two, it is used with 
the carbon dioxide core hardening | 
process to give greater dimensional | 
accuracy with minimum distortion | 
allowing closer casting tolerances, it | 
is claimed. It is said to be the first | 





core binder offered in special for- 
mulations to meet specific tempera- 
ture and pouring conditions. 

* 


* * 


Protective Lubricant Reduces | 


Friction at High Pressures 


Primaleen, the all-purpose lubri- 
cant that is said to resist water, | 
chemical vapors and temperature 
changes, is now available nation- 
ally. 

Its tenacity and ability to fill the 
pores of the surface lubricated 
|makes it outstanding in reducing 
|friction at high pressures, high 
| Sliding velocities and close clear- | 
ances, it is claimed. Possessing | 
Thixotropic characteristics, it will | 
not drip even when afire, it is said. | 
Protecto-Lube Co., 2832 E. Grand 
Blvd., Detroit 11, Mich. 


* 


* + | 








Belt-Driven Pump Unveiled 
For Power Steering Systems 


A belt-driven pump for car and 
truck oil-hydraulic power steering 
systems, which features reduced 
package size of exceptionally small 
overall length, is now available 
from Vickers, Inc., 1402 Oakman 
Blvd., Detroit 32, Mich. 

The pump, designated model VT- 
26, measures 3-7/16 inches from 
mounting face to rear and 5-1/32 
inches in overall length. It weighs 
9.65 pounds, exclusive of bracket 
and pulley. Rated capacity is 5 
g.p.m. at 1200 r.p.m. Pressure con- 
nection is SAE inverted flare-type 
fitting for %-inch diameter hose, 
return connection is for clamp-on 
hose. 





* 


Vibration Isolator Permits 


Direct Mounting of Machinery 
A high-capacity vibration, shock 
and noise isolator, which is said 
to permit direct mounting of heavi- 
est machinery without special chas- 
sis or foundation, has been devel- 
oped, and is being used in the auto- 
motive industry. 
The SK/50.000 


* * 


4 
Vibro - isolator 


rated at 75,000 pounds for steady 
applications and 50,000 pounds for 
impact applications, is said to be 
the highest capacity isolator ever 
used. Complete information and 
detailed drawings of the isolator 
are available from Korfund Co., 
Inc., 48-21 Thirty-second Place, 


Long Island City 1, N. Y. 


* 


* * 





Impregnated Abrasive Buff 


Has Pleated Construction 
A sectional impregnated abra- 


sive buff, for the buffing of all fer- | 
|rous and nonferrous metals, has 


been developed by the Coated Abra- 
sives Division, Carborundum Co., 
Niagara Falls, N. Y. 


Engineered of specially - treated 
biased cloth, impregnated with 
selected abrasive grains bonded 
throughout, the buffs are said to be 
competitive to sisal buffs, in the 
finer grit sizes, for normal “cut- 
down” operations to prepare sur- 
faces for color buffing and plating. 
In the coarser grit sizes they are 
competitive to set-up wheels, coated 
abrasive belts and other polishing 
and buffing devices, it is claimed. 
* 


x * 


Hollow Aluminum Bar Stock 
Used as Machining Material 


Hollow Aluminum bar stock, said 
to offer machine tool operators all 
of aluminum’s favorable machining 


| characteristics at a substantial sav- 


ings over conventional solid bar 
stocks, has been developed by 
Harvey Aluminum, 19200 S. West- 
ern Ave., Torrance, Calif. 


Readily machined on any type of 
Equipment, the aluminum stock 
can be obtained without tooling 
charges in standard round bar in a 
range of sizes. Diameters of rounds 
run from 1 to 2% inches in 1/16- 
inch increments, and 2-5/8 through 
3% inches in 1/8-inch increments. 
Wall thicknesses for rounds vary 
from .109 to .500. 





Power Drill Press Features 


Electro-Magnetic Base 


The Portomag electro-magnetic 
drill press, shown above in an in- 
verted position in an overhead 
drilling situation, combines a power 
drill unit with a heavy-duty elec- 
tro-magnetic base for drill press 
accuracy and easy portability 
under every drilling circumstance, 
it is claimed. 

Special features are said to in- 


‘clude: A three-way power control 


that enables the operator to vary 
the holding power in the electro- 
magnetic base, a heavy-duty power 
capacity (1400 to 1900 pounds) for 
positive positioning, demagnatizing 
switch for immediate removal from 
work, and an optional reversing 
switch for tapping operations. 
Portomag, Inc., 1511 E. Nine Mile 
Rd Ferndale 20, Mich. 


1 


| 








Hydraulic Press Designed 
To Cut Production Costs 


The one-ton Multipress, designed 
for cutting production costs, oper- 
ates on 110 volts, 60-cycle single 
phase circuit, but can be wired for 
operation on 220-volt single phase. 

The hydraulic system is a single- 
power unit that can be removed or 
replaced in a few minutes, it is 
claimed. The press, with ram pres- 
sure of 500 to 2,000 pounds, is elec- 
trically controlled. It weighs 225 
pounds and stands 22 inches high, 
and can be operated individually 
or in a production line. Denison 
Engineering Co., 1186 Dublin Rd., 
Columbus, O. 


3M Publishes Catalog 


An illustrated catalog describing 
adhesives, coatings and sealers for 
the truck and bus industry is now 
available from Adhesives and Coat- 
ings division, Minnesota Mining 
and Mfg. Co., 423 Piquette Ave., 
Detroit 2, Mich. 


x * 





Remco Unveils Check Valve 
For Refrigerating Systems 


The Remco check valve is pri- 
marily designed for application on 
the high pressure side of refriger- 
ating and air conditioning systems, 
but may be also adapted for low 
side use. 

When used in an automobile air- 
conditioning system, the check 
valve is made of steel, it is claimed. 
The valves are obtainable in brass 
for low side applications where 
there is a chance of frosting or 
sweating. The entire unit, valve 
body, seating plug made of nylon, 
seating plug retainer and spring, 
is integral. Remco, Inc., Zelienople, 
Pa. 


General Electric Develops 


Hand-Held Thickness Gage 


A hand-held thickness gage, 
which operates on a magnetic 
principle and requires no power, 
has been developed by the Instru- 
ment Dept., General Electric Co., 
Lynn, Mass. 

The gage is designed for quick, 
accurate, nondestructive measure- 
ment of the thickness of non- 
magnetic materials bonded to 
smooth iron or steel, it is claimed. 
The gage will also measure the 
thickness of nonmagnetic materials 
which can be placed over a mag- 
netic reference table. Typical 
materials which can be measured 
are paint coatings, platings, 
enamels and sheet materials such 
as plastics, paper and mica. 


* * 
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On Clark’s New Line... 
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|the same diameter as front drive| 


Automotive Design 


Vital to Fork Truck | 


(Continued fre 


tion was layout of the driver's area. 
Such factors as type of seat, dash- 


ym Page 17) 


of automobile makers, the Clark- 
lift line is a premium-priced series 








wheels. To aid stacking operations 
in narrow aisles, the distance from 
the front axle to the fork face has 
been reduced by 2% inches in com- 
parison with standard models. 

Two chromed levers are 
mounted on the steering column 
in “automobile fashion.” One lever 
controls forward - reverse ‘ direc- 
tion, while the other controls lift 
raise and lower and _ back-and- 
forth tilt. 

For added safety, the Clarklift 


board location, control lever spac-| which is said to mark an innova-|has two independent braking sys- 


ing and legroom were analyzed with 
a mockup before finalizing design | 
details. 

Functional, modern appearance | 
of the units is achieved in styling 
by Harley Earl, Inc.—with chrome- 


tion in the fork-truck field. Produc- | 
tion of gasoline models with capaci- | 
ties ranging from 2,000 to 5,000| 
pounds are scheduled to start in| 
July — with electric models and 
higher - capacity gasoline fork 


tems. Enclosed hydraulic brakes, 
mounted on the wheel pinion drive- 
shaft at each drive wheel gain 
added stopping power by torque 
multiplication through final reduc- 
tion at each wheel. 





plated air scoops and a novel/| trucks to be added soon afterwards.| Independent of the hydraulic! 


; “swept-back” counterweight as| * * * brake is a mechanical “dead-man” | 
@ styling features. W!TH dimensions planned for type seat brake which is applied Penn Bros. Opens New Building— 
NR es mobility and ease of control,| automatically whenever the opera-| A new building has been opened by Penn Bros., Inc. (DeSoto-Plymouth), at 4100 


| Reisterstown Rd., Baltimore. The firm has been in business for 35 years. 


EVELOPED by Clark’s indus- | the Clarklift has rear steer wheels | tor leaves the seat. 


ad trial truck division at a re- 
- ported cost of more than $2 mil- 
ei lion, the fork-lift trucks reflect such 
on current automotive trends as the 
aa 12-volt electrical system, automatic 
a transmission, foam-rubber seats 
is and automobile-like controls. 
s- | Alleged “firsts” in the fork- | 
C- truck field include self-adjusting 
25 brakes, balanced swing-up hood, 
h solid-tire models with drive and 
ly steer wheels of equal diame- 
n | ter and combination lift-tilt con- | 
Lu trols on the steering column. | 
F Comparable to the deluxe models 
7. 

ASTE Appoints 
ig e 
t |} 6 Directors, 14 
w 7. 
- | Committee Heads 





DETROIT. — Six new directors 
have been named to the 15-man 
board of the American Society of | 
Tool Engineers. 

They are: John X. Ryneska, Gen- 
eral Electric Co., Lynn, Mass., who 
also is treasurer of ASTE; Gustave 
Berlien, Industrial Steel Treating 
Co, Oakla nd, Calif.; Irving H. 
Buck, Tool Supply & Engineering 
Co., Dallas; Philip R. Marsilius, 
Producto Machine Co., Bridgeport, 
Conn.; Joseph L. Petz, J. L. Petz 
Co., Poughkeepsie, N. Y., and Les- 
lie C. Seager, Eimco Corp., Salt 
Lake City. 

President Howard C. McMillen 
also announced the appointment of 
14 national committee chairmen. 

They are: Editorial committee, 
Gustave Berlien; finance commit- 
tee, Frank J. Hausfeld jr., Interna- 
tional Harvester Co., Evansville, 





Ind.; honor awards, James R. 
Weaver, Westinghouse Electric, | 
Springfield, Mass.; professional en- 
gineering, Verne H. Gallichotte, W. | 
R. Ames Co., San Francisco; pro- | 
gram, Edmund Hollingworth, Tools | 
Inc., Philadelphia; progress, H. B. | 
Osborn jr.. TOCCO division, Ohio 
Crankshaft Co., Cleveland; stand-| 
ards, John E. Rotchford, Bay State 
Tap & Die Co., Mansfield, Mass. 
Also, book committee, Francis J. | 
Sehn, Fran Sehn Co., Detroit; con- 
stitution and bylaws, Vincent M.| 
Spahr, Baldwin - Lima - Hamilton 
Corp., Lima, O.; education, Prof. 
Robert E. McKee, University of | 
Michigan, Ann Arbor, Mich.; judi- | 
cial, T. Bert Carpenter, Bert Car- | 
penter Machine Co., Birmingham, 
Mich.; membership, H. Verne Loep- 
pert, Boyd Wagner Co., Chicago; | 
public relations, Wilfred B. Wells, | 
Waltham Precision Tool Co., Bos- 
ton, and research fund, Robert B. 
Douglas, Specialloid Ltd., St. Eus- 
tache, Quebec, Canada. | 





Tool Forum 
Set for Detroit | 


DETROIT. — The 1956 Produc- 
tion Machine Tool Hydraulic 
Forum will be May 24-25 at the 
Engineering Society of Detroit 
Building, it has been announced by 
Vickers, Inc., sponsor of the event. 

Keynote speaker will be Louis F. 
Polk, president, National Machine 
Tool Builders Assn. Polk is presi- 
dent of Sheffield Corp. Moderators 
will be Hans Ernst. Cincinnati Mil- 
ling Machine Co., and Russell L. 
Dustman, Chevrolet. 

A highlight of the meeting will 
be a report by Nevin L. Bean, 
technical assistant to the general 
manager, automotive transmission 
division, Ford Motor Co. Bean will 
discuss his recent visit to industrial 
Plants in Russia. 








Why nearly half of today’s trucks use 
engine control systems by Holley 


Maximum power at minimum cost. 
This is the reason more than half of 
America’s major truck manufacturers 
— among them Ford, GMC, Interna- 
tional Harvester and White — factory- 
equip their engines with control systems 
by Holley. 


For over fifty years Holley has built 
carburetors, distributors and other en- 
gine components integrally designed to 
provide top performance at lowest oper- 
ating cost. The now-widely-used 4-barrel 
carburetor with governor, for example, is 
one of a number of Holley engineering 


firsts originally designed, developed and 
manufactured by Holley for the trucking 
industry. 

Truck, automobile and aircraft engine 
producers have proven that wherever 
engine control systems are needed—for 
main or auxiliary motors—Holley’s half 
century of design, engineering and manu- 
facturing experience sets the standard. 

When your requirements call for 
maximum engine performance at mini- 
mum operating cost, specify Holley en- 
gine control systems. Many aircraft 
manufacturers; more than ten million 


automobiles; and over half of the na- 
tion’s leading truck producers do. 





G 


11955 E. Nine Mile Road, Van Dyke, Michigan 


For more than half-a-century—original equip- 
ment manufacturers for the automotive industry. 





IN TRUCKS—manufacturers combine Hol- 
ley’s carburetor, distributor and goVernor 
for an integrally-designed control system 
providing maximum power and economy. 


IN PLANES — specially-designed power control 


necessary engine adjustments automatically. 


IN AUTOMOBILES— more than ten million 
systems and other precision parts by Holley con- of them now on the road are using carbu- 
tribute greatly to safe flying by making many retors, distributors, heat regulators designed 


by Holley for finest performance. 


1-25 
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Side Members Formed of Tubes... 





Hikes Frame Output 


(Continued from Page 17) 


buckle or collapse. The answer was 
found in devices called “articulated 
mandrels” — basically, lengths of 
jointed metal which are inserted 


rolling operation that converts 
the round tube into a rectangular 
“box girder.” A saw then slices 
the tubing into 17-foot lengths 


New Chevrolet Plant | 





which are halved in a _ cutoff 
press—each half forming the 
main section of a frame side 
member. 

Although the tube mill is largely 
responsible for the plant’s high 
| output, Chevrolet engineers point 
out that the key to the operation 
is the bending machines that give 
girder contours required by the 
frame design. 
| * * * 





Automated Forge Furnace— 


An automatic work-handling system for a forging furnace is the result of coopera- 
tion between specialists in two fields: Hautau Engineering Co., Ferndale, Mich., auto- 
mation engineers, and Kozma Furnace Co., Dearborn. Heat savings were achieved by 
limiting the entrance and exit openings on the furnace to narrow slots. Hautau pro- 
vided a new principle in walking beam mechanisms, a device which just lifts the part 





process was the requirements 


enough to clear the supports. This motion is accomplished through a combination of | for some means of altering | the | 
tubing shape without causing it to| after the steel labor settlement. 


harmonic cranks expressed as husky crankshafts. 





bye MAJOR problem in the| 


Pittsburgh Official Urges 


$12-$15 Steel Increase 

PITTSBURGH. — Avery C. 
Adams,, president of Pittsburgh 
Steel Co., has advocated steel 
price increases of $12 to $15 to 
help defray expansion costs and 
to raise the return on the steel 
industry’s investment. 

Several other steel executives 
have also urged higher steel 
prices but Avery was the first to 
name a specific figure. Some offi- 
cials are predicting one of the 
biggest steel increases in history 


Here's One Mirror You Can Bank On! 


G. ALL a 


BY ROBERK 


You can bank on satisfied customers, 
as well as extra profits, when you 
sell the Roberk Guardian because its 
many advanced design and engi- 
neering features provide the finest 
rear vision that money can buy. 

Distinctive continental styling 
gives this exciting new mirror a 
smartly different look that captures 
interest at first glance. 

The “Thumblock” ... a major ad- 
vance in mirror design. With this 
exclusive device no tools are needed 
to lock the mirror head in focus, or 
to release it for hand adjustment. 
Just a simple twist does the job! 


CNo Tools 


*Construction and design patents applied for. 





NEW, EXCLUSIVE 


THUMBLOCK 


Needed) 


Adjusts for Full Right or Left Yision from the Driver’s Seat 


ARM SWINGS 170 








‘ Se 


HEAD SWIVELS 360 


Frame Tube Mill— 


Conversion of strip steel into tubular 
| members for automobile frames is per- 
formed by a tube mill at the Chevrolet 
The mill first works the steel into 
|a tube form, then seals it by automatic 








Guardians are easy to sell by the pair because they can be adjusted 
to give the driver full rear vision from the right, as well as the 
left side. The added safety, plus the extra beauty, of a dual in- 
stallation has irresistible appeal to many car owners. So order 
your supply of Guardians today, and be sure to request one or more 
of our FREE display units. If your jobber can’t supply you, write: 


Dept. 34 THE ROBERK COMPANY Norwalk, Conn. 


into the hollow girders under hy- 
draulic pressure, 

These mandrels back up the sides 
of the unheated girders while the 
“cold” bending and reshaping oper. 
atings are performed. 

An idea of the complex mandrel 
action can be obtained from a 
preform operation that changes 
the approximately square perime. 
ter of one end of the girder to 
an elongated rectangle. To ac- 
complish this, parts of the man- 
drel are arranged in a forked 
construction following the 
“clothespin” principle. 


Another wedge-shaped part is 
slot” 
to give the 
girder front end the desired elon- 
gated shape. In subsequent opera- 
five bends are put into the 


driven into the “clothespin 
(inside the girder), 


tions, 


‘ 


girder, with one bend superimposed ey 


on another in certain locations. 
* * * 


UPPLEMENTING the bending 
man- 


machines and snakelike 


| drels that form the frame members 
. - * 





plant. 


welding before altering the 
shape to a square “girder.” 
* * a 


that support the car’s engine are 
|another set of bending machines 
which handle tubing produced by 
for the portion of 
the frame side member that curves 


a second mill 


over the rear axle. 

Another significant innovation 
in Chevrolet frame manufactur- 
ing techniques is embodied in the 
method for piercing bolt holes in 


Hole Piercing— 


In Chevrolet frame production, 


are welded to the frame. ~ 

* * * 
the brackets which are used to 
attach the car body to the frame. 


Conventional practice calls for 
piercing these holes before welding 
the brackets to the frame. In the 
front 
and rear cross members are first 
welded to side members, forming 
the rectangular frame. All brackets 
then are welded in place, and the 
frame is positioned in a hydraulic 
machine which pierces the 12 body 


Chevrolet process, however, 


bolt holes in a single operation. 


Boland Ford Continues 
Henry J. Boland Co. (Ford), 185 


Ocean St., South Portland, Me., is 
continuing under the same name 
after the death of the founder. 
Newly elected officers are the Rev. 
Francis J. Boland, president and 
treasurer, and Stephen A. Boiand, 
vice-president. 


simul- 
taneous piercing of 12 body bolt holes 
is said to ‘assure accurate alignment of 
frame and car body. This operation dif- 
fers from conventional practice in which 
the bolt holes are pierced before brackets 
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e eo By John T. Benedict 


(Continued from Page 17) 


ment that the turbine might ap- 
pear as an extremely high-priced 
option (a jet-age power-pack) 
in the period of 1960 to 1964... and 
possibly cou 1d enter high-volume 
production in the years 1962 to 1965. 

To be sure, the turbine research 
groups themselves characteristi- 
cally are optimistic about the 
potential for their developments— 
and generally supremely confident 
that the turbine inevitably will 
supplant the piston engine. 

The final form to be taken 
by the automotive gas turbine 
has not, however, even been firm- 
ly decided yet. For two years, we 
have been conditioned to think 
of such powerplants as fairly well 
standarized in fundamental com- 
ponents — with compressor, tur- 
bines and regenerators common 
to all. 

This year has brought some sur- 
prises for those who took it for 
granted that these basic elements 
had been settled. An SAE paper in 
January, and GM’s unveiling of its 
free-piston engine this month, are 
making it more and more apparent 
that the ultimate solution to 
efficiency and metaliurgy problems 
may lie in a combination of the 
free-piston engine with a power 
turbine for rear-wheel drive. 

- + * 
Omits Regenerator 


|» THIS design, the compressor in 
the turbine gasifier section is 
replaced by a free-piston engine, 
which supplies a stream of hot, 
high-pressure gases to a turbine. 
No regenerator is needed. 

Although the practical applica- 
tion of this principle has only re- 
cently reached a developmental 
stage where GM rolled the novel 
engine out for public inspection, 
the theoretical advantages have 
been known to a few engine de- 
signers for many years. 

Despite exciting news being 
made by various experimental 
ideas, proponents of the conven- 
tional reciprocating engine are 
conceding nothing. They point out 
that it will not be enough for the 
turbine to surpass present - day 
engines. 

To gain acceptance as the “pro- 
duction” powerplant, the combina- 
tion of the gas turbine and its 
simple transmission must prove its 
all-around superiority (and cost 
competitive position) in competi- 
tion with the reciprocating engine- 
automatic transmission “package” 
of the future. 

This is where the gains to be 
made by higher compression ratio, 


fuel injection, lightweight metals, | 


etc., very definitely come into con- 
tention. 


* x x 
Weight Factor Pointed Up 


ECENT release of details on the 

Doehler-Jarvis, Kaiser Alumi- 
num work in developing a die-cast 
aluminum engine block focuses at- 
tention on the “weight reduction” 
aspect of piston engine research. 

Although it hasn’t received as 
much public notice as progress in 
high compression ratios and fuel 
injection experiments, a_ possible 
switch. to light metals for weight 
savings may have far-reaching 
implications. It is said to be possi- 
ble, for example, to save as much 
weight by converting to an alumi- 
num die cast engine as by the 
heralded conversion to gas turbine 
engines. 

However, to avoid any mis- 
understanding, and place the die- 
casting program in _ proper 
Perspective, we should stand off 
and observe that Doehler-Jarvis 
thus far has made notable prog- 
ress in proving that a die-cast 
aluminum cylinder block is feasi- 
ble and potentially cost-competi- 
tive with cast iron—from a pro- 
duction viewpoint. 

With an engineer’s typical 
implicit honesty and frankness, 
Doehler - Jarvis Chief Engineer 
Fred Bauer is just as willing to 
talk about “what has not yet been 
done, and the problems that re- 
main”’—as he is to discuss the 
significant progress already made 
in die casting equipment, large 
dies, engine design for die casting 
and success in producing prototype 
aluminum blocks. 


He clearly points out, for 


|example, that none of the actual 
|die cast blocks has been used in 
| building up a complete engine for 
jtesting. Sand cast aluminum 
blocks (made from die cast de- 
signs) have, however, been made 
and proven satisfactory in full- 
scale engine trials. 


* * * 
Block Supply Mounts 


HEN I visited Doehler-Jarvis 

Plant 2, I saw dozens of the 
six-cylinder die cast blocks stacked 
up against the walls—while the 
monstrous machine continued to 
produce blocks at a rate of one 
every 90 seconds, 

“What are you going to do with 
all these cylinder blocks?” I asked 
Bauer, as we stood there examin- 
ing one of the completed parts 
which had just been taken from 
the machine. His immediate re- 
action was, “We haven’t got enough 
of them yet—we’ll need three or 
four hundred to take care of our 





in a new car—in a used car — 





own test requirements and handle 
the requests we've been getting 
from the auto companies for 
samples.” 


The huge machine is capable of 
40 shots per hour, or a potential 
production rate of about 400 blocks 
per day. I remarked that quite a 
number of the machines would be 
needed if die-cast engines ever go 
into mass production. 


Bauer replied that estimates al- 
ready have been made; and it 
would take (for example) 30 of 
these machines to provide the 
volume needed by General 
Motors. The first machine cost 
approximately $450,000. Bauer 
said this figure would be reduced 
by about 50 percent if they were 
to build a number of machines to 
the same specifications. Die costs 
were $150,000 for the present ex- 
perimental setup. 

The auto companies are en- 
couraging Doehler-Jarvis to con- 
tinue this experimental work. 
Nearing completion are drawings 
and preliminary design studies for 
adapting a V-8 engine design to the 
aluminum die cast process. 

Again, it should be remembered 
that these are long-term develop- 
ment projects. To date, Doehler- 








Automotive News Almanac 


Tells Horsepower Story 

Automotive News 1956 Alma- 
nac, being distributed with the 
regular issue this week, contains 
an expanded Engineering Section 
with the “lead” article telling 
“The Horsepower Story.” 

Based on a lengthy report pre- 
pared by Chrysler Engineering 
and illustrated with 10 charts, 
this article explains the reasons 
underlying the postwar trend to 
higher horsepower and the bene- 
fits to car owners. The Almanac 
also features car specifications 
and data on fuel octane ratings, 
car performance and various de- 
sign factors. 





Jarvis has invested more than five 
years of effort in the program. 
And it would seem that, consider- 
ing all that yet remains to be done 
in development of an actual en- 
gine and the necessary production 
equipment — the most optimistic 
estimate would place the aluminum 
die-cast engine at least five years 





23 


away from the dealer’s showroom 
floor. 





+ aa * 

30% Increase Seen 
In Copper Capacity 

Y 1959, estimated free world 

copper production capacity 
will rise to 3,456,000 tons, accord- 
ing to latest estimates released by 
the Copper & Brass Research 
Association. This compares with 
1955 capacity of 2,878,000 tons— 
150,000 of which were lost as a 
result of strikes and work stop- 
pages. 

A long-term program for ex- 
panded production is under way in 
the copper industry. New mines 
are being opened and existing 
facilities are being enlarged. In 
addition, new and more efficient 
mining and processing methods 
are permitting utilization of lower 
grades of ore. Added capacity for 
1956 is 229,500 tons. 

The outlook is for an approximate 
balance between supply and de- 
mand some time during the cur- 
rent year, if there are no major 
strikes to disrupt production in the 
mining industry. 


STAINLESS STEEL 
Selis and Re-sells! 














McLoutn 


STAINLESS 


STEEL 


for 


automobiles 





The Stainless Steel trim, molding and vital 
parts that add style and beauty to a car, 
inside and out, are features that help make 
the sale. 


Stainless Steel has wide customer accept- 
ance. It’s easy to clean and keep clean. It’s 
a tough, solid metal that will not corrode or 
dent and stands up to gravel, ice, salt and 


water. 


The finish never fades and parts are easy 
to replace. Stainless Steel lasts the life of the 
car. It sells in a new car and it re-sells in a 


used car. 


Mc Lo UTH Sree . Cor PORATION, Detroit, Michigan, Manufacturers of Stainless and Carbon Steels 
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Purolator Positive Dry Type Micronic Air Filter. Smaller in size, lighter 
in weight, it is more easily installed— more economical to service. Write 
for Brochure A-430 “‘Dust-Proofing Engines with Positive Air Filtration” 


Now ... from Purolator 


POSITIVE PROTECTION 


Through dust and dirt, mile-after-mile, with engines protected by Purolator Air Filtes. 





NS olyarious makes 


Pachbntour-hugging 


FROM DIRT-FILLED AIR 


New dry-type Micronic Air Filter by Purolator 
provides POSITIVE DIRT-PROOFING on all 


makes of cars under all conditions 


An average 100-mile dirt track race with engines wide 
open is regarded as equivalent of many 1000’s of miles 
of daily owner driving. Purolator Dry-Type Air Filters 
capture up to 99% of dirt in air breathed by-engines! 


When Purolator announced early this year that Indus- 
trial Wire Cloth Products Corporation had become a 
wholly owned subsidiary, the entire automotive industry 
knew that the Purolator Dry-Type Air Filter would soon 
be available to the manufacturers of all motor vehicles. 


NOW — the green light is “ON!” 

Tests indicate the unchallenged all-around superiority 
of this new positive dry type air filter by Purolator. 

Briefly, it is lighter in weight, more compact, traps 
microscopic dust and dirt breathed by the engine, has 
many important design advantages. 

Purolator engineers invite inquiries . . . extend labora- 
tory and design facilities to all who wish specific informa- 
tion about Positive Dirt-Proofing. 


PUROLATOR PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Ontario, Canada 


INDUSTRIAL WIRE CLOTH PRODUCTS CORPORATION — A subsidiary of PUROLATOR PRODUCTS, INC. 


Detroit - Dearborn 


- Wayne - 


Petersburg, Michigan. 


**Purolator’’ and ‘‘Micronic’’ Reg. U.S. Pat. Of 
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3-Way Problem Examined... 


Teamwork 


in Buying 


Sought by SAE Panel 


(Continued from Page 17) 


assistance from engineering when 
necessary. 

4, Coordination with purchasing 
on all points of quality control re- 
lated to buying. 

5. Harmony between the two 
functions on problems of design 
specifications and procurement. 


6. Engineering should show 
weights on all forging and cast- 
ing blueprints, as well as indica- 
tion of where the part is to be 


ge Standardize parts where possi- 
e. 

8. Engineers should realize that 
purchasing is not trying merely to 
get lower prices, but also considers 
such factors as quality, delivery 
and service. 

Baxter concluded, “The age-old 
problem of engineering versus pur- 
chasing cannot be settled with an 
exact formula. It is best worked 
out in the area of human relations, 
where people cooperate and work 
together in a good spirit of har- 
mony.” 

* * * 


Purchasing Executive 


Cites Buyer’s Importance 


oe purchasing’s side 
of the argument was Bruce B. 
Curtis, buyer, International H a r- 
vester Co., who began by saying 
the topic could be restated in two 
ways. 

They are: what can purchas- 
ing contribute to the well-being 
of any company, if given maxi- 
mum opportunity, and why is 
purchasing not always as effec- 
tive as it might be in contribut- 
ing to a company’s profits? 
Thinking generally, in terms of 

situations applicable to companies 
producing a consumer product, as 
well as those making a product 
which is sold to an original equip- 
ment manufacturer, Curtis said the 
same principles apply whether the 
organization has a centralized or 
decentralized purchasing function, 
single plant or multiple plant oper- 
ations or engineering, manufactur- 
ing and purchasing all under one 
manager — or under separate man- 
agers. 

“The one thing we must keep in 
mind is that each of us is working 
for the best interests of the com- 
pany we represent,” he said. “Cer- 
tainly,” he asserted, “there can be 
no jealousy or friction between en- 
gineering, manufacturing and pur- 
chasing. 

“On the contrary, there is every 
reason why there should be the 
utmost cooperaion, confidence and 
interchange of ideas and informa- 
tion,” he continued. 

“In my opinion,” Curtis said, “the 
primary objective of purchasing is 
to obtain the lowest ultimate costs 
of commodities and services we 
buy. Certainly price is a factor 
that must always be substantiated, 
but equally important are quality 
and service.” 

Curtis said the importance of 

be 


chasing 

spend about 58 cents of every 
dollar received in sales. 

“It takes a considerably higher 
percentage increase in sales volume 
to obtain the same profit increase 
that can be gained by reducing 
prices paid for purchased material,” 
he contended. 


* * * 


‘Ideal Buyer’ Described 


T° AID the group in focussing 
attention on common problems 
in buying engineered production 
units and parts, Curtis classified 
such items into four groups. The 
first is standard commodities such 
as bolts, nuts, screws and washers. 
Second, are semistandard items 
such as ball and roller bearings, 
oil seals, universal joints and 
—_ plugs. The third category 
is so-called “open-market” items 
designed with no particular source 
or supplier in mind. This broad 
group was intended to include 
castings, forgings, screw ma- 
chine parts, stampings, molded 
rubber parts and gears. 
The fourth group — engineered 


units and assemblies — comprises 
items for which the application 
usually must be developed jointly 
between the buyer’s engineering 
department and the supplier. Con- 
siderable testing is involved for 
engines, transmissions, carburetors, 
hydraulic pumps, brakes, starters 
and generators. 

To crystallize thinking on how 
purchasing can best contribute to 
a manufacturing operation, Curtis 
outlined the “ideal background” of 
an effective purchasing agent. De- 
sired academic training should in- 
clude science, technical study, 
liberal arts and business adminis- 
tration, he said. 


Since a purchasing man is not a 
specialist, he must be well versed 
in all aspects of his company’s 
business. He also must keep 
abreast of market conditions and 
know present and potential sources 
of supply. In dealing with vendors, 
he must know or be able to evalu- 
ate their qualifications on such 
factors as efficient management, fi- 
nancial stability, limitations and 
capabilities and past performance 
and reputation. 

“A truly effective buyer,” stated 
Curtis, “is a powerful public re- 
lations man for his company. He 
develops a strong buyer-seller 
relationship, not only with sales- 
men assigned to his account, but 
with the officers of the supplying 
concern.” 

The effective buyer, according to 
Curtis, not only is in the best posi- 
tion as far as “leverage” is con- 
cerned, but also can exert the 
greatest influence when it comes to 
delivery, quality, engineering as- 
sistance, warranty adjustment and 
replacement parts policy. 

* * * 


All Vendor Contacts 


Handled by Purchasing 
ee from purchasing’s re- 

sponsibilities to suggestions by 
which engineering and manufac- 
turing can cooperate with purchas- 
ing, Curtis outlined the following 
ideas: 


1. Do not exclude purchasing 
from the initial contacts with 
suppliers — particularly on the 
so-called engineered units. (Curtis 
advocated the application of “com- 
petition” principles throughout vir- 
tually the entire procurement func- 
tion.) 


2. Do not release restricted 
specifications and blueprints in 
those instances where competi- 
tion can be enlisted as a pur- 
chasing aid. 


3. Keep to “standards” insofar as 
possible. 


4. Establish “standards” when- 
ever possible. Examples include 
standard specs for lubricating oil, 
castings, brake fluids, etc. Such 
standards save hours of negotia- 
tion and testing. They also en- 
courage a maximum of fair com- 
petition among vendors and assure 
the quality of the purchased prod- 
uct, 

* * * 


Define Requirements 


5 Be SURE the requirements of 
* the part or unit are clearly 
defined. A simple part may be de- 
fined by dimensional limits and 
material specification. A functional 
unit perhaps also has to be 
described in terms of performance. 


6. Make sure that purchasing 
and no one else, selects the sup- 
plier and closes the deal. It is 
not fair to expect an engineer to 
be the judge as to the best 
source, or to get the best price. 
That is purchasing’s responsi- 
bility. 

Curtis declared the timetable 
given engineering, manufacturing 
and purchasing in product im- 
provement and new product de- 
velopment seldom permits release 
of the product for most economical 
costs. “Time permitting,” he said, 
“if the three departments could 
work together as a team on new 
developments, we would have less 





occasion for cost-reduction cam - 
paigns.” 

* + + 
Competition Encouraged 


Among Parts Suppliers 


N CONCLUSION, Curtis stressed 
“the importance of competition 
in everything we buy and the ne- 
cessity of having more than one 
approved source of supply.” He 
insisted that competition is good 
for both the buyer and seller. 

“Even aside from price, I am 
convinced that a buyer sacrifices a 
great deal when he patronizes only 
one supplier for a functional unit. 
He sacrifices protection of supply, 
technical assistance, improvement 
in design — and, yes, even quality 
and performance,” Curtis asserted. 

Competition can be of the 
“long-term” variety or of the 
“day-to-day” type. For a major 
purchased unit, perhaps tooling 
and application prohibits chang- 
ing sources frequently and also 
prevents utilization of two 
sources. 

In such cases, according to Cur- 
tis, the competition must be ex- 
plored early in the development 
stage. “Perhaps not until after 
samples have been purchased from 
each (vendor) and tested, should 
one source be selected,” he said. 

Both engineering and purchasing 
must participate in the final selec- 
tion. Assuming that engineering 
and manufacturing departments 
approve more than one source as 
acceptable, then purchasing should 


make the final decision, Curtis said. 
* * * 


‘Don’t Shackle Purchasing’ 


_ HIS opinion, it often is advan- 
tageous to utilize two or more 
sources on so-called “engineered 
units” when conditions permit. He 
called it engineering’s responsibility 
to give purchasing the necessary 
approvals for consideration of mul- 
tiple sources (whenever possible), 
to gain the advantages of this pur- 
chasing technique. 

To have active and constant 
competition, Curtis emphasized 
that purchasing must not be 
burdened with restricted designs, 
specifications and blueprints. He 
underlined the importance of giv- 
ing purchasing the privilege of 
optional design on major units, 
as well as the prerogative of 
which or how many will be used. 
“In my opinion,” Curtis stated, 
“there is little or no excuse for 
restricted blueprints or specifica- 
tions on what I referred to as 
‘open-market’ items. We certainly 
believe that prints should be suf- 
ficiently detailed to permit any 

qualified supplier to quote. 

“We do not approve of a ven- 
dor’s name appearing on the print 
of an open-market item. Neither 
do we approve of a statement such 
as ‘XYZ Co. No. 472 or equivalent.’ 
Why reveal to any possible sup- 


pliers who their competition is, | / 


both as to price and quality?” he 


concluded. 
* 


Buyers Suggest Methods 


Of Protecting Supplier 


Lena panel leader Williams 
opened the meeting to ques- 
tions from the floor, the first hot 
one tossed at the experts was a 
query on how alternate sources are 
cultivated when the nature of the 
product is such that extensive de- 
velopment and testing require- 
ments limit engineers to one ven- 
dor during initial stages of the 
program. 

Extensive discussion failed to 
disclose any general agreement 
on methods of handling this situ- 
ation. However, a principle al- 
legedly followed by most buyers 
was that they are careful to see 
that a vendor is “protected” when 
he has an equity in the item as 
finally developed. 

One buyer said his company fol- 
lows a “pay as you go” policy in 
such matters. It prefers to avoid 
getting into a situation where it 
might be obligated to a vendor — 
hence, the company pays as it goes 
and stands a fair share of engi- 
neering and development expenses. 

Another purchasing man said it’s 
a question of “who invited whom to 
the party” — meaning that a ven- 
dor should not participate in such 
development programs if he cannot 
afford to miss a production order 


on some occasions. 
x * * 


A ‘Hard-Boiled’ Attitude 


T WAS obvious that, the entire 
matter of how properly to “re- 





Buyer's Confab— 


Talking things over before getting to- 
gether with other panel members for an 
SAE discussion of purchasing’s role in 
manufacturing are J. F. Spaulding (left), 
assistant purchasing agent, Cleveland 
Diesel Engine division, GMC, and H. A. 
Williams, director of purchases, Eaton 
Mfg. Co. 

* +. * 
ward” the supplier who has been 
instrumental in developing an 
original equipment component is 
highly controversial and constitutes 
one of the most delicate phases of 
the buyer-seller relationship. 


Sometimes the purchasing agent 
promises to award the initial pro- 
duction order to the vendor who 
cooperated on the development 
work, and then throws the bids 
open to other suppliers after the 
first production run is completed. 


Underlying the air of friendly 
discussion, it was easy to observe 
the typical purchasing agent’s 
tough, hard-boiled approach to 
procurement problems. 

Despite the careful phrasing of 
statements and tactful remarks 
that vendor’s are assured of fair 
treatment, the tenor of buyer re- 
plies certainly made it plain that 
— once an item is in production 
— they do not make a practice of 
favoring the original developer 
with a premium price. If the 
originator wants to keep the busi- 
ness permanently, he must win the 
order periodically in open compe- 
tition with other potential sources. 

When asked a direct question: 
Can a vendor’s development cost 
be reflected in the price charged 
for an item?—one buyer voiced 
the sentiments of most purchasing 
men when he answered, “Of course 
it should be reflected in the price 

. however, if the price is too 
high, you just don’ t get the order!” 


Buyer’s Qualifications 


Stir Hot Debate 


, ROS subject which brought 
forth nothing but disagreement 
among panel members and those 
who commented from the floor was 
the question of engineers in pur- 
chasing departments. Industry 
practices vary widely. 

One company insists that all 
its key purchasing personnel be 
engineers. Another uses men with 
“semi-technical” backgrounds. At 
the other extreme are those who 
say: “Let engineers do the engi- 


Leece-Neville 
Shows 214-Pound 
Rectangular Motor 


CLEVELAND. — Leece - Neville 
Co. announced that it has 
developed a rectangular motor 
which is designed to give the same 
output’ as comparable round 
motors, but in less space. It is 
available in six, 12, 24 and 32-volt 
ranges with outputs up to 140- 
ounce inches. 


Initial applications, the company 
said, will be in cars and trucks for 
use in window regulators, seat ad- 
justers, air-conditioning units and 
other areas where space is limited. 

The motor weighs 2% pounds, is 
2% inches thick, three inches high 
and 3% inches long. 

Commenting on his company’s re- 
search program, which developed 
the motor, President P. H. Neville 
said, “The auto industry’s tech- 
nological advances are so rapid 
that suppliers not only must keep 
pace with such advances but also 
must anticipate industry needs.” 





neering and let purchasing men 
do the purchasing.” 

A proponent of technical people 
in purchasing gave as one reason: 
“Such people command the respect 
of ordering departments, whether 
they be dealing with engineering or 
manufacturing.” He also claimed 
that technically trained men can 
do a better job in some purchasing 
agent functions than nontechnical 
buyers. 

A third reason was reduced time 
and expense in purchasing, since 
a technical buyer can interview 
sales representatives, “filter” them 


»|and screen out a number of ven- 


dors before referring the “qualified” 
suppliers to the engineering de- 


partment. 
* > 7 


Choosing a Buyer 


7 SUCH arguments, a factory 
executive replied with the fol- 
lowing contrasting outline for his 
version of a purchasing agent’s re- 
quirements: Broad know-how of 
plant operations, familiarity with 
the product and business adminis- 
tration background, with an under- 
standing of economics. 


The purchasing man also is ex- 
pected to possess a large measure 
of “vitality” — and to be alert 
to opportunities for doing a 
better job. In addition, success in 
the human relations area was de- 
clared a vital factor in the 
buyer’s makeup. 


Another management man said: 
“We've found no necessity for hav- 
ing all purchasing agents techni- 
cally trained ... their prime requi- 
site is an ability to get along with 
people.” He referred to the short- 
age of engineers and conceded that 
he might be willing to let sales and 
purchasing departments have those 
engineers who are afraid to get 
their hands dirty. 


x + x 
Purchasing Research 
A Disputed ‘Topic 
F engeinenys subject that is sure 
to start a dogfight when men- 
tioned at a purchasing meeting is 


purchasing research or “value 
analysis” as it sometimes is called. 


This topic was discussed at 
some length with little evidence 
of agreement on fundamental 
questions related to the exact 
manner in which such a function 
should be carried out and how 
the purchase analysis group 
should be fitted into a company’s 
organizational structure. 


At one extreme were those who 
advocate a setup whereby purchas- 
ing analysis is not responsible to 
the top purchasing executive — 
but, instead, reports directly to 
management. The other school of 
thought was represented by those 
who insisted the purchasing analy- 
sis function should be performed 
within the purchasing department 
itself “to encourage more effective, 
more economic buying — but with- 
out the morale-destroying atmo- 
sphere of having an outsider look- 
ing over the buyer’s shoulder.” 


However, whether the value 
analysis operation is performed at 
staff level or right in the regular 
purchasing department, it was the 
consensus that some such function 
is necessary and beneficial in most 
manufacturing companies, regard- 
less of size. 


Purchasing research methods 
vary from one company to an- 
other, but a common goal is the 
search for new materials, new 
methods, production simplifica- 
tion and standardization -—- in 
other w ords, “any conceivable 
way of reducing costs of pur- 
chased materials and services 
while maintaining the desired 
level of quality and service.” 


Creative study of processes and 
assemblies, as well as the functions 
of parts themselves, unquestionably 
is contributing to reduced produc- 
tion costs in many progressive 
companies which practice “scien- 
tific and sensible evaluation of any- 
thing that costs money.” 


Walter Kidde Picks Kelley 


Wilbur E. Kelley, former mana- 
ger of the New York Operations 
Office of the U. S. Atomic Energy 
Commission, has been elected pres- 
ident of Walter Kidde Nuelear 
Laboratories, Inc., Garden City, L. 
I. Kelley succeeds Henry K. Nor- 
ton, president since the company’s 
formation in 1952, who will con- 
tinue as a director. 
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5 Engineering Briefs 


CINCINNATI.—Cincinnati Indus- | 


tries, Inc., has developed a process 
of crosscreping kraft, a strong sul- 
phate paper, to produce a product 
which, it says, has many charac- 
teristics of cloth. 

The product, called X-Crepe, can 


be laminated or embossed and | 
the | 


stretches in every direction, 
company says. 

When laminated to itself or to 
cloth, fibers, films or foils, the 
manufacturer, says, it can be used 
as in-between backing in metal, 
wood, fabric and padding construc- 
tion. 

A special grade of X-Crepe has 
been developed for an auto manu- 
facturer, the company said. The 
auto maker believes it could be 
used for quarter-panel trim back- 
ing. In this application it was 
necessary to have a backing which 


could be drawn tightly around com- May 9-11 in Memorial Auditorium. 


plex curves and glued to the body. 
Another use, Cincinnati 
tries said, was in flexible air ducts 


for the auto industry. 
* x * 


Test Device Aids Firestone 


In Hunt for Synthetics 
AKRON. — Firestone Tire 


machine that tests strength and 


elasticity of rubbers at higher tem- | 


peratures than ever before possible. 

Firestone said it will be used in 
the quest for new synthetic rubbers 
capable of performing at tempera- 





} 4 
(a 





Highway Hi-Fi— 

The “works” of CBS-Columbia’s high- 
fidelity phonograph for automobiles are 
positioned around the die-cast certified 
zinc base plate. The plate has a cutout 
for the tone-arm assembly and cast-in 
recess for the turntable. At top are the 
die-cast counterweight, idler link and stop. 
The hi-fi units are available in all Chrys- 
ler Corp. cars. 


1-Unit Base Cited 
In Construction of 


Auto Hi-Fi Player 


NEW YORK.—A one-piece base 
plate is credited with providing the 
necessary rigidity and compactness 
for the high-fidelity phonograph 
equipment available in 1956 Chrys- 
ler Corp. cars. 

CBS-Columbia, which developed 
the instrument, said it turned to 
a job shop die caster to produce 
the plate. Among the problems to 
be overcome were those of making 
a record player that would not be 
affected by an automobile’s sudden 
stops and starts, vibration and 
turns. 

The certified zinc base plate 
weighs 3% pounds, CBS-Columbia 
said, adding that one-piece con- 
struction simplified assembly and 
reduced costs. 

Assembly time was slashed by 
cast-in projection and cored re- 
cesses, openings and attachment 
Points which allow assembly of the 
entire “works” of the set to the 
base plate. 


Watson Buys McCormick 


Hank Watson has purchased Cliff 
McCormick Pontiac, Waynesburg, 
Pa., and is operating the dealer- 
ship as Watson Pontiac Sales. Wat- 
son was a used-car dealer five 
years. 


Indus- | 


& } 
Rubber Co. has announced develop- | 
ment of an electrically powered | 


| 
| 
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tures that presently burn or melt 
most rubber products. 
These new rubbers, Firestone 
said, are needed for the following: 
1. High-speed aircraft and mis- 
siles. 


2. High-speed tires for tomor- 
row’s vehicles. 
3. Industrial rubber products for 


high-speed machinery. 

4. New applications where rub- 
ber can replace other material, | 
for example, in handling hot | 
materials. 


Buffalo Is Is Scene 
Of Welding Show 


BUFFALO.—The fourth welding 
show sponsored by the American 
Welding Society will be staged 


J. H. Humberstone, society presi- 
dent and president of Air Reduction 
Sales Co., Nw York, said the ex- 
position would be the largest ever 


| 
|held in the industry, with 100} 
| companies participating. 
Coincident with the show, the 
society will hold its annual business | 
meeting and a series of technical | 
conferences. The metals-engineering | 
division of the American Society | 
of Mechanical Engineers will, for 
the first time, join the welding 
society in sponsoring sessions. 
Registration information may be 
obtained from the American Weld- 
ing Society, 33 W. Thirty-ninth St., 
New York 18, N. Y. 


New Nickel Process Released | 


|For Commercial Use 


MATAWAN, N. J.—A new nickel | 
|plating process called Levelume | 
| has been released commercially by 
Hanson-VanWinkle-Munning Co., | 
its developers. 


The firm said Levelume is the 


| first bright nickel process to com- 


bine qualities of “full” brightness, | 
high leveling and exceptional speed. | 


According to information given by 
Hanson-VanWinkle-Munning, Lev- 
elume in field tests has shown de- 
position rates 100 percent higher 
than the fastest processess avail- 
able. 

An official of the firm said that 
the new process has enabled an 
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plating process can be converted to 
| Levelume in a matter of a few 
| days, the official said. Key to the 
| success is said to be some newly 
developed addition agents. 


* 


Delta Tool Offers Tips on Use 


Of Power Cutoff Machine 
NEW YORK.—Cutoff machines 


for ferrous and nonferrous metals 


can be a big money saver to in- 


| dustry but, because of its relative 
| newness, the tool often is misused, 





Before and After— 


An automobile hub cap is shown above | 
before (top) and after bright nickel Leve- 





= * 

auto parts manufacturer to more| 

than double production without in- | 

vesting in new equipment. 
Practically any existing nickel 


according to Delta power tool di- 
vision, Rockwell Mfg. Co. 

Delta emphasized that the choice 
of wheels is a major item in the 
use of the cutoff machine. The 
company recommends a soft grade 
of wheel for cutting hard materials 
and says a softer wheel should 
be used on solid stock than on tub- 
ular stock. 


In cutting ferrous metal with 


| abrasive wheels, Delta advises feed- 
jing the wheel 


into the work as 
fast as possible. 

While nonferrous metals can be 
cut with abrasive wheels, the com- 
pany says tests have indicated that 
it often is more advantageous to 
use a high-speed, metal-cutting 
steel saw blade in the cutoff ma- 
chine. 


is Going Over 500 Miles An Hour 





In 1947, John Cobb established the present 
world’s land speed record of 394.20 miles per 
hour—on Dunlop Tires. Since 1929, every 


world’s land speed record has been set on 


Dunlop Tires. 


To test these unique high-speed tires, Dunlop 
has built a special high-speed testing laboratory. 
Here Dunlop technicians study the effects on 


tires of speeds over 500 miles per hour. 


The knowledge gained in these tests of tire 


behavior, of new methods of design and of new 
materials, results in better, safer, longer lasting 
tires for passenger car and commercial use. 


No wonder drivers everywhere are equipping 


their cars with Dunlop Tires—the tire they are 


certain will give them maximum safety, greater 


riding comfort and longer tire life. 


DUNLOP TIRE AND 


RUBBER CORPORATION 


DUNLOP TIRES 


For Passenger Cars, Trucks, Farm Vehicies and Aircraft 


DUNLOP...FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 


Factory and Executive Offices: Buffalo 5, N. Y. 
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Technical PERSONNEL CHANGES 





Elton S. Moyer has been ap- 
pointed chief engineer in charge of 
the development and research pro- 
gram of the Moraine Products 
division of General Motors at Day- 
ton, O. He formerly was assistant 
chief engineer. 

Francis J. Markey has been pro-| 
moted to a newly created Moriane 
position as automotive products 
sales manager. He had been assist- 
ant chief inspector. 

a * * 


Auto-Lite Appoints 


Bennett to New Post 


Raymond G. Bennett, Maumee, O. 
has been appointed administrative | 
chief engineer of Electric Auto- 

Lite Co., Toledo, 

ROE le, a new position, it 

f ‘ has been announ- 

4 ced hy L. H. Mid- 

: dleton, director of 
engineering. 

He will direct 
and coordinate 
engineering divi- 
sion personnel 
and administer 
supporting activi- 
ties to technical 
R. G. Bennett engineering work, | 

Middleton said. | 

He joined Auto-Lite in 1953 as| 

a senior mechanical engineer. 
* * * 


Westinghouse Appoints 


Weatherholt in Gears 

F. D. Weatherholt has been ap-| 
pointed manager of Westinghouse 
Electric Corp.’s gearing division, 
it has been announced by A. C. 





Monteith, vice-president. 
Weatherholt succeeds L. R. 
Botsai, who has been appointed | 


assistant to the _ vice-president. 
Weatherholt joined Westinghouse in 
1921 as a member of the graduate 
student course. 

+ * ab 


Bendix Picks MacKenzie 


As Executive Engineer 


Russell E. MacKenzie has been | 
appointed executive engineer for 
the automotive products section of 
the Bendix prod- 
ucts division, 
Bendix Aviation 
Corp., South 
Bend. 

MacKenzie was 
chief engineer of 
the Studebaker 
truck division at 
South Bend for 
seven years. He 
has been active 
in Society of Au- 
tomotive Engi- 


neers for more than 25 years. 
* * * 


DuMont Names 17 Reps 


To Handle Analyzer | 
| 


Allen B. DuMont Laboratories, 
Inc., here, has named 17 dealers) 
who will be the first to handle its| 
engine analizer. The device resem- 
bles a portable television receiver. | 

Distributors in the New York 
City area are: Durham Co., Inc., 
Manhattan; Eveready Motor 
Equipment Co., Brooklyn, and Men- | 
ninger & Co., Jamaica, Queens. 
New Jersey: Alfa Products Co., 
East Orange; G-T Associates, 
Paulsboro, and Sadewitz’s Service 
Center, Inc., Clifton. North Caro- 
lina: Devlin Supply Co., Inc., Wins- 
ton-Salem; Southern Bearings & 
Parts Co., Inc. Charlotte, and 
Teague Auto Supply Co., Greens- 
boro. 

Others are: Barfield Instrument 
Corp., Miami; De Boer Motors, Inc., 
Milwaukee; Ed Maher, Inc., Dallas; 
Southern Distributors, Inc., Wash- 
ington, D. C.; Watkins Auto Sup- 
ply Co., Inc., Easton, Md., and L. B. 
Electronic Equipment Service, East | 
Hartford, Conn. 

° 


cg * 


Hallowell to Head Up 


American Standards Assn. 


H. Thomas Hallowell jr., presi- 
dent of Standard Pressed Steel 
Co., Jenkintown, Pa, has been 
elected president of the American 
Standards Assn. 

H. E. Chesebrough, executive 
engineer, engineering division, 
Chrysler Corp., has been elected 





R. E. MacKenzie 





|of Borg-Warner Corp, has been ap- 


to the ASA board of directors to 
serve a three-year term, repre- 
senting the Automobile Manufac- 
turers Assn. 

* + * 


Hedberg to Leece-Neville | 

Axel W. Hedberg has been ap- 
pointed works manager of Leece- | 
Neville Co., Cleveland. He formerly | 
was plant manager of the electric 
motor division of Hoover Co., North 
Plainville, N. J. 


* * & 


Miller Takes New Post 
Kay Miller, formerly chief re- 
search and development engineer | 


pointed assistant chief engineer of 
American Tractor Corp., Churu- 


| the National Tube division of U.S. 


| plate-glass manufacturing plant at 
| Cumberland, Md. He formerly was 
| with the glass engineering depart- 
|ment in Pittsburgh. 
| + * 
| Sturges to Carborundum 
| Donald G. Sturges, formerly op- 
| perations director of the Atomic 
| Energy Commission’s plutonium 
| plant in Washington State, has been 
appointed manager of the new- 
products branch in the research 
and development division of carbo- 
rundum Co., Niagara Falls, N.Y. 
+ +” + 


Miraldi Joins Houdaille 


R. V. Miraldi has been appointed 
engineering assistant to G. C. Salt- 
arelli, operations vice-president of 
Houdaille Industries, Buffalo. Since 
1940, he has been associated with 


x 


Steel, Packard Electric division of 
General Motors, and Freuhauf 


Trailer Co. 


* x * 


Pioneer Names Howell 





| 
busco, Ind. | 
* 2 * | 


Glass Firm Shifts Lucas | 


John G. Lucas, jr. has been! 
named plant electrical engineer of 
Pittsburgh Plate Glass Co.’s new| 


= 


pee Ba & a 


They Shop in Town Journal 


Appointment of H. C. Howell as 
chief chemist for technical develop- 
ment of Pioneer Products division 
of Witco Chemical Co., Perth Am- 
boy, N. J., has been announced. 





Howell has been resident manager 








Be ca 


of Trinidad Asphalt Plant & Petro- 
leum terminal of the Barber Oil 
Corp., with which he had been af- 
filiated since 1924, 

+. * * 


Eaton Promotes Rooke 


To Succeed Flower 


Robert J. Rooke, assistant produc- 
tion control manager of the stamp- 
ing division of Eaton Mfg. Co., has 
been promoted to production con- 
trol manager. 

He succeeds Richard E. Flower 
of Euclid, O. who is retiring after 
38 years, 25 of which were spent as 
production control manager in the 
stamping division. 

+ * * 


Pittsburgh Plate Picks 
10 for New Glass Plant 


Appointments of 10 supervisory 
officials to the management staff 
of Pittsburgh Plate Glass Co.’s 
384 million plate glass manufac- 
turing plant under construction 
at Cumberland, Md., have been 
announced. 

They include Robert H. Loffert, 
assistant superintendent; John B. 
White, superintendent of the tank 
department at Ford City, Penn., 
has been named production su- 
perintendent; John W. Nelley, 


ARM JOPRNAL 
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formerly with Glass division 
engineering in the company’s 
Pittsburgh headquarters, has been 
appointed tank superintendent; 
Richard H. Ross, tank foreman; 
Harry A. Smith jr., grinding and 
polishing superintendent; Robert 
C. Perry, assistant polishing and 
grinding superintendent; John 
W. Willits, wareroom superin- 
tendent; Ray G. Joiner, chief in- 
dustrial engineer, and Harry S8. 
Drury jr., and Roy W. Yunker, 
plant engineers. 
* * 


= 


Modine Picks Morse 


Don F. Morse, Green Lake Vil- 
lage, Mich., has been named general 
manufacturing manager of Modine 
Mfg. Co., Racine, Wis. Named to 
the newly-created post of consult- 
ing engineer, manufacturing divi- 
sion, is Arthur B. Arnold, who has 
been with Modine for 29 years. 
Morse came to Modine from Ford 
Motor Co. 


+ * «# 


Tammen Names Vincent 
Harvey S. Vincent has been ap- 
|pointed sales vice-president of 
|Tammen & Denison, Inc., Chicago, 
consulting engineers. Vincent has 
established two engineering organ- 

(Continued on Page 29, Col, 3) 
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New Web-Hardening Machine— 


Hardening three holes in a steel brake shoe web by this new web-hardening 
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Technical PERSONNEL CHANGES 





(Continued from Page 28) 


izations. He was president of Mid- 
land Product Engineering, Detroit, 
and was president of National 
Crown Engineering & Mfg. Co., 
Philadelphia. 


+ * + 
Timken’s Halderman 
Joins Commerce Dept. 


Appointment of Lawrence J. | 


Haderman, Los Angeles, execu- 
tive of Timken Roller Bearing 
Co., as director of the general 
components division of the Busi- 
ness and Defense Services Ad- 
ministration of the Department of 
Commerce has been announced. 


| Mfg. Co. Dr. Hendricks has been 
named manager of research and 
development. He joined 3Ms in 1936. 
| Calabrese has been appointed man- 
end of products control. He be- 
came associated with the firm in 
| 1943 as a chemist. 
* cs * 


Ford ‘Car-X’ Picks Adams 


Appointment of Allan Adams as 
|quality control manager of the 
| special products division, Ford Mo- 
tor Co, has been announced 
|Adams has held the position of 
quality control manager with Ford 
division's Dearborn assembly plant 


- 2 ~-s 


3Ms Appoints Two 
Appointment of Dr. James O. 


|for eight years. 
| + * 


* 


|Race Car Builder Moore 


machine improves hardness control, eliminates warpage, increases production and| Hendricks and Carl J. Calabrese to Joins Pontiac Engineers 


cuts fuel costs, it is claimed. The machine, designed and built by Selas Corp. of | new positions in the fibrous and in- 
America, Philadelphia, automatically treats 165 pieces an hour with a consumption| dustrial tape division has been an- 
of 175 CFH of natural gas pre-mixed with air by a gas combustion controller. 








PLYMOUTH 


sells the whole 
Countryside Market... 
Town and Farm 


This full-color, full-page advertisement showing the luxuri- 
ous interior and trim lines of the new Aerodynamic Ply- 
mouth appeared in recent issues of Farm Journal and Town 
Journal. Why did Plymouth advertise in the Countryside 
Unit, as this combination of magazines is called? 

Because every month more than 5 million copies of 
the Countryside Unit reach and influence the biggest single 
automotive market in America—countryside America. 

More than 22 million families live beyond the metropoli- 
tan centers—in countryside America. They own and oper- 
ate nearly half of America’s cars and 65% of all the trucks. 
Almost 73% of the nation’s automobile and truck dealers do 
business in countryside America, serving the very families 
that see and read Farm Journal and Town Journal. 

This is market penetration—merchandising force—un- 
equaled by any other national publication in this important 
area. Dealers like this advertising, too, because it assists 
them by preselling their best customers and prospects .. . 
and in keeping them sold. After all, the Countryside Unit 
has the same concentrated impact on the community as a 
local newspaper—gives dealers the local support they want. 


People like to read advertising in magazines 


Yeats the Monkwurk thes of ter « Sqht of 
fe Bigg Premse « Aye Mama of Howe Meliren 


Craural Kalinin | 


ES A Home for Real Countryside Living 





PUBLISHED MONTHLY BY FARM JOURNAL, INC. © PHILADELPHIA 5, PA. 


GRAHAM PATTERSON RICHARD J. BABCOCK 
Publisher President 


Appointment of L. H. Moore as 
a member of the engineering de- 
nounced by Minnesota Mining &| partment of Pontiac has been 


29 


announced. He will work on 
special engineering assignments 
and headquarter in Indianapolis. 

Moore is a driver, builder and 
owner of race cars which have 
set records at the Indianapolis 
| Speedway and other tracks. He is 
the only car owner and builder 
to have ever won five Indiana- 
polis races. 

¥ * * 


Timken Promotes Girardi 


Daniel J. Girardi has been ap- 
| pointed head of research and proc- 
|ess control at Timken Roller Bear- 
ing Co., Canton, O. Girardi will di- 
|rect metallurgical research and 
|mill metallurgical work for all di- 
| visions of the company. 

| . & . 





Laurent Named Chief Engine 
Of Rheem Automotive Co. 


Appointment of Howard Laurent 
as chief engineer of Rheem Auto- 
motive Company, 
Los Angeles, has 
been announced. 

The company 
will move from 
existing facilities 
in Los Angeles to 
anew $6% million 
plant on a59-acre 
site at Fullerton, 
Calif., this year. 
The Fullerton 
plant will be in 
operation by mid- H. Laurent 
year, according to company offi- 
cials. 





* * * 
GM Appoints Krieg 
William L. Krieg has been ap- 
pointed chief inspector of the Gen- 
eral Motors Corp. Boxwood Road 
assembly plant in Wilmington, Del. 
He was transferred from the Lin- 
den (N. J.) plant where he had 
been general production superinten- 
dent. Krieg started with GM in 
1935 with Oldsmobile in Lansing. 
* & * 


Rheem Appoints Mason 
Head of New Department 


The chemical processing and 
metallurgical departments of 
Rheem Automotive Co., Los An- 
geles, have been consolidated and 
will be headed by Dale F. Mason, 
as technical control manager. He 
formerly was head of chemical 
process control. 

The promotion of Ira Hayes from 
analytical chemist to chief chemist 
also was announced. 

* * * 


Harris Co. Appoints Bradley 


\To Engineering, Sales Post 


Appointment of Dan T. Bradley 
ito the newly created post of engi- 
neering and sales 
vice-president of 
Harris Products 
Co., Cleveland, 
has been announ- 
ced. Bradley for- 
merly was engi- 
neering vice- 


president. 
Supervision of 
sales and engi- 





ae neering functions 
ee has been consoli- 
D. T. Bradley dated under Brad- 
ley since most of the company’s 
products are engineered to meet 
Ieper agg requirements, company 
officials said. 
* = * 


Mather Appoints Daugh 

The appointment of Harry C. 
Daugh as chief industrial engineer 
has been announced by Mather 
Spring Co., Toledo. In his new post, 
Daugh will have charge of all in- 
dustrial engineering on a company- 
wide basis. 

* om ~ 


Householder Joins Plymouth 


F. R. Householder, auto racing 
driver and official, has joined 
Plymouth as a_ staff engineer. 
Robert Anderson, Plymouth chief 
engineer, said Householder’s as- 
signment will include development 
work on the 240-horsepower Plym- 
outh Fury. 


x * * 


Efficient Tool Names 
Nadsady as Manager 


Clarence A. Nadsady has been ap- 
pointed general manager of Effi- 
cient Tool & Die Co., Cleveland, 
after three years with the firm as 
assistant to the president. 

At the same time Karl Eschel- 
bach has been named sales mana- 
ger of the company after several 
years as a sales engineer. 
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Supply Limited—Order Today 
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2666 PENOBSCOT BLDG. 


By J. B. Van Tassel 
Dealer Business Counsel 
ONEY invested in merchandise 
and carried on your books as 
inventory is exactly the same as 
money in the bank, except one is 
in cash and the other is money in 
the form of merchandise that is 
spread all‘ over your place of busi- 
ness. 

Also, the money in the bank is 
checked to the penny each month; 
in fact, the reconciliation of the 
bank statement is the number one 
job of the auditor or bookkeeper 
each month. 

If he finds a difference of one 
cent between the balance shown 

in his books and the balance 
shown on the bank statement, he 
is on his way to the bank to find 
out where that penny is. 

How many bookkeepers or audi- 
tors do you know of that will check 
a $1.000 or a $100,000 stockroom 
inventory once a month? Yet these 

bits and pieces and old iron in the 
stockroom department are exactly 
the same as dollars tucked away in 


a well-guarded bank safe. 
* * * 


Used Cars, Too 


HE same goes for used cars 

taken in trade on new and used 
cars; only, they are checked more 
often than stockroom inventory. 
However, the change in used-car 
values is much more sudden than 
on parts and accessories. 

Hence, I would say that the 
two most important required in- 
ventory control systems in a 
dealership are the stockroom 
inventory control and the used-car 





inventory control. 

I recommend that every dealer 
set his parts inventory control sys- 
tem up on a turnover basis of not 
less than four times per year and 
remember that the final turnover 
ratio is not the final answer. The 
actual turnover ratio of individual 
items should be analyzed from the 
information that usually is shown 
on the perpetual inventory control 
record cards that are a part of 
most factory-recommended control 
systems. 

. * + 


Parts Control Essential 


EALERS should require their 
parts managers to furnish them 


98-Octane Gas 
Goes on Sale in 


+ +. . 
Michigan, Ohio 

DETROIT. — A new gasoline 
boasting an octane rating of 98 will 
go on sale this week at 750 Speed- 
way Petroleum Corp. stations in the 
Detroit area and certain localities 
in outstate Michigan and Northern 
Ohio. 

C. W. Sucher, president of Speed- 
way, said the new gasoline will be 
able to satisfy compression ratios 
as high as 12 to 1. (Highest-Com- 
pression ratio car now on the road 
is the 10-to-1 Packard.) 

Sucher said the gasoline is pro- 
duced by a special refining process 
in which low-octane naphthas are 
recycled into high-octane gasoline. 

This recycling, he said, produces 
a cleaner, higher-octane product. 
The process, called Soler-refining, 
is capable of producing gasoline 
with an octane rating of 100 and 
more, he said. 


Wisconsin Studies 


VW Cancellation 


MILWAUKEE. — Melvin O. Lar- 
sen, Wisconsin motor vehicle com- 
missioner, has taken under advise- 
ment a case in which Volkswagen 
cancelled the franchise of a Mil- 
waukee distributor. 

Wisconsin law prohibits franchise 
cancellation without sufficient 
cause. The commissioner cannot 
require return of the franchise, but 
he can prevent the licensing of 
another Wisconsin distributor for 
one year: 

The distributor, Volkswagen Im- 
porters, Inc., has since changed its 
name to Imported Auto Distribu- 
tors, Inc. Wisconsin Volkswagen 
dealers are being served tempo- 


DETROIT 26, MICH. | rarily by a Chicago distributor. 


Dealer Business Counsel 


Stockroom, Used-Car Inventory Controls 
Vital to Any Dealership 





daily with a report covering pro- 
curement and sale of parts. 

Parts inventory control record 
systems should show quantity of 
each part on hand, rate of move- 
ment of each part, date each part 
was ordered, received and sold, 
sales price, cost price, trade dis- 
count, application of parts to the 
various model cars in your make. 

Also, one of the most impor- 
tant records to be shown is the 
lost record card which should 
show a complete accounting of 
the number of calls your stock- 
room department has had for a 
specified part that is not carried 
in stock. 

One of the fastest ways to lose 
a good customer is to keep sending 
him to some other dealer for a 
part you do not carry in stock. 
Customers like to deal with busi- 
ness houses that can supply them 
with their complete requirements. 

* * + 


J. B. Van Tassel will be glad to 
answer any questions you may 
have concerning dealer business 
management. You may write to 
him in care of Automotive News. 


Champion Turns 


To New Alloy 


TOLEDO. — A new electrode 
alloy called Powerfire, said to pro- 
vide a marked increase in spark 
plug life, has been adopted for use 
in the full line of Champion auto- 
motive plugs. 

Developed under the direction of 
Champion engineers to meet the 
| higher combustion chamber t em- 
peratures developed in modern 
engines, the new high-temperature- 
resistant alloy is said to withstand 
up to 200 degrees more temperature 
than the material previously used 
in Champion plugs and broaden the 
operation range in certain applica- 
tions by as much as 30 percent. 

In road tests, Champion said, it 
was shown that the new Powerfire 
plug resulted in starts up to 71 per- 
cent faster, acceleration up to 13 
percent faster, top speed up to 10 
percent faster and _ hill-climbing 
ability up to 15 percent faster. 


Revived Ohio Group 


Puts Barrett at Helm 

CHILLICOTHE, O. — The Ross 
County Automobile Dealers Assn. 
has revived its organization and 
elected Orville Barrett, Chillicothe, 
to serve as president. 

Other officers are William H. 
Nolan, vice-president, and George 
H. Landrum, secretary - treasurer. 





Both are from Chillicothe. 





Milestone Gallon— 


The 10th millionth gallon of brake 
fluid, produced at the new Wagner 
Lockheed plant, is presented to H. H. 
Brandenburger, right, manager of auto- 
motive parts division, Wagner Electric 
Corp. St. Louis, by E. P. Schnieder, plant 
superintendent. This quantity represents 
fluid enough to fill the brake system of 
approximately 80 million vehicles. 
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Auto Personnel 





Richard J. Donnelly has been 
appointed manager of labor rela- 
tions of Clark Equipment Co., ac- 
cording to Bert Walker, Clark 
manager of industrial and com- 
munity relations. For the past 15 
years, Donnelly has had personnel 
assignments with General Motors, 
Consolidated Vultee and Piasecki 
Helicopter Corps. 

+ * * 


Five Promoted in Sales 
At Eclipse Machine 


Five promotions in the sales de- 
partment of Bendix Aviation Corp.’s 
Eclipse Machine division, Elmira, 
N. Y., have been announced by R. 
S. Johnson, divisional sales direc- 
tor. 

A. L. Thompson, named sales 
manager, will replace L, F. Frie- 
berg, who has retired. R. K. Gornall 
has been named assistant sales 
manager for Stromberg carburetors. 
Cc. L. Mellor jr. has been named 
sales manager for Bendix starter 
drives. They will be located in the 
Detroit office. 

Henry C. Bush has been pro- 
moted to the post of staff assistant 
to the sales director. Bush formerly 
was manager of bicycle products 
and automotive aftermarket sales, 
a position now assumed by Joseph 
P. Fanning. Fanning will be located 
in Elmira. 

> > 


Canfield Picks Halliday 


The opening of Los Angeles sales 
offices and appointment of William 
R. Halliday jr., Pasadena, Calif., as 
west coast representative of H. O. 
Canfield Co., has been announced. 


Yale & Towne Appoints 


Hedner to Sales Post 


Yale & Towne Mfg. Co., Philadel- 
phia, has announced appointment 
of an assistant general sales man- 
ager and two branch managers. 

Carol O. Hedner, hoisting equip- 
ment sales manager since 1931, is 
the new assistant general! sales 
manager, and J. Russell Manning, 
Cincinnati branch manager, has 
been transferred to Detroit. L. W. 
Goldenson, with the company 10 
years, is San Francisco branch 
manager. 

. . * 


Porter Elects Holbert 


Charles L. Holbert has been 
elected a vice-president of H. K. 
Porter Co., Inc. Before joining 
Porter, Holbert was executive vice- 
president, Southern Pacific Milling 
Co., Ventura, Calif. 

* - 


* 


Ford’s Day to Head 


Aluminum Foundry 


Elvin W. Day has been named 
plant manager of Ford Motor Co.’s 
new aluminum castings plant which 
will be constructed near Sheffield, 
Ala. 

Preparation of the site for the 
new 250,000-square-foot aluminum 
foundry will begin late this spring, 
and will be completed late in 1957. 
Day first joined Ford in 1923. 

oa 7 * 


Bohn Names Aylward 


General Sales Head 

Bohn Aluminum & Brass Corp., 
Detroit, has named Richard C. 
Aylward general sales manager. 
Alyward was manager of Bohn’s 
midwest region, embracing Chi- 
cago, Milwaukee, St. Louis, Min- 
neapolis and Moline. He started 
with Bohn in 1947. 


o + . 
Tung-Sol Names Cook; 
Chooses Three Aides 


Tung-Sol Electric, Inc., Newark, 
N. J., has appointed Harold F. Cook 
to director of advertising and mar- 
ket research. 

Cook’s three aides are Robert M. 
Andrews, manager of advertising 
and sales promotion for electronic 
products; Edward G. Hazeltine, 
Manager of advertising and sales 
promotion for automotive products, 
and Gerald A. Morgan, manager of 
market research. | 

* a 


Yale Appoints Moon 


Harold E. Moon, materials 
handling salesman and sales exec- 
utive in the Cincinnati-Dayton- 
Columbus industrial area for the 
past eight years, has been ap- 


er SS SSS SSS SSS sss 


pointed manager of the Cincinnati 

sales and service branch of the 

Yale materials handling division, 

Yale & Towne Mfg. Co. He started 

with Yale as a salesman in 1948. 
* * + 


ARco Appoints Champe 


Sales and Cost Analyst 


Automotive Rubber Co., Inc., De- 
troit, has named R. E. Champe as 
sales and cost analyst. 

Prior to joining ARco, Champe 
spent 15 years with U. S. Rubber 
Co., Inc., in cost accounting and 
sales capacities. 

* + + 


Sloane Is Appointed 


Harold Weiss has been appointed 
general sales manager of Viking 
Sloane Corp., New York. He for- 
merly was merchandise manager 
of Garden Research Laboratories, 
New York. 

+ * + 

National Names Forrest 


Appointment of William S. For- 
rest as industrial division sales 
manager of National Motor Bear- 
ing Co., Inc., has been announced 
in Redwood City, Calif. Forrest has 
been assistant to the sales director 
for three years. 

> * > 
Flannery Announces 


Election of Directors 

Flannery Mfg. Co., Bridgeville, 
Pa., has announced election of 
the following directors: 

They are: A. Douglas Hannah, 
vice-president and treasurer, J. 
H. Hillman & Sons Co., Pitts- 
burgh; Blaine F. Fairless, sales 
manager, Steel City Electric Co., 
Pittsburgh, and Herbert J. Watt, 
president, Canton Co., Baltimore. 

a = > 


Oldsmobile Promotes Hill 


J. W. Hill has been named new 
assistant zone manager for Olds- 
mobile in Minneapolis, replacing H. 
E. Grotjahn, who has been pro- 
moted to assistant sales promotion 
manager at the home office. Hill 
formerly was city manager in Mil- 
waukee. 

* > 7 


Choldun Picks Jennings 


Appointment of Edward Jennings 
as head of the central and western 
sales divisions of Choldun Mfg. 
Corp. of New Haven, Conn., has 
been announced. Jenning’s terri- 
tory also includes the western half 


of Canada. 
. + * 


C.1.T. Chooses Michael 


George L. Michael has been ap- 
pointed division head for the Twin 
City territory of Universal C.LT. 
Credit Corp. 

Michael has been with Universal 
C.L.T. for more than 19 years. 





Engineers Hear Hafer— 


The selection of materials for use in 
modern truck bodies was the topic of an 


address given by Pauli R. Hofer, left, 
president, Boyertown Auto Body Works, 
Boyertown, Pa., and National Truck Body 
Equipment Assn., at a meeting of the New 
England section of the Society of Automo- 
tive Engineers. J. Roy Smith, right, is 
chairman of the New England section. 
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maybe you've asked... 


whit can Uilomotive 
Entorpriser do for me 


Perhaps you have a dealership operational problem. Maybe you're 
looking for a dealership. You may even want to sell your business. 
In any case, AUTOMOTIVE ENTERPRISES can help you. The 
company is headed by R. J. Young, a thirty year veteran of all 
phases of car merchandising, through both good times and bad. 
AUTOMOTIVE ENTERPRISES is a confidential, unbiased serv- 
ice offering up-to-date information and assistance to automobile 


Automobile dealerships offer one of 
today’s finest opportunities for rich 
personal and financial rewards. New 
factory-dealer relations make the 
business more attractive than ever. 
Dealers retiring or moving to larger 
operations call us daily. All sizes of 
dealerships for all makes of cars are 
available. And, if you have the right 
qualifications, a modest outlay of 
capital can swing your deol. 


retailers all over the country. 


thinking of selling 2 


A completely confidential service is 
offered dealers who want to sell. De- 
signed to fit the specific situation, it 
brings the owner only qualified, re- 
sponsible and factory-approved 
buyers. We are not brokers; we don't 
actually close the deal. But, for a 
modest fee, we do locate and then 
completely screen prospective pur- 
chasors. You talk only to principals 
financially capable of closing a deci. 


opsrational problom 2 


Our GENERAL ASSISTANCE PRO- 
GRAM con help solve the hundreds of 
daily problems faced by every 
dealer. Without “experting your 
business," we assist you with quick 
ways of reducing inventories—fast 
ways of cutting overhead—tested 
ways to get maximum absorption. 
Our fresh, unbiased approach is as 
available as a phone call and it costs 
no more than a good suit of clothes. 


For complete details, in strictest confidence, WRITE, WIRE or PHONE . .. 


AUTOMOTIVE ENTERPRISES 


10600 Puritan Avenue e« 


Detroit 38, Michigan e 


UNiversity 4-7886 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 


A COMPLETELY 
WASHED CAR 
EVERY 

10 MINUTES! 
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OHLERT ALL PURPOSE SYSTEM 
REVOLUTIONIZES CAR WASHING AND 
PUTS IT WITHIN REACH OF EVERYONE 
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LUBRICANT — A ssilicone product to 
lubricate and preserve rubber shock 
mountings and door, hood and trunk 


weather strippings has been announced 
by Dow Corning Corp., Midland, Mich. 
identified as Dow Corning 4X Compound, 
the lubricant is said to prevent weather 
stripping from freezing in place in cold 
weather, makes ignition systems sure- 
starting in damp weather, is an effective 
“anti-sieze" for wheel lug nuts, and re- 
duces white corrosion that forms on bat- 
tery terminals and cases. 

+ 


Brake Adjusting Wrench 


Announced by Bonney 


Bonney Forge & Tool Works, 
Allentown, Pa., has announced the 
addition of a brake adjusting 
wrench to its line of mechanic’s 
hand tools. 

The wrench, No. 2560, is said to 
fit the hexagon head of the brake 
adjusting cam on the “center plane” 
brake which is standard equipment 
on 1956 Chrysler and DeSoto mod- 
els. The chrome plated wrench is 
equipped with a long handle, per- 
mitting the adjustment to be made 
without damage to the cam head, 
it is claimed. 

7 


‘Adhesive’ for Paint 


Wilbur & Williams Co., Boston, 
has introduced Metal Bond, which 
the firm said is a clear coating 
applied to metal to act as an ad- 
hesive for paints and pretective 
coatings on such surfaces as gal- 
vanized sidings, aluminum sheets, 
signboards and neon signs. 


* * * 





PARTS CHART—A wall chart of service 
parts application for quick reference on 
popular items has been issued by Electric 
Auto-Lite Co., Toledo. Information is ar- 
ranged in groups of related items and 
pages have visible indexing. Identified 
es $-258D, it is available through Auto- 


Lite distributors. 
* * 


Rubber Lubricant Introduced 


By R. M. Hollingshead Corp. 


R. M. Hollingshead Corp., Cam- 
den 2, N. J., has introduced an 
all-purpose rubber lubricant called 
Tyre Ease. 

The product is said to provide 
unlimited uses for service stations 
and garages, especially in mounting 
and demounting of tubeless tires. 
Each package comes with a long- 
handled applicator. 

* * 


7 

Auxiliary Automobile Spring 
Made of Heavy-Gauge Steel 

The Spring Saver, an auxiliary 
spring for automobiles, is made of 
heavy-gauge spring steel, and can 
be installed by loosening the U-bolt 
and slipping one end of the unit 
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NEW PRODUCTS 


under the bottom plate, it is 
claimed. 

The unit is said to supplement 
and increase the efficiency of spring 
systems by exerting constant pres- 
sure on the spring itself, eliminating 


shocks normally transmitted to the 


chassis. Green Spring Co., 4627 
Lancaster Ave., Philadelphia 31, 
Pa, 





BRUISE BREAK PATCH — The Ace Presto 
vulcanizing patch is designed to repair 
bruise breaks in tubeless tires. The free- 
flexing, feather-edge patch is said to be 
reinforced with a strong fabric cord. 
When applied with Presto fluid vulcanizer, 
the patch produces vulcanization without 
heat or pressure, and makes repairs on 
cuts and bruises not exceeding 1%, inches, 
it is claimed. Ace Rubber Co., P. O. Box 
6147, Dallas, Tex. 





SPOT ARC GUN—A portable arc gun, 
said to simplify and speed body repair 
and sheet metal fabrication, is being 
manufactured and distributed by Spot Arc 
Gun Sales Co., 14689 Euclid Ave., Cleve- 
land 12, O. Weighing two pounds and 
constructed with a plastic body, the gun 
is insulated and shockproof, it is claimed. 
An autematic trigger speed is said to 
produce 15 to 18 spots per nine inches 
of welding rod. Cooled by dipping the 
barrel into water, the gun can be used 
only with an electric arc AC or DC welder 
with a capacity of 150 amperes or more. 

es, 2 





SAFETY BELT — The Hastings Life Belt 
is made of two-inch preshrunk nylon web- 
bing, with a tested tensile strength of 
more than 3,800 pounds, it is claimed. 
The chrome-plated, aircraft-type buckle 
has a steel frame, with polished aluminum 
latch that is said to lock securely, yet 
releases with finger-tip pressure. Anchored 
to the floor, the belt is available in 
seven colors, and is designed to fit all 
cars, as well as trucks, it is said. Hast- 
ings Mfg. Co., Hastings, Mich. 





INTERIOR LIGHTS — K-D Lamp Co., 
1910 Elm St., Cincinnati, O., has intro- 
duced two interior lights, KD 529SW, 


with built-in toggle switch, and KD 529, 
without switch. Shatterproof 5-inch lens 
are designed to insure even intensity of 
light in all directions in the loading area 
of trucks and trailers, it is claimed. Depth 
is 1% inches, and overall diameter is 
5% inches. 








FLARES — Visible for 500 feet, Flame 
Boy flares are easy to light and burn, 


without sparking or sputtering, for 30 
minutes, even in wind and rain, it is 
claimed. A _ kit consists of three flares 





and a book of matches packed in a metal 
can. The flares are made from solidi- 
fied hydrocarbon fuel, contain no wax, 
and will not melt, evaporate, or deterio- 
rate, it is said. General S & M Corp., 
Newington, Conn. 





BACKUP LIGHT KIT — Alco backup 
light kits are available to equip 1956 
Chevrolets, Fords, Plymouths and Dodges 
with backup lights. Kits produced for 
Chevrolet, Plymouth and Dodge include 
one unit with switch for conventional 
transmission and another without switch 
for automatic transmission. A switch kit 
is provided for Ford models with con- 
ventional shift and two kits for automatic. 
Alco Division, Auto Lamp Mfg. Co., 2901 
S. Indiana Ave., Chicago 16, Ill. 

a 





AUTO MIRROR — The Guardian auto 
mirror is said to be suitable for fender, 
cowl or door mounting. An exclusive de- 
velopment is the “Thumblock" which offers 
the driver the convenience of adjusting 
the mirror head and locking it firmly in 
position without the use of a tool, it is 
claimed. The head assembly swivels 360 
degrees. Roberk Co., Norwalk, Conn. 

inte: 


Offenhauser Introduces 


An Aluminum Clutch 


Offenhauser Equipment Corp., 
Los Angeles 32, Calif, has intro- 
duced an aluminum clutch that it 
says is harder surfaced than steel. 

The pressure plate casting is 
casehardened by anodize and weighs 
one-third less than a_ cast iron 


clutch, Offenhauser said. They are 
available for Cadillac, Chrysler 
(1940-55), Ford (1942-55), Mercury 
(1942-53), Lincoln, Oldsmobile, 
Thunderbird, Chevrolet (six and 
V-8), GMC, M.G. and Jaguar. 





PORTABLE LIGHT — The 
Head Lite is designed to be used where- 
| ever portable light and the free use of 
both hands is required. Features are said 
to include an aluminum, rustproof head 
plate; a shockproof polystyrene reflector 


“Eveready” 


| 


for maximum light protection; shatter- 
proof safety lens, and a wide nonrotting 
elastic headband. It is designed primarily 
for use with the six-volt Eveready No. 
510s battery. National Carbon Co. Di- 


vision, Union Carbide and Carbon Corp., 
30 E. Forty-second St., 
* 


+ 


New York 17, N. Y. 
* 





THREAD CHASER — The double-ended 
Borland: 14 mm 18 mm thread chaser is 
said to assure the proper sealing af all 
spark plugs whenever replacement plugs 
with a longer thread are installed, or 
when carbon buildup clogs plug holes, 
A 13/16 inch hexagon design, with a 
ball tension holder, makes it possible to 
use a deep well socket wrench as a 
driver, facilitating the use of the thread 
chaser on hard-to-reach spark plug holes, 
it is claimed. J. Borland Machine Co., 64 
Eagle St., Providence 9, R. |. 

a 
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momentary 


SWITCH 
switch in two models, rated for six amps 
at 125 volts or three amps at 250 volts, 
has been announced by McGill Mfg. Co., 
Valparaiso, Ind. Model 13 is a normally 
off, trigger-on style, while model 14 is a 


a contact 


normally on, trigger-off style. Recom- 


mended for small drills and similar tools, 
both are available with screw terminals, 
lead wires, or soldering plugs. 

. ee wee * 





STEERING-WHEEL TURNER — Latest 
wheel-alignment achievement by John 
Bean is a steering-wheel turner said to 
provide faster adjustment by giving the 
operator complete remote control of all 
operations from any one of three working 
positions. Using a 110-volt wiring ar- 
rangement, the unit, adjutable to fit 
trucks and cars, is controlled by any 
one of three finger-tip switches operating 
independently of each other. It can be 
used on vehicles equipped with power 
steering. John Bean Division, Food Ma- 
chinery and Chemical Corp., Lansing 4, 
Mich. 





| 








SCREWDRIVER—tThe Tru-Driver features 
a swivel handle and a unique U-bend in 
the shaft, so that it can be manipulated 
with a mere twist of the wrist, it is 
claimed. The unit, according to the man- 
ufacturer, is ideal for the small assembly 
line. The Tru-Driver is available for 
either slot or recessed head screws. May- 
ville Mfg. Co., Mayville, N. Y. 





MERCHANDISER — The Darling self- 
selection type, all-metal merchandiser re- 
quires only 60 by 60 inches of floor space. 
Each side features three perforated metal 
shelves, 12, 16 and 20 inches wide, and a 
metal base platform. Shelves are adjusta- 


ble in height to accommodate different 
sized items. L. A. Darling Co., Bronson, 
Mich. 

* * * 
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RADIATOR TESTING CAPS — A three- 
cap set for radiator testing, said to fit any 
make of car, has been marketed. Each 
cap, with its neoprene sealer, seating 
washer and locking washer, securely seals 
the filler neck, it is claimed. Two of the 
caps are equipped with clamp brackets 
for filler necks with turned out locking 
lips. The caps may also be used in the 
testing of gas tanks and small cooling 
systems. Hydraulic Products Co., Provi- 
dence, R. |. 


PAINT HEATER — The DeVilbiss porta- 
ble paint heater provides the means for 
taking the hot-spray process directly to 
the job site. The units are manufactured 
with either three or six-kilowatt heaters, 
with the higher capacity model produc- 
ing ample heat so more than one spray 
can be used. One three-kilowatt model 
will operate on 115 volts while the other 
unit requires 250-volt service. DeVilbiss 
Co., 300 Phillips Ave., Toledo 1, O. 
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By Martin Whitmyer 
Staff Writer 
Chevrolet, which a year ago 
seized upon records of its products 


in stock car competition as a 
major theme of its newspaper, 
radio and television advertising, 


feels sales have justified the de- 
parture from more conventional 
advertising themes. 

“We don’t claim this type of 
advertising was solely responsible 
for our lead of 67,000 passenger 
ears over competition last year 
and our ever-widening margin of 
leadership in 1956,” said W. E. 
Fish, general sales manager. “At 
the same time we are convinced 
the ad campaign put across a 
story of superior performance 
quickly and effectively.” 

Fish pointed out that Chevrolet 
had a particular merchandising 
problem when its new V-8 engine 
was introduced in 1955 models. He 
explained: 

“For a quarter of a century our 


promotional efforts had been con- | 
centrated on a six cylinder. When | 


our engineering staff finally per- 
fected an eight that offered all of 
the qualities of the six plus some 
of its own, we realized we needed 
a brand new approach. The mount- 
ing number of stock car racing 
victories gave us what we were 
seeking.” 

The actual forerunner of the 
Chevrolet “proved performance” 
ads apepared in newspapers in 
May, 1955, said Fish. This was 
the professionally praised “Don’t 
Argue With This Baby” copy 
that directed attention to Chev- 
rolet’s exploits at Daytona Beach. 


Triumphs in stock car races then 
became the basis for a series of 
27-inch “Victory Ads” which re- 
ported each new win. The tag line 
said, “Watch this list grow.” A 
checkered flag and the name of 


the track were added to the dis- | 


play with each new victory. 

The campaign was climaxed in 
September by a full page news- 
paper ad on Chevrolet's victory in 


the 500-mile race at Darlington, S. | 


C., recognized as the top stock car 
event of the year. This contained 
a summary of the 25 checkered 
flags taken by Chevrolet during 
the racing season. 

The next development in Chev- 
rolet’s program occurred under 
utmost secrecy at Pike’s Peak. 
The engineering department dis- 
guised a prototype of the forth- 
coming 1956 model and sent it 
flying up the famed mountain 
road for a new speed record. The 
company then used this feat for 
both advance and introductory 
advertising of the new model. 
Chevrolet currently is continuing 

to exploit stock car victories as a| 
portion of its advertising, but Fish | 
declined to comment on the dura- | 
tion of the theme. 
“Possibly we will find the sub-| 
ject a bit hackneyed,” he com- 
mented recently. “From reading 
the present-day newspaper ads you 
migh suspect that we started a 
major trend in automotive promo- 


tion.” 
* * + 


Choldun Picks Rep. 


The Elm City Advertising Agency 
of New Haven, Conn. has been 
named to handle advertising for 
Choldun Mfg. Corp., manufac- 
turers of automotive service equip- 
ment and chemicals in New Haven. 

* * * 


Mack Takes the Air 


Mack Trucks, Inc., will take 
America on the road via the air- 
waves this summer to acquaint the 
nation with its second biggest jn- 
dustry—ttrucking. 

P. O. Peterson, Mack president, 
announced that Mack, in cooper- 
ation with the American Trucking 
Association’s Foun dation, Inc., 
will sponsor a two-month truck 
education program on NBC’s 
national weekend radio program, 
Monitor, Peterson said the pro- 
gram will start on June 30 and 
run each Saturday and Sunday 
through Sept. 2. 

It will feature a series of remote 
broadcasts from all parts of the 
nation describing trucking opera- 
tions, along with one-minute reports 


Affecting Factories and Dealers .. . 


Auto Advertising 





| on the role and importance of truck 
| transportation in the national 
|}economy. An average of 160 radio 
stations throughout the nation will 
|}carry the program. 
* * * 


| Universal C.1.T. Ad Plan 


A $2 million-a-year advertising 


|campaign aimed at pre-selling the} 


|}consumer an automobile financing 
| plan on a “brand name” basis will 
be begun May 7 by Universal C.I.T. 
| Credit Corp. Theme of the program 
| will be “C.1.T.—the Time Purchase 
Plan for Carefree Driving.” 


Alan G. Rude, executive vice- 
| president in charge of sales, said 
| the program will be the largest 

and most extensive in the history 
of automobile financing. 


| First ad in the program will be 
|a two-page color spread in Life 
magazine. Other publications which 
will be used on a monthly basis are 
Saturday Evening Post, Progres- 
sive Farmer, This Week, Parade 
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independent newspapers. In all, 101 
newspapers are on the schedule. 

Rude said the advertisements 
will reach more than 38 million 
readers each month and cover 80 


percent of total U. S. families. 
* * * 


Ottinger Resigns Post 


John C. Ottinger jr., assistant 
director of the Bureau of .Ad- 
vertising of the American. News- 
papers Publishers Assn. has an- 
nounced his resignation. He will 


disclose his future plans later. 
* * * 


| Parade Picks 2 Directors 


| Ed Kimball and Walter I. Tenney 
| have been elected to the board of 
directors of Parade Publications, 
Inc. 

Kimball, vice-president and direc- 
tor of advertising sales, started 
| with Parade in 1946 as a salesman 
|in the Chicago office. Later that 
|year he was made manager of the 
| Detroit office. In 1950, he became 
| advertising sales manager and in 
| 1955, he was appointed vice- 
| president and director of advertis- 
ing sales. 

Tenney, vice-president in charge 
| of publisher relations, joined Parade 
in 1946. Prior to joining Parade, 
Tenney was president of his own 





and the Sunday supplements of 13/ firm of newspaper representatives. 


GM’s Free-Piston Engine 


First to Be Used in Auto 


DETROIT. 
car 


The XP-500, first 
in the world powered by an 


|of fuel, has been announced by 
General Motors. It will be unveiled 
|at the May 15-16 dedication of the 
}new GM Technical Center. 

Known as the free piston 
engine, designated GM-10-10, the 
experimental power package rep- 
resents an entirely new concept 
in automotive power. 

Harlow H. Curtice, G. M. presi- 
dent, said “Although the principle 
of the free piston engine has been 
known for more than 30 years, 
General Motors research staff is 
first to put it to work in an auto- 
| mobile.” 
| The XP-500 has no crankshaft 
or connecting rods, no rotating 
|parts in the manner of a conven- 
tional auto engine with its pistons 
spinning a crankshaft. Basically 
its pistons operate like a bicycle 


|a@ pipe to a turbine. 
In Boston last week, Curtice said 
|}commercial production of both the 
| free-piston engine and the gas tur- 
|bine for automotive use is five to 
|10 years away. 
He declined to predict which 
| would be most acceptable for use in 
|future automobiles, commenting 
jthey “may turn out to be equally 
| desirable.” GM’s experimental Fire- 
bird II is a gas turbine car. 
Curtice said engineers directed 
by Dr. Lawrence R. Hafstad, 





vice-president in charge of re- 
search staff, are the first to design 
a free piston engine into such a 
small, compact unit. It generates 
250 horsepower and is described 
as a Siamese unit. 

it consists of two 


This means 





Clown's Eye View— 


Reminiscing about leaner years when 
he spent many a night sleeping in a simi- 
lar fashion, comedian Morey Amsterdam 
makes like a hood ornament while 
stretching out on a 1956 Packard hood. 
Amsterdam toured the Packard-Clipper 
assembly plant during a recent engage- 
ment in Detroit. 


|engine that burns almost any type | 


tire pump or old-fashioned fireplace | 
bellows, blowing hot gases through | 


parallel cylinders, each containing 
a set of two horizontally opposed 
pistons, a departure from previous 
free-piston engine design. 

Heretofore this type of engine 
has been used primarily in Europe 
for such large jobs as powering 
ships, locomotives, stationary power 
|plants and portable air compres- 
|sors. These units usually consist of 
|}a large single cylinder or banks 
|of disconnected single cylinders 
|each containing two pistons. 

One of the most interesting 
features of a free piston engine 
is an unfinicky fuel appetite. In 
tests at the Technical Center a 

| unit has run on all types of 
mineral oils from high octane 

gasolines to so-called bunker “c” 
or residual fuels. One experi- 
mental unit has been fuelled with 
whale oil, peanut and other vege- 
table oils. 

Arthur F.- Underwood, head of 
GM research staff’s mechanical de- 
velopment department, said that 
although it is in the very early 
experimental stage, the engine 
offers engineers many interesting 
possibilities with a new form of 
power for cars, buses, trucks and 
military vehicles. 

It has few high precision parts 
as compared with conventional 
auto piston engines and gas tur- 
bines. Also, engineers say, it is 
inherently balanced so that it 
operates virtually without vibra- 


wear of rubbing metals. 

The pistons are arranged oppo- 
site one another in horizontal 
cylinders. An air-fuel charge 
fired between them—with injec- 
tors like a Diesel—drives the 
pistons apart, compressing air at 
the ends of the cylinders. 


The compressed air bounces the 
pistons back toward inner “dead 
center” and as they travel inward 
they also compress air that pumps 
into a Diesel cylinder. The back- 
and-forth movement continues to 
compress air which is piped to a 
turbine. 

Because these exhaust gases 
pumped to the turbine are rela- 
tively cool, 
degrees Fahrenheit, 





the turbine 


blades can be made of non-critical, | 


non-stategic materials. 

In the XP-500 the free piston 
unit or “air pump” is under the 
hood. The pipe to the turbine 
runs along one of the car’s side 
or chassis frames, thus giving the 
Passenger compartment a “flat 
floor.” In the rear compartment 
the turbine is combined with the 
transmission-axle unit, transmit- 
ting power to the rear wheels. 
The name “free piston” is some- 
thing of a misnomer. The two 
pistons bouncing back and forth in 
the cylinder are kept “in phase” 
with a connecting device. 


no higher than 900) 
















tion, and the comparative absence | 
of rotating parts would cause little | 
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7. LONG JOHN 


for Station Wagons 
74” Long in UP Position—90” Down 


2. STANDARD 
for All Cars 
56” Long in UP Position—72” Down 


* Can be changed from car to car without 
buying expensive change-over ports for 
different makes and models. 
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Thousands 
Sold by Car 
Dealers 
s 
Write 
for 
Details 






FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF in a Jiffy! 


NO HOLES TO DRILL! 
Miller Saddles Lock on 
Where Car Top is Strongest. 


5919 Tireman, Detroit 4, Mich. 


PROTECTS 
ASPHALT 


ILL LS 





Central Cadillac Co., Cleveland 


attracts customers... 
reduces black top upkeep 


By using Jennite J-16 surface seal, you make 
both your showroom and your used car lot 
outstandingly attractive. Also, you double asphalt 
service life and substantially reduce maintenance costs. 
Jenniting stops destructive effects of gasoline 
and oil, seals out frost, eliminates crumbling 
and retards drying action of the sun. 
The attractive satin black Jennite finish is tough, 
easy-to-clean...a sound merchandising investment. 





distributors in principal cities 


Fast-Selling Safety ‘Extra’ 


Write for bulletin 1352-56. 


MAINTENANCE INC. 


WOOSTER OHIO. 


/ 


Houser's SAFETY DOOR LOCK / 





100% EFFECTIVE — keeps 


children safe while riding 
in rear seat! zzgp, 


Pkd. 6 Pair 


DISPLAY 
CARD 





$5.66 per Cord 
of 6 pair 
(Specify moke 
of car) 


IF TTT 


HOUSER wr 


ENGINEERING & MFG., INC. 









>” Retail at 


jo + 57 
per pair 
Only 2 Styles 
on Colorful Cash in on growing demand for safety! = all Popular 
Clever HOUSER Safety Door Locks re- Cars 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in rt raga 
minutes. MONEY -BACK GUARANTEE! Order Direct: 





Indiana 
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Average Used-Car Auction Prices 


1955 


(Compiled by Automotive News from auction reports.) 


Market Trend 


The overall average price of | 
used cars sold at wholesale auc- 
tion last week declined $3, ac- 
cording to Automotive News’ 
index. 

Only three models escaped the 
general downward trend. The 


Aug. 








$943* 


Sept. Oct. 
* Prices of ’56s added;. 


’48s dropped. 
price of ’50s went up $7 and the 
price established for 52s and ’53s 
in the previous week remained 
unchanged. 

Losses were: ’51s, down $1; 55s, 
down $4; ’56s, down $5; ’49s, down 
$5, and ’54s, down $19. 

All price levels, however, con- 


$915 


Nov. Dec. 


1956 





tinued to hold above previously 
established lows. 

At a group of representative 
auctions last week, the average 
consignment was 199.2 units, the 
year’s highest. It had been 157.0 
in the previous week. 

Percentage of sales last week 


| CADILLAC 


CHEVROLET—’56 Two-ten (6) 4-dr., 





was 74.3, up slightly from the 73.1 
recorded a week earlier. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. 


(We really had a sale this week, Buy- 
ing and selling were very strong. Weather 
warm and sumny. Sold 75 percent of 325 


offerings.) 
BUICK—’'56 Special 4-dr., 


$2,340*; 
era, $2,275*. °53 Super conv., 
Super station wagon, $610*; 2-dr 
"51 Special 4-dr., $480. 
$210. 


’56 (62) coupe, 
$4,150* (ps). °55 (62) 4-dr., 
(ps), $3,400* (ps), $3,350* (ps); 
$3,300* (ps). °54 (62) 
(ps). '53 (62) coupe, $1,800* (ps). 


660; Bel Air (6) 2-dr., 
pickup, $1,295. 
wagon, $1,440; 4-dr., 
2-dr., $1,250, $1,220. 
$1,000, $925! Two-ten 4-dr., 
’53 Two-ten 2-dr., $750; Carryall, 
"52 SL Deluxe 4-dr., $500 


$1,640; 
$1,255", 


Deluxe 2-dr., $450. ’50 SL Deluxe Bel | 
| Air, $275°. 
| CHRYSLER—’'55 Windsor 4-dr., $1,770*, | 
$1,725. °53 Windsor sedan, $760*. 


| DeSOTO—'55 Fire Dome (8) Sport coupe, 


~ LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4 


$4.00, 13-times $3.50, 52-times. Display 


(minimum space, 1 inch on Icolumn—maximum, 5-inches on 2-columns.) For Display Rates contact Want Ad Dept., 
Automotive News, Detroit 26, Mich. 





ALABAMA 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 


from your home town to Huntsville, Alabama) 


Insured Checks and Titles 


Lawrenceburg, Tenn. Every Tuesday 





COLORADO 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 





Auctioneers: 
Celonels Johnny Wood and Dean Davis 


All cars paid for by our own check through | 
the First National Bank of Englewood. 











DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 
4595 S. Santa Fe Littleton, 
Ph. SU 1-6673— Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 





CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 





INDIANA’ 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


324 West Main Street, Fort Wayne, 
We Guarantee Checks 
Dealers Only 


Indiana 











+++ For . rates, contact Automotive 
2666 Penobscot Bidg., Detroit 26. 








Colo. | 


3711 Western Rd. 


Phone E 5209 





INDIANA 


INDIANA’S AUCTION DERBY 


DYER AUTO AUCTION 


Dyer, Indiana 
Phones UNion 5-2361 and UNion 5-4051 


9th ANNIVERSARY SALE May 4th 
FOOD—SERVED ALL DAY—FOOD 


Be Our Guest 


(KING SIZE PRIZES) 


FREE 
"56 Thunderbird 


FREE 
Ford Convertible 


Largest affair of this kind in the world 


(OVER EIGHT HUNDRED CARS) 


11:00 a.m. starting time 


TWO S. SALES AT ONCE 


SIX TOP AUTOMOBILE AUCTIONEERS 


"53s and later in building 
"52s and older in tent 


Free room for dealers three hundred miles from home 
25 miles from Chicago Loop on U. S. 30 


MICHIGAN 








Flint Auto Auction, Inc. 


Exclusively for Dealers 


Here in the shadow of General Motors, you | 
get the best buys. 


| 
NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. 








GRAND RAPIDS AUCTIONS, INC. 


On M2I—One Half a west of Grandville, | 


ich. 
EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. ‘Bill’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





Flint, Michigan 


Phone Cedar 9-4492 





MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND. FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 








NEW YORK 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Fidelity 


Center of Empire State, 
Insured Checks and Titles (Wed.). 


“OHIO 





| CLEVELAND—Clevelaad Acto Auc 
tion, 4305 Euclid Ave. (rear), Tel. 


EN. 1-2100 (Every Tues. 1 p.m.). 











NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I1 O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 











MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


| All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A 








PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 


tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 





Sales every 
| Friday and Saturday. Prices are for sales 
of Apr. 20-21.) 


Rivi- 
$660*. ’52 
., $455*. 
‘41 Super 4-dr., 


$4,200* (ps), 
$3,450* 

coupe, 
coupe, $2,725* 


$1,- 
¥%-ton 
55 Two-ten (8) station 
$1,245*; 
’54 Bel Air 4-dr., 
$875, $860. 
$550. 
, $485. ’51 SL 





| nesday. 


| CHEVROLET—’54 Bel Air 2-dr., 


' | FORD- 





Phone 5-9535 


$1,750*. '54 Fire Dome (8) 4-dr., $1, 
225*. '50 club coupe, $230. 

DODGE—’53 %-ton pickup, $450. '52 \. 
ton pickup, $310. '51 %-ton pickup, $1%, 
’50 Wayfarer 2-dr., $200. '49 club coupe, 


$225. 

FORD — '56 Thunderbird, $3,150* (ps); 
Fairlane (8) conv., §$2,075*; Victoria 
$2,045* (ps); 4-dr., $1,930*; station wag. 
on, $1,930*. '55 Fairlane (8) Victoria, 
$1,675* (ps), $1,625* (ps); conv., §1,. 


575*, $1,490*. °54 %-ton pickup, $656, 
’53 Custom (8) 4-dr., $825; 2-dr., $790: 
Crest (8) Victoria, $780; conv., $765. ‘52 
Custom (8) 4-dr., $510*; Main (8) 4-cijr,, 
$410; 2-dr., $405. °51 Custom (8) 2-cdr,, 
$495; 4-dr., $465; Victoria, $470*. ‘59 
Custom (8) 4-dr., $375, $370; 2-dr., $320, 
HUDSON—’50 Super 4-dr., $100. 
MERCURY—'56 Custom 4-dr., $2,075. '55§ 
Custom 2-dr., $1,445, $1,230. ’51 4-dr,, 
$290. °50 4-dr., $250. 
OLDSMOBILE — '55 (88) 4-dr., $2,000*, 
$1,815. '54 (98) 4-dr., $1,725*; (88) Su. 
per 4-dr., $1,450*. '53 (88) 4-dr., $760, 
°49 (88) 4-dr., $210. 
PLYMOUTH—’56 Belvedere (8) 4-dr., $1,- 
840*. ’55 Belvedere (8) 4-dr., $1,500*, 
$1,240; Suburban, $1,250. '52 Cranbrook 


2-dr., $320. 

PONTIAC—'53 Chieftain (8) 4-dr., $800*, 
‘52 Chieftain (8) 4-dr., 2 at $400*, ‘51 
Silver Streak (8) coupe, $550*. ’50 Sil- 
ver Streak (8) 2-dr., $220*. 


STUDEBAKER — 
$610; 2-dr., $570*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
Prices are for sale of Apr. 18.) 
(Very excellent sale. There’s no ques- 
tion about the demand for any good, 
clean autos. Sold 114 cars out of 168 
offerings.) 
BUICK—’53 Special 


’53 Commander coupe, 


4-dr., $S00*; Super 
Riviera, $750*. '52 Super Riviera, $605*; 
4-dr., $435*. °50 Super 4-dr., $310. 
CADILLAC—’'52 (62) 2-dr., $1,300*. ’51 
(62) 4-dr., $1,170*. 
$1,060; 
Two-ten 2-dr., $940, $860; %-ton pickup, 
710. ’53 Bel Air conv., $805*; One-fifty 
4-dr., $705; Two-ten 2-dr., $680, $650. 
’52 SL Deluxe 4-dr., $455*; 2-dr., $540, 
$480, $350. ‘51 FL Deluxe 2-dr., $450, 
$250*. '50 SL Deluxe 2-dr., $390, $315; 
SL Special club coupe, $170. *49 SL De- 


luxe 4-dr., $230; 2-dr., $185, $150. °46 
SM 2-dr., $230. 
| CHRYSLER —49 club coupe, $245. 
DeSOTO—'55 Coronet 4-dr., $1,250, $1,- 


225. "52 %-ton pickup, $445. 

-56 Thunderbird, $2,513; Fairlane 
(8) Victoria, $2,085; Custom (8) 2-dr., 
$1,680. °55 Main (8) Ranch Wagon, $1,- 


375. '53 Custom (8) 2-dr., $805, $725; 
4-dr., $550; Main (8) Ranch Wagon, 
$820; %-ton pickup, $595. °52 Crest (8) 


Victoria, $765; conv., $505*; Custom (8) 
4-dr., $500*; Main (8) 2-dr., $455; %-ton 
pickup, $240. ’°51 Custom (8) 2-dr., $500; 
4-dr., $490, $425; Victoria, $400; Deluxe 
(8) 2-dr., $285; 4-dr., $245; Deluxe (6) 
2-dr., $205; %-ton pickup, $400. ‘50 
Custom (8) 2-dr., $395, $390°, $345; 
4-dr., $370, $355*, $300; club coupe, $410, 
$350; conv., $310; Deluxe (8) 2-dr., $280, 
$275; Custom (6) 2-dr., $175. '49 Custom 
(8) 4-dr., $280, $205, $200, $125, $120; 
club coupe, $220; 2-dr., $155. °41 (8) 
Hot Rod coupe, $180. 

KAISER—’51 4-dr., $150. 

MERCURY—’55 Custom Sport coupe, $1,- 
580. ‘52 4-dr., $720. ‘51 4-dr., $500, 





Model Breakdown 
Of Auction Averages 











April, Mar., Feb., 

Model 1956 1956 1956 

$2,256 $2,240 $2,309 

is ceiendincantencs 1,620 1,603 1,612 

1,100 1,062 

157 748 

508 508 

349 326 

246 240 

183 183 

Average... $ 874 $ 873 $ 878 

$415, $345*. '50 2-dr.. $225. °49 4-dr., 
$180*. '41 club coupe, $390. 


OLDSMOBILE—'54 (88) Holiday, $1,455. 


"53 (98) 4-dr., $1,150*; (88) Holiday, 
$1,315* (ps). °51 (98) 4-dr., $350°. °50 
(88) 4-dr., $170*. "49 (88) 4-dr., $280*, 
$180*. 

PLYMOUTH —’54 Belvedere 4-dr., $840. 
*53 Cranbrook 4-dr., $625. '52 Cranbrook 
is. $455, $325. °50 Cranbrook 2-dr., 

5. 

PONTIAC — ’52 Chieftain (8) Catalina, 

$680*. '50 2-dr., $105. ’47 4-dr., $100. 


WILLYS—’53 (6) 4-dr., $370. 

MISCELLANEOUS—’53 GMC %-ton pick- 
up, $550. '50 International %-ton pickup, 
$305. 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Apr. 19.) 


(Sold 278 cars out of 366 offerings.) 
BUICK—’56 Super Riviera, $2,590*, 2,550*. 
‘55 Special conv., $2,205* (ps); Rivieria, 
$1,900*, $1,880*; 4-dr., $1,800* (ps); 2- 
dr., $1,695*; Super Riviera, $2,045* (ps); 
Century Riviera, $1,945*. '54 RM Riviera, 
$1,565* (ps); Century Riviera, $1,510*; 
Super Riviera, $1,495* (ps), $1,170*; 
4-dr., $1,360*; Special 4-dr., $1,300*. '53 
come Riviera, $1,170*, $1,150*, $1,080". 
CADILLAC—’56 (62) coupe de Ville, $4,- 


700* (ps), $4,575* (ps), $4,540* (ps); 
@oupe, $4,300* (ps). °55 (62) coupe de 
Ville, $3,720* (ps), $3,705* (ps); coupe, 


$3,495* (ps), $3,240* (ps). ’54 Eldorado 
conv., $3,445* (ps); (62) coupe de Ville, 
$3,000* (ps); 4-dr., $2,600* (ps); coupe, 
$2,500* (ps). °53 (62) coupe, $1,920*, 
$1,830* (ps); 4-dr., $1,805* (ps), $1,- 
635*, $1,545*. °52 (62) 4-dr., $1,235*, 
$1,000", °50 (61) coupe, $835*; (60) 
Special sedan, $720*; (75) 4-dr., $475*. 
"49 (62) 4-dr., $420. '48 (62) conv. $405°*. 
CHEVROLET ’55 Bel Air (8) Sport 
coupe, $1,700*; conv., $1,685*; 2-dr., $1,- 
440; Two-ten (6) 4-dr., $1, 375. 54 Bel 
Air conv., $1,410, $1,275*; 4-dr., $1,035; 
Two-ten station wagon, $1,010; 4-dr., 
$920. °53 Bel Air coupe, $905*, $890, 
$865*; 2-dr., $820, $815*; Two-ten sat- 
tion wagon, $865; %-ton pickup, $575. 
"52 SL Deluxe Bel Air, $585*, $550*; 


«Continued on Page 35, Col. 1) 
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$375* ; 


DODGE 


Corone 
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2-dr., 
$1,350" 
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656, sedan, $465; 2-dr., $450*. '51 SL Deluxe 

7 90: 2-dr $360. °50 SL Deluxe Bel Air, 

"52 $375"; 4-dr., $275*. 

dp,, CHRYSLER — '52 Saratoga 4-dr., $380*. 

cr, '51 Windsor Newport, $505*; 4-dr., $250*. 

no DeSOTO—'54 Fire Dome (8) 2-dr., $1, 

$20, 020%. ‘53 Fire Dome (8) 4-dr., $765. 
'52 Fire Dome (8) 4-dr., $525*. 

"35 DODGE-—'55 Royal (8) Lancer $1,705*; 

dr., Coronet (6) Lancer, $1,690*; 2-dr., $1,- 
300. '54 Royal (8) 4-dr., $890*, '53 Coro- 

00°, net (8) 4-dr., $665*. '50 Coronet Diplo- 

Su. mat, $330*. 

760, FORD '55 Thunderbird, $2,630* (ps); 
Fairlane (8) conv., $1,905*, $1,825*, $1,- 

$1,- 805*, $1,800*, $1,755; Victoria, $1,650°*; 

00°, & 2-dr $1,450, $1,365; Custom (8) 2-dr., 

rook $1,350*; Main (8) 2-dr., $1,105; %-ton 


00 


wn 
= 
ene Or 
= 
S's 


pickup, $910. ’54 Custom (8) 4-dr., $1,- 
: 2-dr., $975; Custom (6) 2-dr., 
‘53 Custom (8) 2-dr., $750; Cus- 


Sil- tom (6) 4-dr., $500. '52 Custom (6) 2- 
dr., $440. ’51 Custom (8) Victoria, 
upe, & $480*; station wagon, $370. '50 Custom 


‘ed- © KAISER 


(8) 4-dr., $290. 
HUDSON—’55 Hornet 4-dr., $1,700*. °53 
Hornet 4-dr., $450, $410*. '52 Wasp 4- 

dr., $265 
’52 2-dr., $285°. 
=-€ 


ir., $3,500* (ps). 


aa 





LINCOLN—'56 Capri 4 








s- @ 53 Capri 4-dr., $1,075* (ps); Cosmo- 
“8 ‘ politan 4-dr., $1,035* (ps). ‘52 4-dr., 
7 $650*. '48 Continental 2-dr., $500. 
per | MERCURY—'55 Monterey Hardtop, $2,205* | 
50. (ps), $1.700; 4-dr., $1,800*. '54 Custom 
— 4-dr., $1,180*, $1,065. 53 Custom Sport 
51 ff coupe, $1,105*, $1,060*, $1,050*%; 2-dr., | 
“ @ $855*. °52 Custom 4-dr., $710*; Sport 
50: coupe, $695*, $580; Monterey 4-dr., 
up, s $500. '51 4-dr., $455, $385; 2-dr., $280, 

fty & $250, "50 4-dr., $270. Y 
50, : NASH "55 Ambassador 4-dr., $1,675*; 
40, Rambler Cross Cuntry, $1,475*, $1,390; 
50. & 4-dr., $1,170; 2-dr., $1,100*, '54 Ambas- 
15: sador 4-dr., $1,055*; Rambler Cross} 
e- Country, $1,125. °53 Statesman 4-cir., 
46 $685*, $590. "52 Statesman 4-dr., $405; | 
Rambler Country club, $550*, $380. 

| OLDSMOBILE ‘5S (£8) conv., $2,475*, | 
1. $2,350*; Holiday, $2,450*, $2,300*; (88) 
7 Holiday, $2,245*, £2.175*, $2,065*; (98) 
ne | 4-dr., $1,970*. '54 (98) Holiday, $1,800*; 
r. (88) Holiday, $1,630. '53 (98) Holiday, 
¥ f $1,380*; (S88) Holiday, $1,250*. °52 (S88) 
5: fs 4-dr., $750*, $690*, ‘51 «9S) Holiday, 
in, $610°. 
8) PACKARD—'53 (300) 4-dr., $715*. ‘51 
8) (200) 4-dr., $235*. | 
on PLYMOUTH—'55 Plaza (6) 2-dr., $1,150, 
0: $1,100. '54 Belvedere 4-dr., $760*,. ‘53 
xe Cranbrook 4-dr., $585; Cambridge 2-dr., | 
6) $365. °51 Cranbrook Belvedere, $390; | 
50 Cambridge 2-dr., $245 
5: PONTIAC "53 Chieftain (8) conv. §1,- 
0, 100*; 4-dr., $755*, $660, $540*. "52 Chief- 
0, tain «8) 2-dr., $495*; 4-dr., $630*, ‘51 
m Silver Streak (8) Catalina, $500*. 
0; STU DEBAKER—’'54 Champion 4-dr., $750. 
3) 53 Commander Hardtop, $725. '52 Com- 

mander Hardtop, $385. 

- OMAHA 
’ (Richard Abel Auto Auction. Sale every 


“Sve w woe aS 


: Thursday. Prices are for sale of Apr. 19.) 
(Dealers report retail good. Need clean 
"52s through 54s.) 
BUICK—’'55 Century Riviera, $1,895*. ‘54 
Super Riviera, $1,665* (ps). ‘49 4-dr., 
$105* 


CADILLAC—'55 (62) 4-dr., $3,2S0* (ps). | 


‘53 (62) 4-dr., $1,775*, $1,760° (ps). 
CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
070*. °55 Bel Air (8) Hardtop, $1,735*, 
$1,645; 4-dr., $1,325*; Two-ten (8) 2-dr., 
’ $1,210*. "54 Bel Air Sport coupe, $1,210* 
; (ps); 4-dr., $1,180* (ps); club coupe, 


$1,025*; Two-ten 4-dr., $990*%; 2-dr.,| 


$910; %-ton pickup, $795. ‘53 Bel Air 


| 
| 
| 
| 
| 
| 
| 
| 


Sport coupe, $1,035; conv., $985* (ps); | 
4-dr., $885, $875*; Two-ten 4-dr., $675; | 


2-dr., $595; ‘+-ton pickup, $540. ‘52 SL 
Deluxe 4-dr., $500; SL Special 2-dr., 
$445, $440. ‘47 1%-ton pickup, $155 


CHRYSLER—'51 Windsor Newport, $310*| 


(ps) 
DeSOTO—'51 Custom 4-dr., $300 
FORD—'56 Fairlane (8) Victoria, $2,140*; 


Town sedan, $2,000*; Custom (8) 4-dr., | 


$1,780*. ‘55 Thunderbird, $2,615* (ps), 
‘ $2,585* (ps); Fairlane (8) 2-dr., $1,500*, 
: $1,430*, $1,400*; 4-dr., $1,485*; Custom 
(8) 4-dr., $1,250. °54 Crest (8S) Country 


sedan, $1,400*; Custom (8) 4-dr., $1,-| 


035*. °53 Crest (8) conv., $925; Custom 
(8) 4-dr., $850, $580*%; Main (6) 4-dr., 
$430; %-ton Delivery sedan, $550. ‘52 
Crest (8) Victoria, $805*; Custom (8) 
4-dr., $625*. "51 Custom (8) 4-dr., $450*; 


$285. 
HUDSON—’51 4-dr., $200*. 
MERCURY—’56 Monterey station wagon, 
$2,720* (ps). "54 Monterey Hardtop, $1,- 


pamansumediten 
w 


405*; Custom 4-dr., $1,175, $1,100*. '53) 


Monterey station wagon, $1,135*; Cus- 
tom 2-dr., $850. '52 Custom Sport coupe, 
$875*; Monterey 2-dr., $850*. ‘51 club 
coupe, $450. 

é NASH—’53 conv., $450. ’51 station wagon, 

: $375*. 

; OLDSMOBILE—’55 (88) Super 4-dr., $1,- 

‘ 925°; 2-dr., $1,785*; Deluxe 2-dr., $1,- 
665. °54 (88) Super Holiday, $1,700*. '53 
(88) 2-dr., $1,065* (ps). '51 (98) Holiday, 
$490°. 

PACKARD — '52 4-dr., $335. ‘51 4-dr., 
$390*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
520*; Savoy (8) 4-dr., $1,300. '54 Savoy 
2-dr., $900*; Suburban, $890*. '53 Cran- 
brook 4-dr., $585*; Cambridge 4-dr., 
$415. °52 Cambridge club coupe, $265. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
295*. °55 Star Chief (8) conv., $1,970* 
(ps); Catalina, $1,875*; Chieftain (8) 
4-dr., $1,585. °'52 Chieftain (8) conv., 
$480*, $390*. '51 Silver Streak (8) 2-dr., 
$320*. ’50 Silver Streak (8) 4-dr., $175*. 

WILLYS—’48 Jeepster, $325, $315. 


DENVER 


(Jack Layton’s Auto Auction. Sales every 
Tuesday. Prices are for sales of Apr.10-17.) 
(Weather good at last. Demand 


toa a i 


ait 


ROCRONAG -Ag Rin meal hoes: 


strong.) 
; BUICK—’56 Super Riviera, $2,915* (ps); 
: Special Riviera, $2,505* (ps), 2 at $2,- 
485. '55 Super Riviera, 2 at $2,280*, $2,- 
275* (ps); Special Riviera, $2,180* (ps). 
’54 Super Riviera, $1,555*; 4-dr., $1,535* 
(ps); Special 4-dr., $1,550*, $1,255; RM 
Riviera, $1,545* (ps). '53 Special Rivi- 
era, $790*. '52 Super conv., $610*. ’51 
Special 4-dr., $495; Super 4-dr., $295. 


j 
i 








2-dr., $315*, $290*; Deluxe (6) 2-dr., 





on, $3,450* (ps). 


4-dr., $1,500; 2-dr., $1,230; 


'50 Special 2-dr., $265. "49 S -dr. 4-dr., $1,050; %-ton pickup, $1,025, $835. 
$125°. $ 9 Super 4-dr., ’54 Main (8) Ranch Wagon, $1,395; | PONTIAC—'54 Star Chief (8) sedan, $1,- 
Crest (8) Victoria, $1,340, $1,295*, 2 at} 
$1,265; Custom (8) 4-dr., $865. '53 Main | 


CADILLAC—’'56 (62) sedan de Ville, 2 at| 
$4,750* (ps), $4,710* (ps); 4-dr., $4,-| (3) Ranch Wagon, $1,120 


575° (ps); coupe, $4,400° (ps). '55 (62) | $895; Crest (8) Victoria, $915*; Custom conv., $450*. '51 Silver Streak (8) 4-dr., 
4-dr., 2 at $655, $650; 2-dr., $555*; $375, $300*; Catalina, $325*; Silver | 
Custom (6) 2-dr., $470*: %-ton pickup,| Streak (6) sedan, $195. '50 Silver Streak 


coupe de Ville, 2 at $3,800* (ps), $3,705* (8) 
(ge); coupe, $3,520* (ps). ’54 (62) coupe, | . 

,905* (ps); 4-dr., $2,640* (ps). ’52 (62) g B 
coupe de Ville, $i,310*. °50 (62) 4-dr.,.| $y "4° Sf50' Ser onto, 
$725*. °48 (62) 4-dr., $395°*. | $270*: %-ton pickup, $395. 

CHEVROLET — '56 Two-ten (8) station! pickup, 2 at $300, $285. 
wagon, 2 at $2,385, $2,260*; Bel Air (8) | HU 
coupe, $2,250, $2,205, $2,180*; Sport| KAIS 









cR—’51 2-dr., $190. 


sedan, $2,180*; 4-dr., 2 at $2,180, $2,-| LINCOLN — ’56 Premiere 4-dr., $4,015*%| Panel, 2 at $1,105, $905. 53 1-ton pick- 
095*; Two-ten (6) 4-dr., 2 at $1,915,/ (ps); coupe. $3,950* (ps). ‘54 Capri] UP, $865. '52 2-dr., $340*. '49 %4-ton 
$1,800*. ’55 Bel Air (6) 4-dr., $1,375;| coupe, $1,695* (ps). ‘52 Capri 4-dr.,| Panel, $240. "47 Jeep, $340. °43 Jeep, 
Bel Air (8) 4-dr., $1,370*; Two-ten (8)| $690*. °’51 Cosmopolitan Sport sedan, $125. 


4-dr., $1,370*; %-ton pickup, $1,250. '54 $315* 


Bel Air 4-dr., $1,085, $1,020; Two-ten| MERCURY —’56 Montclair 2-dr., $2,510| ALBANY 


4-dr., 3 at $1,020, $920, $900*; 2-dr., (ps). °55 Monterey 4-dr., 


$775; One-fifty 4-dr., $725. °53 Bel Air Monterey 4-dr., $1,270: Custom Sport (Tim Anspach Auto Auction. Sale every 
4-dr., $800; %-ton pickup, $1,045, $885, coupe, 2 at $1.160, $1.095. °53 Monterey | 


$805. °52 SL Deluxe Bel Air, $695, 2 at Sport coupe, $1,125, $1,030; 


| DesoTO—'56 Fire Dome (8) station wag- | (98) Holiday, $1,295* (ps); 4-dr., $990*; 


| DODGE—’53 Coronet (8) 4dr. 
FORD—’56 Fairlane (8) Victoria, $2,415*; 


Used-Car Auction Prices | Pty sss 4, 


| $665". | 125* (ps), $1,075*, 3 ‘at $1,050*; Deluxe 


Custom (8) , 
4-dr., $1,700*; Delivery sedan, $1,710;| | *-dr.. $395*. '51 4-dr., 2 at §275, $255°. 


%-ton pickup, $1,385. '55 Country sedan, PLYMOUTH—’56 Belvedere (8) Hardtop, 
| 2 at $1,830, $1,695; Fairlane (8) Victoria,| $2,165*. "55 Belvedere (8) coupe, $1,285; 
“ia, (Continued from Page 34) | $1,710*, $1,695, 2 at $1,500; 


Custom 


<ON—’53 Hornet 4-dr., $755°*. | .. 4-ton pickup, $205. 
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(88) Holiday, $1,275*; Super 4-dr., $1,- 


4-dr., $1,035*. '50' (88) 2-dr., $330*, 
| PACKARD 





’54 Clipper 4-dr., $1,230*. °52 


Custom (8) Savoy (6) 2-dr., $1,100. '53 Cranbrook 


~ 
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$1,820*; 4-dr., $1,600* (ps), $1,590*, ’54 
Century 4-dr., $1,460* (ps); Super Rivi- 
era, $1,410*. '53 Super Riviera, $1,150* 
(ps), $1,010*, $940*; 4-dr., $830*; RM 
4-dr., $900* (ps); Special Riviera, $935. 
*52 Super Riviera, $750*. '51 Super 4-dr., 
$500*, $480*, $350*; Riviera, $360*; Spe- 
cial 4-dr., $460; Riviera, $290. '50 Super 
Riviera, $350*; 4-dr., $330*, $260*. 





Custom (6) 4-dr., $610. '52 Cambridge 4-dr., $400, CADILLAC—’56 (62) coupe de Ville, $5,- 


$290. 


155*. ‘53 Chieftain (8) station wagon, 
$930; 4-dr., $760*. °52 Chieftain (8) 4- 
2 at $990, dr., $630*, $470*; station wagon, $620*; 


52 Custom| (8) coupe, $100, $100*. °39 2-dr., $250. | € 
(8) 2-ar., | STUDEBAKER—’56 Hawk sedan, $2,875* 
50 %-ton| (ps). '51 Commander 4-dr., $250*; %-ton 
pickup, $300. '49 %-ton pickup, $290; 





WILLYS—'56 (4) Jeep, $1,785. '55 %-ton 


$1,695. 54 | 





Monday. Prices are for sale of Apr. 16.) 
4-dr., 2 at (We celebrated our 9th anniversary | 


$600, $585*; 4-dr., 2 at $570; coupe, $1,015, $775*. '52 Monterey 4-dr., $535*.| sale here today with many dealers from 


$460*; SL Special 2-dr., $555; %-ton ‘51 4-dr., $345*. °50 4-dr., 


| 
pickup, $715. ’51 SL Deluxe 2-dr., 2 at coupe, $235. '49 club coupe, $135. | market importance as our sales staff rip- | 
$550, $370*; conv., $385; FL Deluxe| NASH — '53 Statesman sedan, $650. '50| pled through 225 choice cars offered at | 
2-dr., $375; ‘%-ton pickup, 2 at $530,| Statesman sedan, $145. | amazingly high prices. Eager bidding, | 
$295; %-ton pickup, $395. '50 Carryall, | OLDSMOBILE—’56 (98) Holiday, $3,175*| sometimes after the auctioneer’s hammer 


$350; club| far and near. They brought news of car 


$340. °49 Delivery sedan, $325; %-ton (ps), $3,155* (ps): 4-dr., $3,125* (ps). fell, marked one of the highlights of the 


pickup, $285. "48 %-ton pickup, $165. "55 (98) 4-dr., $2,245* (ps); 
"47 Y%-ton panel, $250. 4-dr., $2,125* (ps), 2 at $1,915; Deluxe! percent), another record for the year.) 
CHRYSLER—’55 NY 4-dr., $2,580* (ps). 2-dr., $1,480. '54 (98) Holiday, 2 at $1,-| BUICK—’56 Special conv., $2,800* (ps); 
"54 NY 4-dr., $1,475* (ps). '52 Windsor 875, $1,810* (ps); 4-dr., $1,865* (ps), 2) 4-dr., $2,625*; Riviera, $2,575*. '55 Cen- 


4-dr., $365*. '51 NY 4-dr., $315*. at $1,865; (S88) Super 4-dr., 





(88) Super! sale. Sold 201 cars out of 225 (almost 90 





$1,550*. '53| tury Riviera, $1,960*; Special Riviera, | 


000* (ps). '55 (62) conv., $3,800* (ps); 
coupe, $3,600* (ps), $3,475* (ps). °54 
(62) 4-dr., $2,950* (ps), $2,725* (ps); 
(60) Special 4-dr., $2,650* (ps). '53 (62) 
coupe de Ville, $1,760* (ps); 4-dr., $1,- 
675*. °52 (62) 4-dr., $1,285*, $1,150* 
(ps); coupe, $1,260* (ps). ‘50 (62) 
conv., $765*. '49 (62) 4-dr., $490*. 


HEVROLET — ’56 Two-ten (6) station 


wagon, $2,025. '55 Two-ten (8) 2-dr., 
$1,375; Two-ten (6) 4-dr., $1,310; One- 
fifty (6) 2-dr., $1,090, $1,070. '54 Bel 
Air 4-dr., $1,150*, $950; 2-dr., $1,150*; 
Two-ten 2-dr., $1,075*, $1,050, 2 at 
$850; One-fifty 4-dr., $825. ’°53 Bel Air 
2-dr., $900; 4-dr., $780*; Two-ten 4-dr., 
$800, $700, $660; 2-dr., $730, $720, $675, 
$670, $655; club coupe, $530. '52 SL De- 
luxe 2-dr., $500, $450; 4-dr., $425*; SL 
Special coupe, $500; 2-dr., $310. '51 SL 
Deluxe station wagon, $590*; 4-dr., $350, 
$325; 2-dr., $300*, $275*; FL Deluxe 
2-dr., $425, $420; SL Special 2-dr., $240. 
‘50 SL Deluxe 4-dr., $310; 2-dr., $170; 
station wagon, $230; SL Special 2-dr., 
$165. '49 SL Deluxe 4-dr., $170. 


CHRYSLER—'54 NY 4-dr., $1,230* (ps); 


Windsor 2-dr., $1,200*. '52 Windsor New- 
port, $600* (ps). 


| DeSOTO—’'53 Fire Dome (8) 4-dr., $790*, 


$585. ‘52 Fire Dome (8) 4-dr., $520* 
(ps). '51 Deluxe 4-dr., $220. '49 Custom 
coupe, $160*. 


DODGE—’54 Coronet station wagon, $1,- 


100; Royal 4-dr., $1,000*; Meadowbrook 
(Continued on Page 37, Col. 1) 





“Satisfied customers always come back —that's why 
we recommend Quaker State Super Blend: 


Yes, recommending Quaker State 
Super Blend to your new car cus- 
tomers is good business and good 
sense. For this finest of all-weather 
(SAE 10W-30 HD) motor oils helps 
you keep your promises about the 
cars you sell and service. It gives 


your customers the trouble-free per- 
formance and operating economy your 
cars are made to deliver. It’s the 
years-ahead, Pure Pennsylvania motor 
oil. Stock it, display it, recommend it 
—and it will build good will and 
profits for you! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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Dodge Appoints 
Wilson, Hagopian 
And Six Others 


DETROIT. — Eight appointments 
headed by W. Heartsill Wilson and 
Louis T. Hagopian, western and 
eastern new-car sales managers, 
have been announced by Dodge. 

Robert B. McCurry jr. has been 





W. H. Wilson L. T. Hagopian 


named Los Angeles regional sales 
manager and Herbert C. Wood 
takes the same post in the Omaha 
region. 


In the Kansas City region, Ken- 
neth W. Byers has been named 





H, C. Wood R, B, MeCurry jr. 


new-car manager and John R. Neal 
jr. has assumed Byer’s former post 
of used-vehicle manager. 

Ivan G. Horst has been promoted 
to administrative manager in the 
Detroit region and Donald S. Mad- 
dock is regional new-car manager. 

Wilson and Hagopian joined 
Dodge 1953; McCurry in 1950; Wood 
in 1955; Byer in 1953; Neal in 1949; 
Horst in 1954, and Maddock in 
1949. 





Houston Dealers 


Select Parker 


HOUSTON. — Al Parker (Buick) 
has been elected president of the 
Houston Automobile Dealers Assn. 
for the coming year. 


Other officers are Griff D. Vance | 


sr. (Nash), vice-president, and H. 
D. Schleeter jr. (Studebaker), sec- 
retary-treasurer. Other directors 
include F. R. Higginbotham, Albert 
H. Berry (Dodge-Plymouth), R. M. 
Pearson (Ford), Frank Gillman 
(Pontiac), Thad Felton, Sam H. 
White (Oldsmobile), A. B. Smith 
(Chevrolet) and W. O. Means sr. 
(Chevrolet). 
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The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, trans 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,412; 2- 
dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 


seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 


hardtop, $3,335; conv., $3,539. Roadmaster 
—4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
flow standard on Century, Super and Road- 
master. Power Steering standard on Super 
and Roadmaster.) 


CADILLAC — Series 42—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 


CHRYSLER—Windsor—4-dr. 
865.75; 2-dr. 
4-dr. Newport 
Newport hardtop, 


sed., 
Nassau hardtop, $2,900.25; 
hardtop, $3,123.75; 2-dr. 
$3,036.75; conv., §$3,- 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 


top, $3,946.50; 2-dr. . -Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B—2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New 
Yorker.) 

CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL — 2-dr. sed., $9,538. 


(Turbo-Drive and power steering standard. ) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 


Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. wag., $3,366.25. Fireflite—4-dr. 


‘Only Fair Share’ 
Is Road-Cost Plea 


PORTLAND, Ore.—The Oregon 
trucking industry is anxious to help 
advance the Federal highway pro- 
gram, but it “cannot do more than 
shoulder its just share of the cost,” 
Robert Lytel told a dinner meeting 
of the Oregon Trucking Assn. allied 
industries division. 


Lytel is general counsel for Con- 
solidated Freightways and heads 
the American Trucking Assns.’ 
“Oregon Fight for Survival Com- 
mittee.” 

He said the Boggs bill, financing 
instru:nent of the Federal program, 
was satisfactory to trucking inter- 
ests until a House committee added 





an amendment imposing a special | 


tax of $1.50 per 1,000 pounds on 
trucks weighing more than 26,000) 
pounds GVW. 





$2,- | 


sed., $3,114.50; 4-dr. Sportsman hardtop, 
$3,426.50; 2-dr. Sportsman hardtop, $3,- 
341.50; Adventurer %-dr. hardtop, §$3,- 
723.50; conv., $3,539.50; Pace Car conv., 
= (PowerFlite standard on Fire- 
ite.) 

DODGE — Coronet 6 — 4-dr. sed., $2,- 
| 263.50; 2-dr. sed., $2,190.50. Coronet ‘v-8— 
4-dr. sed., $2, 371. 25; 2-dr. sed., $2,298; 
2-dr. 500° sed., $2, 529. 90; 4-dr. " hardtop, 
$2,547.50; 2-dr. hardtop, $2, 433.50; conv., 
$2,773.50. Royal — 4-dr. sed., $2, 508. 75: 
4-dr. hardtop, $2,692.75; 2-dr. ae 
$2,578.75. Custom Royal—4-dr. sed., 
618.75; 4-dr. hardtop, $2,802.75; 
hardtop, $2,688.50; conv., $2,908. Station 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
Suburban V-8, $2,595; 2-dr. Custom Sub- 
urban V-8, $2,724; 4-dr. 6-pass. Sierra 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8, 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, 
$2,969.50. 

FORD—(Prices for 6-cyl. models; 
V-8s, add $99.98.)—Mainline—4-dr. 
$1,891.48; 2-dr. sed., $1,846.30; 
2-dr., $1,744.22. Customline — 4-dr. 
$1,981.76; 2-dr. sed., 


for 
sed., 


sed., 
$1,935.58; 2-dr. hard- 
top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333.75; conv., $2,355.07. 
Station Wagons 2-dr. 2-seat Ranch 
Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- 
dan, $2,424.05; 4-dr. 3-seat Country Squire, 


$2,528.60 Thunderbird—Hardtop cpe. (V-8 
only), $3,147.60. 
HUDSON — Wasp Super 6—4-dr. sed., 


$2,416. Hornet Special V-8—4-dr.  sed., 
$2,626; 2-dr. hardtop, $2,741. Hornet Super 
6—4-dr. sed., $2,770. Hornet Custom 6— 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136. 
Hornet Custom V-8—4-dr. sed., $3,286; 
2-dr. hardtop, $3,429. 

IMPERIAL—Imperial — $4,- 


4-dr. sed., 


Truck registrations states | | 


are a3 | Brock- 
compiled by R. L Polk repre- | . 
sentatives in state capitals. | 


by 


released here weekly, 


Che 


$2,043.46; 4-dr. hardtop, | 


way rolet 


Current Prices on New Cars 


827; 4-dr. hardtop, $5,220.50; 2-dr. hard- 


top, $5,089.25. Crown Imperial—4-dr. 
8-pass. 
(PowerFlite and power steering 


pass. 
731.50. 
standard.) 
LINCOLN—Capri — 4-dr. 
hardtop, 
$4,596; 2-dr. hardtop, 
(Turbo-Drive and power steering 


2-dr. 
| sed., 
$4,742. 
| standard. ) 


| 2-dr. 
2-dr. 
sed. 
2. =. |‘hardtop, 
conv., 
| $2,718; 


sed., 


$7,597.50; 


sed., 


lim, 


8- 
$7,- 


$4,207; 
$4,114.50. Premiere—4-dr. 


$4,596; conv., 


MERCURY—Medalist—4-dr. sed., $2,309; 


sed., 
hardtop, 
$2,406; 
$2,551; 
$2,707.50; 
4-dr., 


$2,250; 
$2,384.50. 
sed., 


| Monterey—4-dr. 


| sed,. 


$2,647.50; 


hardtop, $2,626; 


$2,973. Monteclair—4- 
hardtop, 


business | 
| $2,381. 
4-dr. sed., 
2-dr. 
Super 6—4-dr. 


816; 


4-dr. 
| $2,760.50; 
METROPOLITAN—2-dr. hardtop, $1,527; 


conv., $1,551 


conv., 


2-dr. 


2-dr. 
4-dr. 


8-pass. 


sed., 


4-dr. 
dr. 


$2,346.50; 


hardtop, 
6-pass. 
stat. 
$2,551; 
4-dr. hardtop, $2,696; 2-dr. 
8-pass. 
spt. 
$2,830.50; 


$2,895.50. 


wag., 


stat. 
sed., 
2-dr. 


4-dr. 


NASH—Statesman Super 6—4-dr. 


Super V-8—4-dr. 


Custom V-8—4-dr. 


top, $3,379. 


hardtop, 


conv., 
293; 
$3,475; 
Matic 


2-dr. 


sed., 


OLDSMOBILE — 
$2,483; 
$2,667; 
4-dr. 
$2,876; 

$3,026. Series 
4-dr. 

conv., 
and 


sed., 


power 


sed., 


2-dr. 


$3,735. 
steering 


Series 
$2,418; 


Ambassador Special 
$2,591; 

hardtop, 
sed., 


V-8 — Super 
Custom 4-dr. sed., 
$2,681. 
$2,685. 


Ambassador 
Ambassador 
$2,997. Ambassador 
sed., $3,236; 2-dr. hard- 


88 — 4-dr. 


hardtop, $5,495; | $2,350; Pinehurst V-8 2-dr., 


4-dr. 


sed., 


hardtop, 
2-dr. hardtop, $2,595. Super 88— 
$2,635; 2-dr. sed., $2,569; 4-dr. 
hardtop, 
98—4-dr. 
hardtop, $3,546; 2-dr. 
(Jetaway Hydra- 
standard on} 


$2,803; 


hardtop, 


4-dr. hardtop, $2,454; 
Custom—4-dr. 


4-dr. 


$2,481; 
stat. wag., 
$2,815. 


spt. 


wag., 
$2,782; 
hardtop, 


sed., 


$2,- 


sed., 


$3,- 





Series 98.) | 
PACKARD — Executive—4-dr. sed., $3,- | 

465; 2-dr. hardtop, $3,560. Patrician— | 
4-dr. sed., $4,160. 400—2-dr. hardtop, | 

$4,190. Caribbean—2-dr. 

conv., 


| 
v- 


mond | 


Dia- 


T 


cz a 


$5,995. 


Dodge 





Ford 


G 


(Ultramatic standard.) 


Inter- 


— 


| Mack 


— 


PLYMOUTH—Piaza 6—4-dr. sed., $1, 
922.50; 2-dr. sed., $1,879.50; bus. cpe, 
$1,780.50. Plaza V-8—4-ar. sed., $2,025 %; 


2-dr. sed., $1,982.75; bus. cpe., $1,883.75, 
Savoy 6—4-dr. sed., $2,021.50; 2-dr. seq, 
$1,978.50; 2-dr. hardtop, $2, 125.75. Su voy 

V-8—4-ar. sed., $2,124.75; 2-dr. sed., $2. 
081.75; 2-dr. hardtop, $2, 228.25. Belvedere 
6—4-dr. sed., $2,105.50; 2-dr. sed., $2. 
062.50; 4-dr. hardtop, $2,277.50; 2-dr, 
hardtop, $2,209.75. Belvedere V-8 — 4-dr 


sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr, 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, $2,. 


862. Suburban 6 2-dr. 


seat Deluxe 


stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50; 4-dr. 2-seat Custom 
stat. wag., $2,309.75; 4-dr. 2-seat Sport 
stat. wag., $2,479.75. Suburban V-8—2-dr, 
2-seat Deluxe stat. wag., $2,296; 2-dr, 
2-seat Custom stat. wag., $2,367; 4-dr, 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 


PONTIAC—Chieftain 860—4-dr. sed., §2,. 
294; 2-dr. sed., $2,236; 4-dr. hardtop, $2,- 
439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
$2,647. Chieftain 870—4-dr. sed., $2,409; 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., $2,744. Star Chief 
—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 


2-dr. hardtop, $2,661; conv., $2,853; 2-dr, 
2-seat Safari stat. wag., $3,124. 

RAMBLER—Deluxe—4-dr. sed., $1,826, 
Super—4-dr. sed., $1,936; 4-dr. 2-seat stat, 
wag., $2,230. Custom—4-dr. sed., $2,056; 
4-dr. hardtop, $2,221; 4-dr. 2-seat stat, 
wag., $2,326; 4-dr. 2-seat hardtop stat. 
wag., $2,491. 


STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr, 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe., $1,982. Commander V-8—4-dr, 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sic—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr:, 
$2,525. (Over- 
drive - standard on Golden Hawk.) 


New Commercial Car Registrations, 


27 States for March, 1956-1955 


| Stude- | 


Reo baker | White | Willys | Mise. | 



































“The information contained in this report has been compiled from official state documents. 


























12 States Previously 56| 3911 747 3419 1136 1604 176 23 162 308 14! 11856 
Reported for March "55 2243 b| 1055; 3793) 597; 14597) — |S Miu 130 443; 75|_—«10161 
Alabama ‘56 634 73 42) 219 162 32 5 10 15 if 5 1587 
55 438 3 118 i 573 100 , 136 ma 2 ; 9 he 29 a 10 bs 1445 

Arkansas "56 437 2 54 342 106 121 29 3 il 1105 
55 215 2 74 372 5! 83 2 nN 10 i 3 12 ; 824 

Colorado ‘56 380 5 60 262 93). «113 6 | 10 8 44 12 994 
55 22! 3 86 292 56 91 4 2\ 16 4 7| =29 901 

District of Columbia ‘56 58 2 23 68 33 71 I 3 6 9 9 283 
55 5! | 3| 79 10 30 5 | 6 4 218 

Florida "56 654 6 145 658 166 148 32 12 15 14 8! 40 1971 
55 440 9) ; 171 = 932 134 20: 30 I 6 43 es | 66 19 = 108 

Kansas "56 267 1 37 266 70 109 5 9 10 14, «x4 «792 
55 377 4 74 534 83 194 I | 18 14 25 | sii 1325 

Maine ‘56 | 71 ! 26 88 31 33 a 8 3 20 8 293 
‘SS 7) 10 93 10 33 | 5 | 19 243 

Maryland ‘56 | 217 3 6! 209 50 66 42 a il 10 7 685 
oe 55 2 126 6 80 259 29 75 20 | 15 15 28 i 667 
Montara "56 295 | 48) 208 107 186 3 15 a 70 8 945 
55 15 60 170 48 97 6 | 22 3 68 3 593 

New Jersey "56 7 346 14 73 289 | 10! 97 39) 4 9 27 34 23 1063 
i si 64 5 20 67 37 32}__ 1809 
Ohio "56 | 1460 21 334 1370 321 657 85) 28 31 90 8I 83 4561 
‘55 700 10 318 1552) 119 583 58 14} 60 84 _% 24 3597 

Oklahoma ‘56 474 él 337 90 140 15) a 13 15 8 6 1163 
55 239 63 3% 67 160 3 2 10 10 19 3} «972 

Rhode Island ‘56 46° 1} 16 33 39| 33 2 I 2 5 | 179 
55 58 9} 8 84 5 43 6 2 6 4 3 _228 

South Dakota “56 97 I 16) 121 28 82 | ‘4 I 13 363 
‘55 74) 3 32 135 26) 112} | a 5 2! 412 

Tennessee “56 724 5) 122 514 168) 264 27) 3 12 22 22 1883 
‘55 416 2 164 593 99) 196! 14 6 21 25 14 2| ‘1552 

27 States Reported "56 8 10071) 147; 18% 8605; 2758; 3886 464) 90 317 393) 741 347| 29723 
To Date for March "55 19 6084 | 133} 2620) 10504| 1528) 3728 310} 64 447 453 950 215) 27055 
Year *56) 139) 54490) 754| 9899) | 16600; 19836 2320) 499 2011 2944 3657! 1753) 161342 
To Date ‘55 202} 42008) 590! 12583} 48679}; 10542! 18979 1381] 402 1969 2395 4668! 1092) 145490 





Every reasonable precaution has been 


gene A insure accuracy of this report to the extent of the registrations received ks | (ees i a time the report is published. 


R. L. 


k & Co. cannot assume any liability by reason of inaccuracies or omissions.’ 


New Passenger Car Registrations, 21 States for March, 1956-1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


Dodge| outh | 7OTAL| Ford |Lincoln| cury 


Plym- Mer- 


LER 
tal 


Con- 
tinen- 


FORD 
TOTAL 


Buick 


S-P 
baker |TOTAL 


































































































8 States Previously *56| 569 1022; 591; 1329 104 1186 2199 5897| 10715; 15963) aay 3293 15; 19715| 6748 1647; 17797 5329 4599| 36120) 355 1092| 1447) 517! 70105 

Reported for March . *55/ 693 1036; 1729) 1733 149 1357 3059 7795| 14093) 15279) 303 3820 | 19402 7965 1613} 15800! 6292 5416} 37086) 691 1279; 1970) 310} 74590 

Colorado ‘56| 54) 106} 160| 73 7| 67 4 338 695 974 x 248! 2) 1269 470 il 1270) 325 239 2415) 18} 86) 104) 19| 4662 

*55| 54 75) 129 147 15) 94) 489 950 1436 35 315} | 1786 517 136 sa 447 406 2789 | 37| 85) 122 39; 5815 

Delaware ‘56) 1} 13) 14 20) 1 16 45) 268 | 2i1 324) 7| 65) | 396 134 32) i 77| 96 684 3) 10) 13) 9| 1327 

‘55 | 9| 9) 34| 1} 22 Al 205 338 516) 6} 98) 620 226 41} a70| 155} 150 1042) 8) 25 | 33) 10} 2052 

District of Columbia ‘56 14) 18} 32 99) 14} 62 127) 453 755 566! 24| 93) 1} 684 342 82) 953) 261 | 272 1910) 25) 34) 59) 78 3518 

‘55 17 24 41) 58 8) 53) 132) 460) 711 557) 9) 128) | 694) 30! 69) 647) 273) 261 1551 | 21} 34! 55 16 3068 

Florida "Bé 55) 129) 184 176} 42! 142 38! 737 1478| 2853) 128) 538) 12) 3531; 1245 434; 3354! 921) 730 6684 68 132! 200) 230; 12307 

55) 114| 146} 26 260 o} 298 52| 201 502 1217; 2270 3639} iti} 791) | 4541 pe 1511) 441' 3425) 1303) 1054 7734 118) 233} 351 129) 15285 

Kansas ‘56 21) %| ~*117) 59) 6) 92) 130! 356 | 643) | 1096) 27) 263) 1386 | 477 83; 1280) 340} 352! 2532) 40) 85) 125| 21| 4824 

"55 76| 179} 255| 215) it} 176 445) 980 1827 2533) 45) 519 3097 1025} 177! 2346| 774| 922 5244) 89) 207) 296 | 33} 10752 

Montana . “56 47) 37) 84 54) 5) 28) 110 177 374 466 23 99 | 1} 589 185| 52) 516) 151) 123) 1027) 17) 47) 64| 28 2166 

' ‘$5 27 18} 45 68 3 32 101 153) 357} 464, 5| 105) | 574 143 45) 427) 147) 134 896; 20; 51} 4| 1947 

North Dakota ‘5é 13) 29) 2 33) 1) 15) 56) 118 223 330) 10) 84) 424 126 23) 372) el 55 686 | 7) 25 32) 5; 1412 

*55) 3) 22 2 45) 2 37} 66) 193 343 359| 6) 77\ } 442 104 27| 317| 123} 85) 656! 18 24 42) 1} 1509 

Oklahoma “.lUC<C~«<«CémmC 72) 42) 7) 6l| 164) 332) 606; 1306) 34! 203 | 2) 1545! 514! itl 1563 399! 345 2932 | 26) 49 75 | 18; 5248 

‘55 31) 56| 87) 80 14) 76 160) 494 824! 1490} 29) 307) | 1826| 624 116 1453 573|___— 5 528; 3294) 29 85 114; 9| 6154 

Rhode Isiand *56| 17) 47 64 38) 7 25 78) 192) 340 sal 7\ *| 3| 488 219 48 | =| im (Ce 106 977 6| 32) 38| 43; 1950 

"55| 24| 53 77 54 10 103 347) 561 446 14] Ht | 571 189 55) 529 217} 120; 1110 16} 43} 59| 27; 2405 

South Dakota *56) 19! 59 22 | 14 55 158 250 419 7 | | 508 | 157 21} 464) 110) 98 850, 15) 32| 47) 10; 1724 

*55| 25| 42 67 58 6 ‘47 143 297 551 577 12 129 718 327 37) 636) 221) 194) 1415) 40: 55| 95) 6| 2852 

eS ce. a | sal 99| 148) 142 12} 136) 1049; 1693 2474 | 537) 3) 3067 1142 164| 3256| 807) 686 6055 26| 157) 183) 25; =ttt7I 

"55| 58 110} 168} 185 13} 196) 446 1234| 2074 2408 18 The | 2936 1089! a 2504 | 782! 885| 5362!) 56) 176| 232) 31| 10803 

Utah *56| iD 32 43 rr a 57 73) 173) 360 415) 24 "| 610 323 596 | 164 1373) 9) 30 39) 39| 2464 

55) 25 17 42 68! 10 57 116) 182 433 491 i3 te 659 342 <8 es 22312 246 1328} 2%| 3; ne 58) 7| 2527 

Wisconsin *56) 203 631; 834 Se 215 i 211} wl 824; 1756 2730) 87 520 a 3339 1510) 266 364 | 1078; +794) +7012 104; «20! sel 313) 17| 13271 

"55/ 178 be 336) 32 250; 544 1178| 2340 2922) 36 558 3516 1415 249 oH 1274 924 6243) 121 38 357} 56| 13096 

21 States Reported "56! 1096; 2348) 3444; = 2352| 225| = 2112) 4477| 10933| + 20099| 30308) 920| 6281! a 37551} 13592! 3142) 35559 10305 8659; 71257) 719! 2020! 2739 1059| 136149 

To Date for March *55/ 1325) 2193) 3518} | 3379) 326| 2645) 6098! 15224 27672| | 33117) 642| 7623} | 41382] | 15778| 3 3156} 32687 12804 11325] 75750) 1290} 2565; 3855 678| 152855 

ear ‘56 6327| 13990| 20317) 18608) 1940) 17212) 36085) 86219} 160064; 209982! 7031 46117 | 417| 263547! 103947) 24922| 259568, 82718| 65980| 537135; 6285, 16420! 22705) 11571 | 1015339 

To Date "55! 6270) 11163} 17433} 26117; 2324) 19992) 46550! 109106} 204089! 230689! 4814; 52079 | 287582! 117994) 26606! 208751; 93054| 83315) 529720; 6079) 16513] 22592! 7717)| 1069133 

‘The information contained in this report has been compiled from official state documents. Every reason- received and tabulated at the time the report is published. R. L, Polk & Co. cannot assume any liability 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


¢ 





4-dr., | 
dr., % 
Wayfat 
$250°. 


FORD— 


Fairian 

toria, 

$1,280, 

4-dr., | 
. 


on, $1 
(6) st 
Crest 
(6) 4-' 
dump 
$2,900. 
$780°*; 
$460". 
4-dr., 
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(8) 4-dr., $240; Silver Streak (6) 2-dr., 325* (ps). °54 (98) Holiday, $2,100* | PONTIAC—'54 Chieftain (8) sedan, $1, 
$215. (ps), $1,765*; (88) Holiday, $1,700*. °53 250*. '°53 Chieftain (8) Catalina, $1, o16¢ 
e e STUDEBAKER—’55 Commander 4-dr., $1,- (98) 4-dr., $1,260*° (ps), $1,150°. (ps). °52 Chieftain (8) sedan, $575*. °49 
150*. ’53 Commander coupe, $660*, $555*. | PACKARD —’55 (400) Hardtop, $2,490*| _ Silver Streak (6) sedan, $180. 
se - ar uc ion rices '52 Commander coupe, $330*. '50 Cham- (ps). STUDEBAKER — '52 Champion sedan, 
pion 4-dr., $205*, $185*. PLYMOUTH—’55 Belvedere (8) 4-dr., $1,-| $375. '51 Commander sedan, $200. 
WILLYS—'50 station wagon, $235°. 650°, $1,350; Savoy (8) 4-dr., $1,485°; 
— a 508. "52 Craateock os LITTLETON, COLO. 
vedere, $495; Cam club coupe, l 
(Continued from Page 35) LITTLETON, COLO. "51 Gemetten aedte, #105. = (Denver Auto Auction. Sale every Fri- 
, .| day. Prices are for sale of Apr. 13.) 
t-dr., $580. 'S2 Coronet, conv.,. $525;,4-) Prices are for sale of Apr. 13.) ani Cerade ute Auction. Sale every Mon- | PONTIAC "06 at cet, (CL crmt $5 | inate mebd, Rabcertess care baed @ 
dr., $540°; Wayfarer 2-dr., $340. '50 (Prices about steady with last week. (Sold 305 cars out of 400 offerings.) 325*. '55 Chieftain (8) station wagon,| Sell. Demand strong for older, lower- 
Wayfarer 2-dr., $150*. 49 Deluxe coupe,/ Demand for ’55s and '56s greatly in- | py , ‘ 2.810* $1,885*; 4-dr., $1,535. ’54 Chieftain (8) | _Priced units.) 
$250". creased. Sold 212 cars out of 287 offer- aoe; eae aes <r S3,610", $3-! station ‘wagon, $1,420*; Star Chief (8)| BUICK—'56 Special Riviera, $2,550°, $2,- 
tom FORD—'56 Custom (8) 2-dr., $1,800. '55| ings.) 585°; Special Riviera, $2,535° (ps), $2,- 4-dr.. $1,195*, $1,190* (ps). 53 Chief- 475, $2,450; 2-dr., $2,350*. '55 RM conv., 
tom Fairlane (8) station wagon, $1,595; Vic- ; 500*, $2,260. °55 Super Riviera, $2,255* oo ' , , , 7 . $2,310* (ps); Super 4-dr., $1,625* (ps). 
an via, $1,555; Custom (8) '2-dr., $1,420, | BUICK—'56 Century Riviera, $2,685* (ps); (ps), $2,140* (ps); Century Riviera, $2,-| tain (8) station wagon, $975. "52 Super Riviera, $605, '50 Special 2-dr. 
dr $1,280, $1,270, $1,190, $1,140; Main (8)| Special Riviera, $2,535° (ps). '55 Cen-| 145% (ps), §2,125° (ps), $2,060*, $2,030*, | STUDEBAKER '54 Champion 2-dr., $685.| igo, . 
, ’ % 2 4 tury Riviera, $2,175* (ps), $2,085*, $2,- $2,010* (ps); 4-dr., $2,015*, $1,995*, 2 ‘52 %-ton pickup, $375, $355. '51 4-dr., , . 
dr, 4-dr., $1,070. '54 Custom (8) 4-dr., $1, A : , ' | . CADILLAC—’56 (62) conv., $4,900* (ps). 
-dr 050*: 2-dr., $890; Main (8) Ranch Wag- 000*; RM Riviera, $2,235* (ps), $2,220° at $1,955*, $1,925, $1,820*; Special 4-dr., $260*. ‘54 (62) 4-dr., $2,665* (ps). °48 (62) 
seat on, $1,050; 4-dr., $790, $740. '53 Main (ps); Super Riviera, $2,105* (ps); Spe- $1,725*, $1,705*, $1,410. '54 RM Riviera, | WILLYS—'53 Jeep, $675. '48 1-ton pickup,| 4-ar. $275*. '4i 4-dr., $100. 
() station wagon, $1,050; 4-dr., $460; cial Riviera, $1,955*, $1,890*; 2-dr., $1,- $1,645* (ps); Special Riviera, $1,440, '53 $270. '47 1-ton pickup, $250. CHEVROLET—’56 Bel Air (8) 4-dr.. $2,- 
Crest (8) Victoria, $950*, $910*: Custom| 785%. "54 Special 2-dr., $1,265*, $1,210°. RM Riviera, $1,080* (ps). MISCELLANEOUS — '56 International %- 165*; Two-ten (8) 4-dr., $1,985%; i-ton 
(6) 4-dr., $740; Custom (8) 4-dr., $710; | CADILLAC—’55 (62) conv., $3,800* (ps); | CADILLAC—’56 Eldorado Hardtop, $5,960*| ton pickup, $2,250. '55 GMC %-ton pick- pickup, $1,475. '55 Bel Air (8) Nomad, 
dump truck, $2,900; F800 dump tandem,| coupe de Ville, $3,695* (ps). °54 Eldo- (ps); (62) 4-dr., $4,675* (ps), $4,105°| up, $1,150. '54 GMC %-ton pickup, $700.| $1 955*: 4:dr.. $1,480*: Two-ten (6) 4- 
$2,900. '52 Custom (8) station wagon, rado conv., $3,290* (ps); (62) 4-dr., (ps). ’55 Eldorado conv., $4,625* (ps); *53. International 2-ton truck, $750; GMC/| ar. $1,405; %-ton pickup, $905. '54 Two- 
$780*; 2-dr., $440*; Custom (6) 4-dr., $2,520* (ps). '53 (62) coupe, $1,815*. (62) 4-dr., $3,200° (ps). "54 (60) Special %-ton pickup, $600. '52 GMC ‘%-ton| ten station wagon, $1,200; 4-dr., $925*, 
$460". '51 Custom (8) Victoria, $470*;| ‘52 (62) coupe, $1,400* (ps). 4-dr., $3,275* (ps); (62) 4-dr., $3,250° | pickup, $455. '51 GMC %-ton pickup, / $2099; Bel Air 2-dr. $895; ‘%j-ton pickup, 
4-dr., $360, $320; 2-dr., $290; Custom | CHEVROLET—'56 Bel Air (8) conv., §2,- eat $2,875* (ps), $2,785* (ps), $2,670* $385. $885. °53 One-fifty station wagon, $895. 
(6) 2-dr., $325. °50 Custom (8) conv., 365* (ps); 4-dr., $2,160*. ’55 Bel Air (8) ps). 2 ae CHRYSLER—’49 Windsor club coupe, $150. 
$250, $160; 2-dr., $250, $240, $190; Cus-| 4-dr., $1,620, $1,550*; Sport coupe, $1,-| CHEVROLET — '56 Two-ten (8) station N. PLAINFIELD, N. J. | DeSOTO—'54 Fire Dome (8) station wag- 
tom (6) 4-dr., $190. '49 Custom (8) 2-| 455; Two-ten (6) 4-dr., $1,350, $1,235,| wagon, $2,250°; Bel Air (8) 4-dr., §2,- 9 _. | on, $1,150* (ps). 

., $240; 4-dr., $135, $120. | $1,145. '54 Bel Air Sport coupe, '$1,320*; | 170*, $2,100*. 55 Bel Air (8) Handyman,| (Lebanon Auto Auction. Sale every Wed- | nopGE_—'56 Coronet (8) Lancer, $2,450*; 
HUDSON—’51 Hornet 4-dr., $325*. station wagon, $1,280; 4-dr., $925; Two-| $2,050° (ps), $1,900*, $1,850%, $1,795*; | nesday. Prices are for sale of Apr. 18.) | club sedan, $2,175*. '53 Coronet (8) 4- 
KAISER—’51 Deluxe 4-dr., $140. | ten 2-dr., $945*, $815; One-fifty 2-dr.,| Sport coupe, $1,910, $1,730* (ps); Two-| (Market firm on clean merchandise | 4, $650*.''52 Meadowbrook 4-dr., $425. 
LINCOLN—'53 Capri coupe, $1,220* (ps);| $800, $635, $585. 53 Bel Air 2-dr., $800; | ten (6) 2-dr., $1,300, $1,290; One-fifty) with prices off somewhat on iron. Sold | ‘59’ %;-ton pickup, $405; Custom’ 4-dr., 

4-dr., $1,125*. Two-ten 4-dr., $800*, $740, $640, $600; (6) 2-dr., $1,045. '54 Bel Air 4-dr., $1,- 67 cars out of 93 offerings.) $220°. 
MERCURY—'55 Monterey coupe, $1,790*, One-fifty 4-dr., $475. 165, $1,110; Two-ten 2-dr., $895, $840, BUICK — '54 Special sedan, $1,440. ‘53 | FORD— 56 Fairlane (8) Victoria, $2,310*; 
$1,750°; Montclair coupe, $1,650*. '54|CHRYSLER—'51 Windsor Newport, $345*.| $805; One-fifty 2-dr., $780. '53 Bel Air| Super Riviera, $1,070*; Special Riviera,| 4 ar gi,g90*, 2 at $1,775. '55 Custom 
Monterey 2-dr., $1,380*; Sport coupe, | DeSOTO—'50 Custom 4-dr., $145. Handyman, $1,100; Sport coupe, $900;| $950*, $875*. "52 Super sedan, $690*. 50 | (8) 2-dr., $1,880*; Main (8) 4-dr., $1,- 
$1,350*. '53 station wagon, $1,225* (ps). | DODGE—’53 Meadowbrook station wagon conv., $850. 52 SL Deluxe 4-dr., $405*.| Special sedan, $335. | 295; Fairlane (8) 2-dr., $1,250. '54 Crest 
‘52 Sport coupe, $650*; 2-dr., $570*. | $585; 4-dr.; 2 at $445. °51 Coronet club | CHRYSLER — '56 NY Newport, $3,315* | CADILLAC—'55 (62) conv., $3,750* (ps).| (g)'Country sedan, $1,270; conv., $1,160; 
NASH—’53 Ambassador 4-dr., $400. coupe, $180, $165. '50 Wayfarer 2-dr.,| (ps). '54 NY 4-dr., $1,545* (ps). '53/ '53 (62) 4-dr., $1,790* (ps). ’51 (62)| Main (8) 2-dr., $790. 51 %-ton pickup, 
OLDSMOBILE—’52 (98) 4-dr., $610*; (88) $200. | Windsor 4-dr., $745*, $640*. sedan, $920*, "50 (62) sedan, $770°. | $405. 
Super 4-dr., $580*. '51 (98) 4-dr., $360*,| FORD—'56 Fairlane (8) Victoria, $2,245* | DeSOTO—'55 Fire Dome (8) 4-dr., $1,695*, | CHEVROLET—'55 Two-ten (8)' 4-dr., $1,-| HUDSON—’'53 4-dr., $360. 
$350*; (88) 4-dr., $210*. ’50 (98) 4-dr., (ps); 2-dr., $1,990*. °55 Fairlane (8)| $1,590*. '53 Fire Dome (8) 2-dr., $740*, 075. '54 Bel Air 4-dr., $975*. '53 Bel Alr | LINCOLN—’54 Capri coupe, $1,795* (ps). 
$300*; (88) 4-dr., $220*. '49 (76) 2-dr., | Crown Victoria, $1,800* (ps); 2-dr., $1,- | $370*. '51 conv., $370*. '50 4-dr., $230. Sport coupe, $930°*; Two-ten sedan, $720, MERCURY—’55 Monterey coupe, $1,825*; 
$180; (98) 4-dr., $100*. | 465*; Custom (8) 2-dr., $1,210. ’54 Crest| DODGE —'56 %-ton pickup, $1,750. ‘55 $645; One-fifty sedan, $420. '52 SL De- 4-dr., $1,585. '54 Monterey Sun Valley, 
PACKARD—’54 Clipper 4-dr., $960*. °53/ (8) 4-dr., $1,050*; Victoria, $995; Cus-| Custom Royal 4-dr., $1,695*; Coronet luxe sedan, $485. '51 SL Deluxe sedan,| 1 490*, ‘53 Custom Sport coupe $1,085. 
Clipper 4-dr., $630*. | tom (8) 4-dr., $1,050*, $1,020*; Crest| (8) 4-dr., $1,425. '53 Coronet (8) station) $425. ‘49 SL Deluxe sedan, $175. | °51 4-dr., $375. '50 club coupe, $210. '49 
PLYMOUTH—’55 Savoy (8) 2-dr., $1,360*,| (6) 4-dr., $735; Main (8) 4-dr., $475. wagon, $1,040*; Hardtop, $760*; 4-dr., CHRYSLER — '53 Windsor sedan, $820*. 4-dr., $195. 
$1,290*; 4-dr., $1,450*; Belvedere (6)| °53 Custom (8) 2-dr., $805*, $790*, $740, $725*. ‘51 NY sedan, $299 NASH—’51 Ambassador 4-dr., $315*. 
coupe, $1,250; Plaza (6) 4-dr., $1,160. $665, $610*. | FORD—’56 Thunderbird, $3,100* (ps), $3,- | DeSOTO —'53 Fire Dome (8) sedan, $720°. | or psmMOBILE—’55 (98) Holiday, $2,325° 
'54 Plaza 2-dr., $1,020; Savoy 2-dr.,| HUDSON—’55 Hornet 4-dr., $1,785* (ps).| 05*; Country sedan, $2,350*; Fairlane, ‘52 Custom sedan, $520*. ‘50 Custom | (ps); (88) 4-dr., $1,725*. '54 (88) 2-dr., 
$910*. °53 Belvedere coupe, $680*. '52| ‘54 Hornet 4-dr., $560*. ’53 Hornet 2-dr., (8) Victoria, $2,100* (ps). ‘55 Fairlane sedan, $230. ‘ $1,375*: Super 4-dr., $1,275* (ps). "52 
Cranbrook Belvedere, $420. 51 Cranbrook| $545; club coupe, $520*. | (8) Crown Victoria, $1,825*; Victoria, | DODGE—'54 Coronet sedan, $1,075*. '53/ (93) 4-ar., $740*; (88) Super Holiday, 
Belvedere, $475; 2-dr., $300; 4-dr., $250; | LINCOLN—'54 Capri 4-dr., $1,620* (ps). $1,810*, $1,800*, $1,795* (ps), $1,765*; Coronet sedan, $690. '51 Wayfarer sedan, $830°. 
Cambridge 4-dr., $330, $230. '50 Special! MERCURY—'56 Montclair coupe, $2,615* conv., $1,705*; Custom (8) 2-dr., $1,285, $250. "47 Custom sedan, $150. v<c | PLYMOUTH—’56 Belvedere (8) Sport se- 
: Deluxe 4-dr., $110. | (ps). °55 Monterey coupe, $1,980* (ps); $1,275, $1,230. '54 Crest (8) conv., $1,- FORD—’'56 Custom (8) 2-dr., $1,625. °55 dan, $2,250*; Sport coupe, $2,200*. 
' PONTIAC—’'55 Chieftain (8) 4-dr., $1,- Custom coupe, $1,550*. ‘54 Monterey 300°. '53 Main (8) Ranch Wagon, $970; Main (8) 2-dr., $750. '54 Custom ,{8) PONTIAC—’'56 Chieftain (8) 4-dr., §$2,- 
t 570*. '54 Star Chief (8) 4-dr., $1,365*,| coupe, $1,375*. '53 Monterey 4-dr., $980*;| Crest (8) Victoria, $890; Custom (8) sedan, $920, $870; Main (8) Ranch Wag-| 995+ °55 Star Chief (8) Catalina, $2,- 
5 $1,030*; Chieftain (8) station wagon,| coupe, $885°. 4-dr., $575*, $505, $480. on, $1,215. '53 Crest (8) conv., -$830°;| o@5* '54 Chieftain (8) Catalina, $1,345*; 
3 $1.275* (ps), $1,150*; 4-dr., $1,020*. '53| NASH—’52 Rambler station wagon, $455*. | HUDSON—'53 Wasp 4-dr., $505°. Custom (8) sedan, $770, $710. 52 Main) 4dr $665. ‘52 Chieftain (8) station 
. Chieftain (8) station wagon, $975*; 4-| ‘51 Statesman 4-dr., $135*. | KAISER—’53 Deluxe (6) 4-dr., $375. (8) sedan, $480. '51 Custom (8) sedan,; wagon, $665*; 2-dr., $470*. °51 Silver 
r., $900* (ps), $800; 2-dr., $810*, $750*, | OLDSMOBILE — ’56 (98) Starfire conv., | LINCOLN—'55 Capri 4-dr., $2,345* (ps). $349. $290. Streak (8) Catalina, $475*. 
$710. ’52 Chieftain (8) 4-dr., $650*; 2- $3,290* (ps); (88) Super 4-dr., $2,605*.| ‘54 Capri 4-dr., $1,775* (ps), $1,700* | KAISER—’53 sedan, $400. . WILLYS—’49 %-ton pickup, $140. 
dr., $570*. °51 Silver Streak (8) 4-dr.,| ‘55 (98) 4-dr., $2,145* (ps); (88) Holi-| (ps). MERCURY—'54 sedan, $1,060*. '53 sedan, | wiscELLANEOUS — ‘54 GMC Suburban, 
$470*; Silver Streak (6) 2-dr., $300. "50 | day, $1,905; (88) Super 4-dr., $1,775°. | MERCURY. ‘56 Montclair Hardtop, $2,-| $875, $830. '51 sedan, $470. . $875*. ’°51 GMC %-ton pickup, $550. '50 
Silver Streak (6) 4-dr., $230; 2-dr., $110; 54 (98) Holiday, $1,880* (ps), $1,860%| 690*; conv., $2,615*; Custom Sport coupe, NASH — ‘53 Statesman sedan, $590. '51 GMC %-ton pickup, $380. 
Silver Streak (8) 4-dr., $160*. 49° Stives | (ps); 4-dr., $1,795* (ps). '53 (88) Super| $2,355*. '55 Custom station wagon, $2,- Statesman sedan. $210. 
56 Streak (8) conv., $250°; 2-dr., $140°. 4-dr., $1,150*. 170* (ps), $2,120°; Montclair coupe, §2,-| OLDSMOBILE—'54 (88) sedan, $1,350°. PORTLAND, ORE 
61 STUDEBAKER—’54 Champion club coupe, PACKARD—’51 Clipper 4-dr., $295*. | 050°, $2,015*. '54 Monterey Sun Valley, "53 (88) sedan, $955*. °51 (98) sedan, 7 . 
a7 $815*. °53 Champion 4-dr., $400. '52| PLYMOUTH—’56 Belvedere (8) coupe, $1,- $1,385* (ps); 4-dr., $1,265*, $1,230°, $440*. '50 (S88) sedan, $370*. °49 (88) (Portland Auto Auction. Sale every Tues- 
45 Champion coupe, $290. °51 Commander 970*. '55 Savoy (8) 4-dr., $1,390; Savoy $1.135*, $1,085, $980. sedan. $330*. 4 day. Prices are for sale of Apr. 17.) 
5 4-dr., $190; 2-dr., $170. | (6) 2-dr., $1,185; Belvedere (8) 2-dr., | NASH—’'54 Ambassador Hardtop, $1,425. | PACKARD — ’52 sedan, $390. °51 sedan, (Market strong on clean, sharp mod- 
7 MISCELLANEOUS_—’54 Volkswagen 2-dr.,| $1,150*. °54 Belvedere Sport coupe, $1, += | ’53 Ambassador Hardtop, $850*. '51 Am- | $275. ; 3 els. Sold 146 cars out of 258 offerings.) 
$330. | 135; Savoy 4-dr., $940*. '53 Cranbrook bassador 4-dr., $315. PLYMOUTH—’56 Belvedere (8) Hardtop, | pyicK—’5s6 Century Riviera, $2,850* (ps). 
4 | 4-dr., $625; Cambridge 4-dr., $390. OLDSMOBILE—'56 (98) Holiday, $3,280*| $2,100*. '55 Belvedere 4-dr., $1,225. '54| ‘55 Special Riviera, $1.905*. '54 Super 
Mt DYER IND | PONTIAC — ’53 Chieftain (8) Catalina, (ps); (88) Holiday, $2,590*. °55 (98) Belvedere sedan, $770. °'53 Cambridge 4-dr., $1,480*. '53 Super coupe, $1,165*; 
3 8 9 ° $925, $900*. 51 Silver Streak (8) Cata- Holiday, $2.675* (ps); 4-dr., $2,275* sedan, $540, $420. ‘52 Cranbrook sedan, 
8 & (Dyer Auto Auction. Sale every Friday.! lina, $485*; 4-dr., $295. ’50 Silver Streak (ps), $2.030*; (88) Super Holiday, $2,- $370. "50 Special Deluxe sedan, $330. (Continued on Page 38, Col. 2) 
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THE DAILY CIRCULATION OF THE ST. LOUIS POST-DISPATCH IS OVER THE 400,000 MARK 
AND SUNDAY CIRCULATION IS NEARLY A HALF MILLION 
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The Selling Force Behind St. Louis Business 
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Circulation figures as filed 
with the Audit Bureau of 
Circulations subject to au- 
dit. Six months ending 
March 31. 1956 








Easy to Handle— 


Although trimmings and fittings are still 


to come, the ease with which a worker 
handles this basic part illustrates the 
lightness of the new Chevrolet Corvette's 
removable top. These 12-pound plastic 
pieces are being produced in volume by 
@ new process that employs pushbutton, 
lightweight presses. Among the novel 
features, the stroke of the press, actuated 
by air pressure, is only one inch, yet 
exerts pressure of 150 tons. 
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Used-Car Auction Prices 





(Continued from Page 37) 


4-dr., $1,075*, $1,025*. '52 Super conv., 
$900*, $725*; Special 2-dr., $610; RM 
coupe, $680*. °51 Super 4-dr., $550*°. '49 
Super 2-dr., $200, $180, $110*. 

CADILLAC—’54 Eldorado conv., $3,300* 
(ps). °50 (62) 4-dr., $855°, $825°. °49 
(62) 4-dr., $670*. °48 (62) 4-dr., $475°*. 

CHEVROLET—’56 Bel Air (8) 4-dr., §$2,- 
200*; Two-ten (8) 4-dr., $2,050*°. °55 
Two-ten (8) station wagon, $1,885*; 4- 
dr., $1,605*, $1,450; Two-ten (6) station 
wagon, $1,810*, $1,750°; 2-dr., $1,430; 
Bel Air (8) 2-dr., $1,750*; 4-dr., 2 at 
$1,545*; %-ton panel, $945. '54 Two-ten 
4-dr., $960, $945, $855; 2-dr., $960; %- 
ton pickup, $970. ‘53 Two-ten conv., 
$1,000; coupe, $890; 2-dr., $660. ‘52 SL 
Deluxe 4-dr., $605*; SL Special sedan, 
$450*. ‘51 SL Deluxe Bel Air, $535; 
4-dr., $470*, $380; club coupe, $460. ‘50 
SL Deluxe Bel Air, $610°. ‘49 %-ton 
pickup, $485. 

CHRYSLER ’52 Windsor 4-dr., 
(ps). '49 Windsor 4-dr., $250°*. 
DeSOTO—’55 Fire Dome (8) Hardtop, $1,- 

920°. '51 Custom 4-dr., $185*. 
DODGE—’51 Coronet club coupe, $390*. 
FORD—'56 Fairlane (8) Victoria, $2,460* 


$600* 


(ps), $2,340*; Country sedan, $2,340*; 
Custom (8) 4-dr., $2,145*, $1,840°. °55 
Fairlane (8) Victoria, $1,980*°; Country 


sedan, $1,840*; Main (8) Ranch Wagon, 
$1,850*; Thunderbird, $2,540*. '54 Main 
(6) coupe, $710; %-ton pickup, $745. ’53 
Crest (8) Victoria, $995*, $900*; Coun- 










FOR DETAILS 
REGARDING 
FRANCHISES 
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PHONE OR WRITE 


DEPT. 
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THAT TRAFFIC! 


WITH THE NATIONALLY ADVERTISED 
28 FOOT DUAL PURPOSE 


AND WATER CRUISER 


723 SONORA AVE., GLENDALE 1, CALIF. « CHAPMAN 5-6991 





try sedan, $1,065; Custom (8) 2-dr., 
$795. '52 Custom (6) 2-dr., $655*; Main 
(8) sedan, $555; 4-dr., $500. °51 Custom 
(8) 4-dr., $435*, $415, $355. 50 Custom 
(6) 2-dr., $310, $225; Deluxe (8) 2-dr., 
$220. 

HUDSON—’53 Hornet 4-dr., $850*. '51 Su- 
per 4-dr., $145. 

KAISER—’52 Manhattan 4-dr., $510*. 
4-dr., $375°. 

MERCURY — '56 Monterey coupe, $2,625* 
(ps). °55 Monterey 4-dr., $1,975* (ps). 
"53 Hardtop, $1,040*. '51 2-dr., $445. '49 
club coupe, $140*. 


51 


NASH—’52 Ambassador 4-dr., $630*. '50 
Ambassador 4-dr., $235*. 

OLDSMOBILE — ‘55 (88) 2-dr., $1,900* 
(ps); Deluxe 4-dr., $1,895* (ps). ‘54 
(88) Super 2-dr., $1,595*, $1,525. ’53 
(98) 4-dr., $1,210*° (ps). '50 (88) 4-dr., 
$430°. '49 (98) club sedan, $140*. 

PACKARD—’56 Patrician sedan, $3,610* 


(ps). 
PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
460*; Savoy (6) 2-dr., $1,250. '54 Savoy 
2-dr., $820; Plaza sedan, $720. ’53 Plaza 
Suburban, $950. ‘52 Cambridge 2-dr., 
$390. °51 Cranbrook club coupe, $370. 
’50 Special Deluxe 4-dr., $290. 
PONTIAC—’'55 Chieftain (8) Catalina, $1,- 
995*; 4-dr., $1,460. °54 Chieftain (8) 
station wagon, $1,330*. '53 Chieftain (8) 
conv., $1,060* (ps); Catalina, $995. °51 
Silver Streak (8) 2-dr., $420*, $400. 
STUDEBAKER — '52 Champion coupe, 


$465*. ‘51 Commander 2-dr., $330*, 
$225°. 
WILLYS—'55 station wagon, $1,600. °49 


station wagon, $280°. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Apr. 17.) 
(Market off slightly om ’S4s through 
’56s. Other years firm as buyers were 
bidding carefully this week. Sold 101 cars 
out of 137 offerings.) 

BUICK—’'55 Special 2-dr., $1,380. °54 Su- 
per 4-dr., $1,400* (ps); Special 2-dr., 
$1,075. '53 Special 4-dr., $875*; RM 4- 
dr., $750* (ps). ‘52 RM 4-dr., $560° 
(ps); Special Riviera, $500. ‘51 Super 
conv., $290*, $230°; Special 4-dr., $275. 


’50 Special 4-dr., $185*, $130*; Super 
Riviera, 2 at $295°. 
CADILLAC—’'56 (62) 2-dr., $4,225° (ps). 


"54 (62) 4-dr., $2,600* (ps), $2,460° (ps). 
"52 (62) conv., $1,300* (ps), $1,150° 
(ps); (60) Special 4-dr., $1,200*, $1,190° 
(ps). °51 (62) conv., $1,060*%; (60) Spe- 
cial 4-dr., $1,020°. '50 (62) 4-dr., $790°. 
"49 (62) conv., $410*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
440° (ps); Two-ten (8) 4-dr., $1,300°, 
$1,195, $1,190; 2-dr., $1,175, $1,125; One- 
fifty (6) 4-dr., $1,040. "54 Bel Air sta- 
tion wagon, $1,125*; Two-ten 4-dr., 2 at 
$800, $770; 2-dr., $835, $825, $810, $800, 
$780, $770; One-fifty 4-dr., $675, $645; 
2-dr., $700. °53 Bel Air 2-dr., $680; Two- 
ten 2-dr., $590; One-fifty station wagon, 
$680. "52 SL Deluxe Delivery sedan, $155. 
"51 SL Deluxe Bel Air, $265*. ‘50 SL 
Deluxe Bel Air, $350*; 4-dr., $285; Car- 
ryall, $180. *49 SL Deluxe conv., $160. 

CHRYSLER—'49 Windsor 4-dr., $155*. 

DeSOTO—'52 Fire Dome (8) 4-dr., $415*. 

DODGE—’53 Meadowbrook 4-dr., $260. '51 
Coronet 2-dr., $400°; Wayfarer 2-dr., 
$300°. 

FORD—’55 Custom (8) 4-dr., $1,200*; 2- 
dr., $1,160. '54 Crest (8) conv., $1,010; 
Custom (8) 4-dr., $810. '51 Custom (8) 
Victoria, $430*; Country Squire, $265; 
4-dr., $170; 2-dr., $115. '49 Custom (8) 
4-dr., $140; conv., $125. 

HUDSON—'51 Hornet 4-dr., $340*. 

LINCOLN —'56 Premiere 2-dr., $3,710* 
(ps). 

MERCURY—’'56 Custom 2-dr., $1,885. °55 
Custom station wagon, $1,550*. ‘51 2-dr., 
$355. ‘50 conv., $205, $200; 4-dr., $210, 
$100. '49 conv., $185, $125. 

NASH—’53 Rambler sedan, $700*. °51 sta- 
tion wagon, $335. 

OLDSMOBILE —'55 (88) 4-dr., $1,800° 
(ps). "52 (98) 4-dr., 2 at $570°. '50 (98) 
conv., $300°; 4-dr., $175°. "49 (76) 4-dr., 
$160°*. 

PACKARD—’51 Clipper 4-dr., $360*. 

PLYMOUTH—'53 Cranbrook 4-dr., $480. 
’52 Cranbrook 2-dr., $365. '51 Cranbrook 
4-dr., $280. "50 Special station wagon, 
$385; Special Deluxe 4-dr., $240, $185; 
coupe, $125. 

PONTIAC—'S4 Chieftain (8) 4-dr., $1,- 
020°. ‘51 Silver Streak (8) Catalina, 
$550°, $480°. 

STUDEBAKER—’'53 Champion club coupe, 


$370*. ‘52 Commander 4-dr., $330. ‘51 
Commander 4-dr., $175*. °50 Champion 
2-dr., $115. 


WILLYS—’52 2-dr., $260; 4-dr., $250. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 19.) 

(Clean cars bringing almost retail. 
Very little demand for rough offerings 
or junk, Sold 104 cars out of 121 en- 
tered.) 

BUICK—’'56 RM 4-dr., $2,600* (ps); Spe- 
cial Riviera, $2,360*. '54 Century Riviera, 
$1,540*; Special conv., $1,380. '52 Super 
4-dr., $660°, $595° (ps), $475*; Special 
4-dr., $495*. °51 RM Riviera, $430°; 
Special 4-dr., $405°; 2-dr., $390*; Super 
4-dr., $235. '49 RM 4-dr., $165°. 

CADILLAC—’56 (62) coupe de Ville, $4,- 
700* (ps). "51 (62) coupe de Ville, $1,- 
100°. ‘50 (62) 4-dr., $875*. ‘49 (62) 
coupe de Ville, $625*; 2-dr., $285*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
550°; Two-ten (8) 4-dr., $1,400*; 2-dr., 
2 at $1,270, $1,235. °54 Two-ten 2-dr., 
$895, $865, $835; One-fifty 2-dr., 2 at 
$640, $530. ‘53 Bel Air Hardtop, $930; 
4-dr., $690*; Two-ten 4-dr., $745*, $715; 
2-dr., $600; One-fifty Business coupe, 
$405; %-ton pickup, $590. '52 SL Deluxe 
2-dr., $535; SL Special ex-taxi, $200. '51 
SL Deluxe station wagon, $375; 4-dr., 
$230°. '50 SL Deluxe 4-dr., $325; 2-dr., 
$240; FL Deluxe 4-dr., $300, $245; SL 
Special 2-dr., $130. '49 SL Deluxe 4-dr., 
$245, $160; SL Special 2-dr., $240. 

CHRYSLER—’53 NY 4-dr., $805* (ps). '48 
NY Town & Country, $190. 

DeSOTO—’53 Fire Dome (8) 4-dr., $775* 
(ps); Powermaster 4-dr., $600* (ps). '52 
Fire Dome (8) 4-dr., $495* (ps), $460* 
(ps). '51 2-dr., $365*. 

DODGE—’53 Coronet (8) Diplomat, $790; 
4-dr., $650*; %-ton pickup, $410. 

FORD—’54 Custom (8) 4-dr., $1,005; 2- 


dr., $935; Main (6) Ranch Wagon, $960. 
53 Main (8) 4-dr., $740; 2-dr., ; 
Custom (8) 4-dr., §700*; %-ton pickup, 
$700, $595. '52 Custom (8) 2-dr., $600*. 
*51 Custom (8) 2-dr., $600*, $390*°; 
conv., $320; Victoria, $440*; Deluxe (8) 
2-dr., $340; Deluxe (6) 2-dr., $245*. '50 
Custom (8) 4-dr., $310*, $205; Custom 
(6) 4-dr., $160; Deluxe (6) 2-dr., $225*; 
Deluxe (8) 2-dr., $145, $135. 


HUDSON — ’52 Hornet 2-dr., $255*. '51 
Commodore 4-dr., $380°*. 

LINCOLN—’51 coupe Lido, $375*. 

MERCURY — '52 conv., $600*. ‘51 4-dr., 


$290°. 
OLDSMOBILE—’51 
(88) 2-dr., $305°*. 
PACKARD—’52 4-dr., $790. 
PLYMOUTH—’55 Plaza (6) 2-dr., $1,020. 
"54 Belvedere station wagon, $1,140*; 
Plaza 4-dr., $720. °52 Cranbrook 4-dr., 
$260. °49 Special Deluxe 2-dr., $170. 
PONTIAC—’52 Chieftain (8) 2-dr., $505*. 
"51 Silver Streak (8) 4-dr., $425*. °50 
Silver Streak (8) 4-dr., $295°*. 
STUDEBAKER — '52 Commander club 
coupe, $215. °51 Commander club coupe, 
$235°. 
MISCELLANEOUS — '51 Henry J sedan, 
$115. ’50 International %-ton pickup, 
$375. ’°48 GMC %-ton pickup, $300. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 18.) 
BUICK—’56 Special Riviera, $2,405*. °55 

RM Riviera, $2,160* (ps); Century Rivi- 

era, $2,105* (ps). °54 Super Riviera, $1,- 

565* (ps); RM conv., $1,795* (ps); 4- 

dr., $1,565° (ps); Special 4-dr., $1,195, 

$1,110; 2-dr., $1,170. '53 RM conv., $1,- 

135* (ps); Super 4-dr., $965*, $890*; 

Special 2-dr., §675; 4-dr., $675. '52 Super 

4-dr., $570*. °51 RM Riviera, $440°. '50 

Special 4-dr., $145*. 

CADILLAC—’56 (62) coupe, $4,180* (ps); 
4-dr., $4,015* (ps). °55 Eldorado conv., 
$4,250° (ps); (62) sedan, $3,345* (ps), 
$3,200* (ps). °'54 (62) sedan, $2,670* 
(ps). "53 (62) 4-dr., $1,725* (ps), $1,- 
515* (ps). "52 (60) Special 4-dr., $1,350° 
(ps). °51 (62) coupe de Ville, $1,195*. 

CHEVROLET—’56 Two-ten (8) 2-dr., $1,- 
845*, $1,695; 4-dr., $1,780. '55 Bel Air 
(8) conv., $1,675*; 4-dr., $1,460*%, $1,- 
340°; Two-ten (8) station wagon, $1,590; 
4-dr., $1,315, $1,250, $1,215, $1,200, $1,- 
170; 2-dr., $1,190, $1,165. ‘54 Two-ten 
Delray coupe, $1,000; 4-dr., $960; 2-dr., 


(88) conv., $500*. 


$780. °53 Bel Air conv., $1,020*; Hard- 
top, $980; 4-dr.. $865* (ps); One-fifty 
2-dr., $625, $570. ‘52 SL Deluxe 2-dr., 


$615, $485, $410; 4-dr., $555. '51 SL De- 
luxe 2-dr., $370*, §260; 1%-ton truck, 
$275. 

CHRYSLER—’55 NY 4-dr., $2,030* (ps). 
’54 NY 4-dr., $1,385*. '53 NY coupe, 
$865°. 

DODGE—’55 Royal (8) 4-dr., $1,620*, $1,- 
615*. '53 Coronet (8) 2-dr., $660*, $600°; 
4-dr., $590*; Coronet (6) 2-dr., $580*. 


50 | 





— 


’52 Custom 4-dr., $440*. °51 Mea iow. 
brook 4-dr., $265. 

FORD — '56 Fairlane (8) conv., $2,3% 
(ps), $2,300%; Country sedan, $2.25. 


Victoria, $2,120; 4-dr., $2,050°%; Custom 
(8) 4-dr., $1,785. '55 Fairlane (8) Vie. 
toria, $1,605*; Custom (8) 4-dr., $1,356», 
2-dr., $1,350, $1,170; Main (6) 2-d 
$1,090. '54 Custom (8) 4-dr., $1,050" 
$870*; 2-dr., $855; Main (6) 4-dr., $765, 
"53 Crest (8) conv., $1,015*; Main (§) 
2-dr., $675*. °51 Custom (8) 4-dr., $410 
conv., $385*. 

LINCOLN—’'52 Hardtop, $1,040*. 
mopolitan 4-dr., $245*. 

MERCURY — '56 Custom station wazon, 
$2,260. '55 Monterey Hardtop, $1,710. 
4-dr., $1,565*. °54 Custom Hardtop, $1, 
310; 2-dr., $1,035*. ’53 Custom 4-dr, 
$745. °51 Custom 4-dr., $465. °50 Cus. 
tom 2-dr., $150. 


"51 Cog. 


NASH—’55 Rambler station wagon, $1,. 
525*. 52 Rambler 2-dr., $515*; Ambas. 
sador 2-dr., $410*. '51 Ambassador 2. 
dr., $290. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
290*; Deluxe 2-dr., $2,215*. °55 (98) 
Holiday, $2,205* (ps); 4-dr., $2,065¢ 
(ps); (88) Holiday, $2,080; conv., $2,- 5 


050°; 4-dr., $1,880*. ’54 (88) Super Holi- 
day, $1,810* (ps); sedan, $1,590*; 4-dr., 
$1,225. °53 (88) Super 2-dr., $1,160*; 
4-dr., $960; Deluxe 4-dr., $1,140*. 
(88) 4-dr., $700*. ’51 (98) Holiday, $470*. 

PACKARD—’55 Panama Hardtop, $2,005* 
(ps). °53 (200) 4-dr., $715*. ’51 2-dr., 
$350*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,435 
(ps), $1,430* (ps). '52 Cranbrook 2-dr., 
$450. '51 Cranbrook 4-dr., $205. 

PONTIAC—’'56 Chieftain (8) Catalina, $2,- 
320°, $2,305*. °55 Chieftain (8) 4-dr., 
$1,605*, $1,420. '54 Chieftain (8) conv., 
$1,405*; 4-dr., $1,120*. '53 Chieftain (8) 
4-dr., $840*. ‘49 Silver Streak 
$170°. 

STUDEBAKER—’50 4-dr., $105*. 

MISCELLANEOUS—’51 International 
ton pickup, $450. 


CHICAGO 


(Arena Auto Auction. Sale 
day. Prices are for sale of Apr. 17.) 

(Sold 295 cars out of 397 offerings.) 
BUICK—’56 Super Riviera, $2,635* (ps); 
Special station wagon, $2,605*. °55 RM 
conv., $2,235* (ps); 2-dr., $2,180* (ps), 
$2,075* (ps); Super Riviera 2-dr., 
050*, $1,985° 
015*, $1,995*; Special 
$1,900*; 4-dr., $1,595*. 
era, $1,725* (ps). 
CADILLAC—’56 (62) 
885* (ps), $4,400* (ps). 
$3,800* (ps); coupe de Ville, 
(ps); 4-dr., $3,200* (ps); (60) 
4-dr., $3,650* (ps). '54 (60) 

dr., $2,855* (ps). 
CHEVROLET—’56 Two-ten 

805*; Two-ten (8) 2-dr., $1,650. ‘55 Bel 

Air (8) conv., $1,800*; 2-dr., $1,310; 


(Continued on Page 40, Col. 3) 
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Riviera, $1,935*, 
’54 Super Rivi- 


’55 (62) conv., 
$3,745* 
Special 


Special 4- 
(6) 4-dr., $1,- 











You already have the men and facilities to install 
automobile air conditioning. You have the prospects 
—more of them this year than ever before! So, 
why not get in on the PROFITS to be had? 


But do it right. Offer FRIGETTE—a sturdy, high- 
capacity unit that mounts quickly and easily in 
the front, with the evaporator case beneath the 
dash to save valuable trunk space. FRIGETTE fits 
95% of all cars and trucks, with two-man installa- 
tion requiring less than three hours. 


FRIGETTE is engineered to a standard, not a price. 
its LeHigh compressor is the only one specially de- 
signed for automotive use. Yet its cost is such that 
every interested prospect can afford to buy! 


MAIL THE COUPON NOW FOR THE FRIGETTE STORY! 


frigiquip Corporation 
P.O. Box 7205 
Oklahoma City, Okla. 


qQeeeeece 


NAME 
FIRM 
ADDRESS 


This yee Ge in on 
AUTO AIR CONDITIONING 
PROFITS 


SEND ME THE FRIGETTE FACTS! © 
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Top Quality 
Front-End Unit 
that Fits 
Every Car— 
and Every 
Pocket! 



















52 Fy 


(8) 4-dr., | 


every Tues- 





$2,- # 
(ps); Century Riviera, $2,- 5 


sedan de Ville, $4,- | 
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Highways and Safety... 





Massachusetts Drops 
Demerit Surcharges 


= much-denounced system of | 


adding $6 to a motorist’s com- 
pulsory liability insurance premium 
for each driving demerit point has 
been killed by the Massachusetts 
Legislature. 

The plan had imposed the sur- 
charges for four years after con- 
vinction and had cost some 13,000 
Massachusetts motorists about 


000. 

Sov. Christian Herter empha- 
sized that other portions of the 
law still are in effect. Under these 
sections, licenses. are suspended 
after eight demerits and revoked 
after 12. 

: > . * 

PEED laws, inspection bills and 

seat belts have been receiving 
attention from legislatures in this 
year’s sessions. 

Connecticut is studying the speed 
limits on its 3,000 miles of State 
highways. Gov. Abraham Ribicoff 
has called them outmoded and im- 
practical in many cases. 

Earlier, Ribicoff wrote New 
York Gov. Averell Harriman ask- 
ing that New York suspend the 
licenses of New York drivers 
arrested for speeding in Con- 
necticut. Ribicoff contended that 
about 40 percent of speeders 
arrested in his state are New 
Yorkers. 

Nevada killed a bill calling for a 
65-mile-an-hour speed limit and 
Nebraska and Washington upheld 
laws permitting the use of radar 
in speeding cases. 

An emergency traffic study com- 
mittee in Tennessee has attacked 
the state’s 65-daytime, 55-nighttime 
speed limit. It urged an around- 
the-clock maximum of 55. 

* = . 


IHHE COMMITTEE also recom- 

mended a motor vehicle inspec- 
tion law. Such a measure is pend- 
ing in Arizona and has been passed 
in New York. 

Arizona, Massachusetts and 
New Jersey are considering bills 
to make seat belts mandatory by 

dates. Im Colorado a 
bill to require suitable devices for 
attachment of seat belts on new 
vehicles was defeated. 

Delaware passed several bills 
tightening penalties for speeding 
and drunk driving and South Caro- 
lina also clarified provisions deal- 
ing with these offenses, with license 
suspensions and with new drivers. 

* 7 7 


ENTUCKY killed a bill to make 

jail sentences mandatory in 
drunk-driving convictions. Con- 
versely, the Massachusetts House 
defeated a bill which would have 
prohibited license suspensions 
pending final outcome of drunk- 
driving cases. 

The Michigan Senate sent to 
the House a bill to permit courts 
to admit chemical tests as evi- 


cases. Virginia strenghtened its 
law under which an accused per- 
son can request such a test. 

The Michigan House also re- 
ceived from the Senate a bill to 
set up training schools for poor 
drivers. Persons convicted of three 
moving violations in two years 
could be required to attend the 
school as a condition of probation. 

Kentucky took a slap at speed 
traps set up by constables. It cut 
constable fees from $6 to 50 cents 
a case for misdemeanor cases in- 
volving motor vehicle violations on 
public highways. 

* - 


* 


Mexican Drivers 


Face Crackdown 


Traffic Chief General Antonio 
Gomez Velasco of Mexico City, the 
city “where motorists obey no 
rules,” says that local motorists 
are going to change their ways, 
even if he has to go to jail with 
them. 

When the bus and taxi drivers 
of Mexico City learned that they 
were threatened by a safety cam- 
paign, with the promised jail sen- 
tences for ignoring traffic signals, 
they made a vigorous effort to have 
Velasco arrested for violating their 
“constitutional right” to drive as 
they please. 

Noting that more than 4,000 acci- 
dents have been occurring in Mex- 
ico City a year, General Velasco 
said, “We can’t put up with this 
any longer. From now on, things 
are going to be tough.” 

Under Velasco’s new program, 
governors will be installed on all 
vehicles used for public transporta- 
tion, 2,000 traffic lights will be in- 
stalled and police will be required 
to leave their umbrella-covered 
stands and pursue traffic offenders. 

7. 


Sign Geared to Lights 


A new type of experimental 
traffic sign is being installed on 
some of the boulevards in Brus- 
sels, Belgium. It indicates the 
speed at which the driver should 
travel to reach the next traffic 
light while it is green. Three pos- 
sible speeds are indicated, equiva- 
lent to 22, 28, and 35 miles per 
hour. 


+ x * 


Safety Belts Find Favor 
Among Illinois Officials 

All cars of the Illinois secretary 
of State’s office are equipped with 
seat safety belts, according to 
Charles F. Carpentier, secretary. 
Gov. William G. Stratton’s official 
car also is belt-equipped. 

A survey taken among the Illi- 
nois state police has disclosed that 
the patrolmen were almost unani- 
mously in favor of having the belts 
on their cars, according to William 


dence in suspected drunk-driving | R. Morris, acting chief. 





Studebaker Aids Izaak Walton League— 


Donald Adair, from left, national board member, Izaak Walton League; Louis E. 
Jackson, president, South Bend Walton chapter, and Harold E. Churchill, Studebaker 
general manager, map plans for educating motorists in “good conservation" as they 
vacation and travel this year. First step in the cooperative effort is Studebaker's 
financial backing for the league-sponsored Young Outdoor Americans Conference in 


Sioux City, la., Apr. 18-20. 
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1914 Dodge Leads Parade— 


Pat Morris smiles out of the window of 





Dodge's new Golden Lancer at Pat Kelly, 


behind the wheel of a 1914 Dodge. Made during Dodge's first year of production, 
the car led a cavalcade of early-vintage cars in the “Good Roads Day” parade from 


Chicago to Dixon, Ill. 


Sponsored by the Chicago Motor Club, the event was an re- 


enactment of the first parade held in 1914, and focussed attention on current high- 
way problems and needs. 


Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

L. W., San Francisco, wrote: 

¢ “If an automobile dealer holds 

an insurance policy on an automo- 

bile which he trades in on another 

automobile which he sells, is the 

insurance policy valid as to both 
automobiles?” 

The answer is: No, the insur- | 

ance policy is void. This is so | 

because all higher courts hold 

that an insurance company’s lia- 

bility on a policy is limited to 

the various clauses in the policy. 

Hence, one who obtains insur- 

ance on a certain automobile for- | 

feits his rights under the policy if | 

he drives another car not endorsed 
on the policy. 

it - * 


Policy Covers 1 Vehicle 


FOr example, in the leading case 
of France v. Citizens Casualty 
Co., 79 N. E. (2d) 28, it was shown | 
that an automobile dealer held a 
liability insurance policy on a 1934 
motor truck. 


He traded it for a 1932 truck and 
failed to have the insurance com- 
pany issue an endorsement to be 
attached to the policy transferring 
the insurance from the 1934 to the) 
1932 truck. 

One day the dealer’s driver of 
the 1934 truck injured a pedes- 
trian who sued for damages. The 
pedestrian recovered a judgment 
against the dealer for $5,000. 

The dealer sued the insurance 
company for this amount but the 
higher court held the insurance 
company not liable. saying: 

“At the time of the accident, the 


| 








coverage was on the 1934 model 
and it was not retransferred to the 
1932 truck.” 

* os * 


Tinted-Glass Regulations 


A t=” weeks ago J. C., New 
York, wrote to ask: “As an 
authority on legal matters regard- 
ing automotive legislation, perhaps 
you can answer a question regard- 
ing the legality of Solex (or tinted) 
glass in all states. 
“Several of us in our office 
claim that it is legal in some 
states to have Solex (or tinted 
glass) installed in automobiles.” 
Recently, I received the following 
information: In states requiring 
safety glass approvals, it is gener- 
ally necessary to furnish proof of 
compliance with the requirements 
of American Standard Safety Code 
No. Z26.1-1950. “Safety Glazing Ma- 
terials for Glazing Motor Vehicles 
Operating on Land Highways.” 

This applies not only to heat- 
absorbing or so-called 
glasses, but also to all other trans- 
parent products proposed for use 
in glazing motor vehicles. 

* * * 


All States OK Solex 


'URTHER information discloses 
that safety glasses made using 
Solex are legal for motor-vehicle 
glazing in all states. 
There are regulations covering 
the maintenance of lists of approved 





products or the issuance of certifi- 
cates of approval in Indiana, Mich- 
igan, North Dakota, South Caro- 
lina, South Dakota and Vermont. 
Also, I have been advised that there 
is ne provision in statutes requiring 
the use of safety glass in automo- 
tive glazing in Montana, Nevada 


| and Wyoming. 


* * 


Court Finds Use Tax Valid; 


Appeal Slated in Illinois 
SPRINGFIELD, I1l.—The Illinois 
use tax law has been declared valid 
in circuit court and the decision 
immediately was appealed to the 
state supreme court in a test of 


| the act. 


The legislation permits taxation 
of products bought outside the 
state when they are used in Illinois. 
The suit by Burgess-Norton Mfg. 
Co., Geneva, was selected from 
among 50 such actions as a test 
case. All secured injunctions pro- 
hibiting the state from using the 
disputed tax funds until final settle- 
ment. 





Officials of 2 Subsidiaries 
Named to Hupp Board 

CLEVELAND.—Two officials of 
firms recently acquired by Hupp 
Corp. have been named to Hupp’s 
board of directors. They are Don 
V. Petrone, former president of 
Typhoon Air Conditioning Co., and 
James F. Dailey, formerly of Ty- 
phoon Prop-R-Temp Corp. 

Petrone was named sales vice- 
president and William H. Haag, 
vice-president of Hupp’s Perfection 
Industries division, was named 
manufacturing vice-president of the 
corporation. 
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| Bacon Promotes Goodwill— 
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S-P’s Keller Eyes 
_|U.C. Merchants as 
Embryo Dealers 


PHILADELPHIA. — Used-car 


dealers will provide the largest 
number of additions to the ranks 
of new-car dealers in the next two 
years, William A. Keller, Stude- 
baker general sales manager, said 
here last week. 

Speaking before the Philadelphia 
Automobile Dealers Assn. on used- 
car marketing, Keller said that not 
only will a large group of used-car 
merchants become new-car dealers, 
but also they will find that their 
knowledge can be applied with 
equal success to new-car merchan- 
dising. 

“Rough and tumble used-car 
salesmanship is one of the greatest 
proving grounds for the independ- 
ent businessmen that the industry 
needs as new-car dealers,” he said. 
Keller declared that successful 
used-car merchandisers know the 
market, know values and know how 
to deal with the buyers who, in this 
competitive sales period, have be- 
come used-car “experts.” 

Pointing out that to merchandise 
used cars a businessman ‘can be 
either a new or used-car dealer with 
equal success, Keller told the con- 
vention group to analyze their busi- 
nesses in the light of the fact that 
new-car dealers are becoming bet- 
ter and better used-car merchants. 
“Used-car dealers,” he said, “should 
take a new look at the advantage 
of an industry new-car franchise if 
they are to continue to get their 
share of late-model tradeins.” 

Keller reviewed the five-point 
program for merchandising used 
cars in today’s market followed by 
a great majority of Studebaker 
dealers. The program: 1. Recondi- 
tion; 2. display; 3. advertise; 4. 
price; 5. manage. 

Too many dealers forget that 
“good management” means the 
manager of the business must know, 
rather than assume, that the pro- 
gram is being carried out, he de- 
clared. 


DeSoto Promotes 
Moran in N. Y. 


DETROIT. — W. J. Moran, Syra- 
cuse regional manager since 1954, 
has been promoted to New York 

regional manager 


by DeSoto. 
He succeeds C. 
L. Davis, who 


held the post for 
10 years and has 
retired after 16 
years with De- 
Soto, 22 years 
with Chrysler 
Corp. Davis has 
been honored by 
dealers in his 
region at a spe- 








W. J. Moran 
cial luncheon. 

Moran joined DeSoto in 1946 as 
district manager. Later he was 
transferred to the Buffalo district 
and in 1949 was named Buffalo city 
manager. Prior to joining DeSoto, 
Moran was with Dodge. 


ee aS 


Les Bacon, Bacon's Sales Co. (Ford), Hermosa Beach, Calif., is promoting goodwill 
in his community by sharing the firm's swimming pool with Boy Scouts, Girl Scouts, 


Little League baseball teams and other outside organizations. 


Members of Bacons’ 


sales force are the interested spectators as the Los Angeles County Lifeguard Under- 
water Rescue and Recovery team takes over the pool. 
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Hall Lamp Cuts 
Loss to $253,886 


A net loss of $253,886.82 has been 
reported by C. M. Hall Lamp Co. 
for 1955. The firm’s loss in 1954 
was $439,483.04. 

Sales for 1955 totalled $5,322,- 
598.43, compared with $3,393,169.32 
in 1954. 

Harry D. Hirsch, president, said 


unaudited figures indicated a net | 


profit of $41,439.25 for the first 
quarter of 1956. 


Back in the Family 
Francis H. Bassett has purchased 
Foltz Motor Sales (Ford), Minoc- 
qua, Wis., from E. N. Foltz. The 
dealership formerly was owned by 
Bassett’s father, Burt O. Bassett, 
who operated the firm for 30 years 
before selling it to Foltz, Under the 
new ownership the company will 

be known as Bassett Auto Co. 
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On the Financial Front 





Although earnings dipped in the 
first quarter, a high level of busi- 
ness is continuing, shareholders of 
Libbey-Owens-Ford Glass Co., were 
told at the company’s annual meet- 
ing. 

Earnings were $8,915,486 com- 
pared with $9,260,029 in the first 


| quarter of 1955. However, John D. 
| Biggers, chairman, assured share- 


holders that customer orders for 


| the period remained high and ship- 


ments were slightly in excess of 
those in the corresponding period 
a year ago. ; 

An important factor in the con- 
tinued high demand, Biggers said, 
is the architectural trend toward 
glass walls and greater window 
areas. 

Reviewing 1955 operations, Presi- 
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Mobilette Auto Aur Conditioner 


When variable net profits are floundering, the instant-up-front- 
cooling, under-dash MOBILETTE can be your answer to boosting 
them up. This low-cost unit can be easily, economically trans- 
ferred from car to car — spreading depreciation over the years 
of long unit life. The finest materials and full factory warranty 
assure you and your customers of optimum yet economical cool- 
ing through the years. Your letterhead or post card will 
bring complete information and illustrated literature. 


AUTO AIR CONDITIONERS 
with the Warner Magnetic Clutch 
MOBILAIRE MANUFACTURING COMPANY 


A Division of the National Gas Equipment Co., Inc. 
Box 122 * Denison, Texas 


dent George P. MacNichol said new 
highs were established in sales, 
earnings and employment. Sales 
totalled $281,543,736; earnings were 
$36,045,961, and employment aver- 
aged 13,041. 


Mack Sales Soar 
To Quarter Mark 


Sales of Mack Trucks, Inc., soared 
to $60,179,026 for the three months 
ended March 31 for the highest 
first quarter in the company’s his- 
tory, according to P. O. Peterson, 
president. 

The figure was 74 percent ahead 
of the $34,649,033 gross for the first 
quarter for 1955, Peterson said. 
Earnings were $2,276,164 against 
$1,347,188 a year ago. 

The Mack board of directors au- 
thorized a 5 percent stock dividend 
payable June 18 to holders of rec- 
ord May 18. 


W oodall Ind matrive 


Woodall Industries, Inc., Detroit, 
six months ending Feb. 29; Net in- 
come, $532,165 (no comparative 
figures for 1955); 
(no comparative figures for 1955). 

= * ak 
Polymer 


Polymer Corp., Sarnia, Ont., a 





sales $14,619,810 | 





government-owned plant, annual 





| 
report, 1955 vs. 1954: Net income, 


$7,531,200 and $4,924,753; sales, $61,- 
590,151 and $53,228,416. 
+ * * 


Perfect Circle’s Profit Up 
21% Despite Long Strike 


Booming auto output and wide 
acceptance of its new oil ring 


boosted Perfect Circle Corp.'s sales | 


by 23 percent last year and its earn- 
ings by 21.3 percent, according to 
Ralph R. Teetor, company presi- 
dent. 

The 1955 sales amounted to $27,- 
764,883 and the earnings were $2,- 
247,599, despite a four-month strike 
during the second half. 

* * * 
American Auto Felt Sales 
Climb to $4,400,000 


American Auto Felt Corp., at its 
annual stockholders’ meeting, an- 
nounced that sales for 1955 totalled 
$4,400,000, an increase of 72 percent 
over 1954, 

Net earnings were $62,000, rep- 
resenting an increase of 61 cents a 
share over the previous year. 


Johnson, DeVlieger Split 


C. Evan Johnson, president of 
Johnson - DeVlieger Buick Co, 
Grand Rapids, Mich., has purchased 
the interest of his partner, Jack 
DeVlieger. DeVlieger has purchased 
Johnson’s interest in J&L Cartage 
Co., an auto and truck leasing firm. 


Used-Car Auction Prices 





Bel Air (6) conv., $1,695; Two-ten (8) 
4-dr., $1,875* (ps); Two-ten (6) 2-dr., 
| $1,230, $1,120; One-fifty (6) 2-dr., $1,- 
125. ‘54 Two-ten Handyman, $1,205"; 
Delray coupe, $1,010*, $920; Bel Air 4- 
dr., $1,045*; 2-dr., $1,035*, $975 

| CHRYSLER —- 54 NY 4-dr., $1,230*. °53 | 
NY 2-dr., $640* (ps). "52 Imperial 4-dr., 


$400* (ps); NY club coupe, $345* (ps). 
‘50 Windsor 4-dr., $330*. | 
DeSOTO—'55 Fire Dome (8) Sportsman, | 


$1,900" (ps). 
man, $1,120* 
conv., $1,200* 
$565*. 
DODGE—’'56 Coronet (8) 2-dr., 
‘55 Coronet (8) station wagon, 
Diplomat, $1,760*; Royal (8) 
$1,550. ‘54 Coronet (8) 4-dr., 
Meadowbrook 2-dr., $730*. 
FORD—'56 Custom (8) 4-dr., 
Fairlane (8) conv., $1,905*; 
toria, $1,910*, $1,895* (ps), $1,700*; 4-| 
dr., $1,600* (ps); Custom (8) 2-dr., 
$1,315; Main (8) Ranch Wagon, $1,300*. | 
"54 Crest (6) Country sedan, $1,245; 
Victoria, $1,235; Crest (8) conv., $1,225* | 
(ps); Custom (8) 4-dr., $955*, $895; | 
2-dr., $900, $885, $870, $840, $830, $750. 
HUDSON—'55 Rambler station wagon, $1,- 
705*; 4-dr., $1,075, $950. '54 Hornet 4- 
dr., $800*; Wasp 2-dr., $715. 
KAISER—’'51 4-dr., $225*. 
LINCOLN—’'55 Capri conv., $2,610* 
"53 Capri coupe, $1,180* (ps). 
MERCURY—'55 Montclair coupe, $2,085*, 


‘54 Fire Dome (8) Sports- | 
(ps). °53 Fire Dome (8) 
(ps); 4-dr., $750* (ps), | 


$1,745". | 
$1,960* ; 

Lancer, 
$1,000*; | 


$1,540. °55) 
Crown Vic- 


(ps). 


$2,020*; Monterey 4-dr., $1,910*, $1,900* 
(ps). "54 Monterey 4-dr., $1,400*; Cus- 
|} tom 4-dr., $1,165; 2-dr., $1,160*. °53/ 
| Monterey coupe, $1,070*, $1,040*, $1,-/ 
| 020*; 4-dr., $1,005*. 
| NASH—’54 Rambler station wagon, $1,- | 
| 190, $1,115*; Statesman 4-dr., $1,000. 


‘53 Ambassador 4-dr., $770*; club coupe, 
$715*; Rambler club coupe, $685, $650; 
Statesman 4-dr., $600*. 





| OLDSMOBILE ‘56 (98) Holiday, $3,045* | 
(ps); (88) Holiday, $2,430* (ps). ‘55 
(88) Holiday, $2,320* (ps); (98) 4-dr., 

| $1,675* (ps), $1,655* (ps). '54 (88) 4-| 
| dr., $1,625* (ps), $1,610*; Holiday, $1,- | 
(ps). °53 (98) 4-dr., $1,185* (ps); 


480* 

| (88) Holiday, $1,170* (ps). 

| PACKARD—’54 Panama Hardtop, $1,240* | 

| (ps). '53 Clipper 4-dr., $730*. 

| PLYMOUTH—’55 Belvedere (8) conv., $1,- 
750* (ps); 4-dr., $1,555*; 2-dr., $1,475*; 
Plaza (6) Suburban, $1,725*, $1,405. '54 
Belvedere 4-dr., $760*. °53 Cranbrook 
4-dr., $525; 2-dr., $430. °52 Cranbrook 
Belvedere, $400. 

PONTIAC—’'56 Chieftain (8) station wag- 
on, $2,615*. ‘55 Chieftain (8) Catalina, 

| $1,645*, $1,450; 2-dr., $1,230. '54 Chief- 
tain (8) Catalina, $1,295*; 4-dr., $1,- 
060*; Star Chief (8) 4-dr., $1,260*. 

STUDEBAKER—'55 President 4-dr., $1,- 
490* (ps). °53 Champion 4-dr., $505. ’52 
Champion 2-dr., $345; 4-dr., $315, $275. 

WILLYS—’52 station wagon, $340*. 

MISCELLANEOUS—’55 Hillman-Minx sta- 





tion wagon, $755; Volkswagen sedan, 
$1,350. 

| 

FLINT 

(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Apr. 18.) 
(The market still remains strong, and 

good, clean autos-are still bringing high 

prices. Sharp cars in the minority. Sold 
133 out of 167 offerings.) 

BUICK — ’'56 Special station wagon, §$2,- 
725*; 4-dr., $2,500* (ps). "55 Super Rivi- 
era, $2,130* (ps), $2,040* (ps), $1,940* 
(ps); Century 2-dr., $1,955* (ps); Spe- 
cial Riviera, $1,920*, $1,835*. '54 Special 
Riviera, $1,510* (ps), $1,460*; Super 
Riviera, $1,245. ’53 RM 4-dr., $945; 2- 
dr., $900* (ps); Special Riviera, $915*. 
’52 Super Riviera, $505*. ‘51 Special 
4-dr., $270; 2-dr., $160, $155, $150*. 

CADILLAC—’55 (62) club coupe, $3,410* 
(ps). '52 (62) conv., $1,205*; (60) Spe- 
cial 4-dr., $1,180* (ps). °49 (75) 4-dr., 
$460*; (62) 4-dr., $375. '47 (62) sedan, 

7 


$170. 
CHEVROLET— 56 One-fifty (6) 2-dr., $1,- 
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700. '55 Bel Air (8) Sport coupe, $1,635; 


4-dr., $1,390*. °54 Bel Air club coupe, 
$1,165*; 4-dr $875; Two-ten 4-dr., 
$s90*. °53 Bel Air conv., $950; 4-dr., 
$800*, $735; 2-dr., $735; Two-ten 2-dr., 
780*, $740*, 2 at $615; club coupe, $685; 
4-dr., $600. ‘52 SL Deluxe club coupe, 
$585; 4-dr., $425*; FL Deluxe 2-dr., 
$315*. '51 SL Deluxe Bel Air, $500; 4-dr., 
$210*, $145; 2-dr., $180. °50 SL Deluxe 
2-dr., $110; 4-dr., $110. 

CHRYSLER—’51 NY 2-dr., $320*; 4-dr., 
$315*; club coupe, $315*; Windsor 4-dr., 
$155*. 


DeSOTO—’40 club coupe, $150. 

DODGE — °53 Coronet 4-dr., $615; 
coupe, $500*; Meadowbrook 4-dr., 
$400; club coupe, $355. 


club 
$420, 


FORD—'55 Fairlane (8S) club coupe, §$1,- 
715; Main (8) 2-dr., $965; %-ton pickup, 
$900. '54 Custom (S) 2-dr., $940*, $875*, 
$855*, $825*; 4-dr., $885*. °53 Custom 
(8) station wagon, $755; 4-dr., $720*, 
$710*, $670*, $605*; Main (6) 2-dr., 
$545; Custom (6) 4-dr., $525; %%-ton 


panel, $360. "52 Custom (8) station wag- 
on, $645; club coupe, $475*; Custom (6) 
4-dr., $505*, $395*. °51 Custom (8) 2-dr., 
$300; 4-dr., $265; Deluxe (8) 2-dr., $225, 
$180; van, $265. ‘50 Custom (6) 2-dr., 
$145; Business coupe, $130; Custom (8) 
2-dr., $120. 48 %-ton pickup, $180. 


LINCOLN—'51 Cosmopolitan coupe, $255*. 


"49 Cosmopolitan 4-dr., $200. 

MERCURY—’55 Monterey club coupe, §$1,- 
540. '54 Custom 4-dr., $1,075*. '53 Mon- 
terey club coupe, $740*. ’51 club coupe, 
$350, $250*. ’50 4-dr., $225, $180*. 

NASH "53 Statesman 2-dr., $700. 
Statesman 2-dr., $320*. 

OLDSMOBILE—’'54 (98) Holiday, $1,605*; 
(88) 2-dr., $1,350*; 4-dr., $1,300; club 
coupe, $160*. 


"52 


| PLYMOUTH—’56 Savoy (8) 4-dr., $1,835*. 


’54 Savoy club sedan, $765; 4-dr., $715. 
’52 Cranbrook 2-dr., $225. '51 Cranbrook 
club coupe, $230, $225. 

PONTIAC—'54 Chieftain 
‘53 Chieftain (8) Catalina, 
$855*; 2-dr., $720*, 710*, $630. ’52 
Chieftain (8) 2-dr., $520*; 4-dr., $450*, 
$445*, $355. '51 Silver Streak (8) 4-dr., 
$330*. ’50 Silver Streak (8) 4-dr., $340. 
‘49 Silver Streak (8) 4-dr., $105*. 

STUDEBAKER—’53 Commander Hardtop, 
$690*. ‘51 Commander Land Cruiser, 

. 


$110*. 
WILLYS—’53 Delivery sedan, $390. 
* * * 


(8) 2-dr., $890. 


$1,015", 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction. Sale every 
Thursday (Apr. 19). Our market continued 
to hold steady today on all cars and trucks. 
Demand slightly higher than last week as 
193 cars were sold from 262 consigned. 

* . * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Apr. 19). Sold a high percentage of 
250 cars entered. 

* * * 


FT. WAYNE, IND. 
Carl Marker’s Auto Auction. Sale every 
Tuesday (Apr. 17). Market very good as 
bidders are .anxious to purchase sharp 


used-cars. '56s slow. Sold 83 cars out of 
; 104. 
7 ca * 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (Apr. 18). Market red hot on de- 
cent, ready-to-sell cars. Any clean make 
from °*49 to ‘55 found plenty of takers. 
The demand for rougher units appears to 
have slacked off gone. 

* * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Apr. 20). Sold 288 cars out of 353 
consignments, Prices were very firm and 
many more late models are in demand. 















“Here comes a new member for 
the club . . didn’t have an 
Auto-Crat Safety Belt either.” 


AUTO-CRAT MANUFACTURING COMPANY 
A DIVISION OF THE B. N. CORPORATION 
LOS ANGELES 39, CALIFORNIA 


Oldest and Largest Manufacturer 
Safety Belts 
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Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval, Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 


AUTO 
TURNTABLES 


. 
Manufactured by 
e 


Macton Machinery Co. 


DYKE LANE 


Stemford 2, 
Conan. 
STEMAC 


une runs PAY! 


Brings new business. Keeps old customers 
GET DETAILS NOW 


STE MAC, Inc. 1281 SO. CHEROKEE 


DENVER 23, COLO. 
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Ford said. Truck sales were 81,979, 
against 100,477. 

The proxy statement last week 
listed Ford executives who have 
taken advantage so far in 1956 
of the so-called 1953 stock-option 
plan under which they could buy 
stated amounts of common stock 
at $21 per share. 

Ernest R. Breech, chairman of 
the board, bought 22,500 shares; 

Lewis D. Crusoe, executive vice- 
president—car and truck divisions, 
18,750; William T. Gossett, general 
counsel, 18,750; D. S. Harder, execu- 
tive vice-president — basic manu- 
facturing divisions, 18,750; John S. 
Bugas, industrial relations vice- 
president, 15,000; John R. Davis, 


a special assignments vice-president, ; 
15,000; Irving A. Duffy, general| Purchased under this option plan 





manager of tractor and implement 
division, 15,000, and Theodore O. 


ley Statement Bares Stock Purchases. . . 
Se emerge a ome ee 


Ford Earnings Off 28 Pet. 


Yntema, 
15,000. 

All except Crusoe, who bought 
his shares Feb. 14, exercised their 
option on Jan, 31. 

Some 237,375 shares were pur- 
chased at $21 each by the firm’s 
directors and officers as a group in 
the period Jan. 1 to March 6. That 
includes the individual purchases 
listed above. 


The same group also bought 
shares on the same condition 
during 1955. Their totals that 
year were: Breech, 27,000 shares; 
Crusoe, 22,500; Gossett, 22,500; 
Harder, 22,500; Bugas, 18,000; 
Davis, 18,000; Duffy, 18,000, and 
Yntema, 18,000. 

A total of 286,200 shares were 


finance vice-president, 


during 1955. 
The individuals listed above will 





AMC Making Progress 


Toward Goals—Romney 


(Continued from Page 2) 


development of the U. S., but added 
a belief that they are now anti- 
quated and need overhauling. 

x * + 
UESTIONED about talk that 
lumps S-P and AMC together, 

Romney said: 

“We're the last two independents, 
and people tend to link us to- 
gether in their minds.” 

However, he said there were 
these basic distinctions between 
AMC and S-P: 

1. AMC is larger and more di- 
versified. 

2. Non-automotive operations of 
AMC are profitable and have a long 
record of profit. 

3. Since the merger of Hudson 
and Nash, AMC has made steady 
progress in cutting its loss level. 

4. AMC is using a different ap- 
proach on the automotive end. It 
is avoiding head-on competition 
with the Big Three, has not tried 
to offer a full line of cars and is 
concentrating manufacturing and 
tooling operations. 

5. As a result of this concentra- 
tion, AMC has brought the break- 
even point well below the 200,000- 
cars-a-year mark. 

6. AMC does not require addi- 
tional financing for future opera- 
tions. (AMC has a $73 million line 
of credit, of which it has utilized 
$60 million.) 

7. AMC has the bulk of its tooling 
expense for the next few years 
behind it rather than ahead of it. 

* * of 


H® hastened to point out that 
this did not mean that AMC 
will not make changes for the 1957 
models, which, he said, would be 
introduced on time for the first 
time since the integration of Nash 


- and Hudson production. 


At present, he said, the Rambler 
is accounting for 70 percent of 
AMC automotive sales. Rambler 
sales are up 17.3 percent over last 
year despite a general industry 
sales decline of 11.4 percent for the 
March quarter. 

In spite of this, Romney said, 
it appears now that the Rambler 
will not attain the 150,000-a-year 
goal Romney set last fall. 

Difficulties encountered in 
starting production as well as 
‘stiffer sales competion were cited 
as reasons. 

Romney said that he had under- 
estimated the impact that industry 
overproduction and overselling in 
1955 would have on 1956 sales. 

Romney denied rumors that AMC 


would drop its big cars, although * 


he said all makers make changes 
in their model lineups and he did 
not rule out such changes for Nash 
and Hudson. 

Dealer inventories, he said, “are 
where we'd like to have them 
for vigorous selling in the days 
ahead.” 

* * ok 
N GENERAL AMC business, 
Romney said the firm is con- 
tinuing to make progress on these 
key objectives: 
1. Capitalizing further on the 








strength of the appliance division. 

2. Expansion of the export and 
subsidiary business. 

3. Expansion of defense manu- 
facturing activities. 

4. Establishment of the Rambler 
as a basie volume car and founda- 
tion for the automotive program. 

5. Maximum reduction of manu- 
facturing and tooling expense 
through consolidation and integra- 
tion. 

Romney said that AMC is now 
engaged in negotiations that 
could lift the Metropolitan out 
of the market testing stage. 

Originally, sale of this car was 
limited to the U. S. and Canada. 
Now it is being sold in Austria, 
Switzerland, Columbia, Panama 
and Venezuela as well as the U. S. 
and Canada. 

On the appliance side, Kelvinator 
has made sales increases each 
month for the past 14 months. 

“We anticipate,” Romney said, 
“steady increases during the re- 
mainder of this decade, building 
up to an all-time record demand 
in the 1960s...” 

The wholly-owned appliance 
finance subsidiary, Redisco, has ex- 
panded its activities and is under- 
taking the financing of wholesale 
and retail paper for makers other 
than Kelvinator, Romney added. 

Current annual defense volume 
is about $18 million, he added. 


aR? 


Tally Thunderbird Sales— 


Walter J. Cooper, right, Ford Los 
Angeles district sales manager, and L. I. 
Delaney, district distribution manager, tab- 
ulate Thunderbird sales figures for the Los 
Angeles district. During the first quarter 
of 1956, nearly 900 Thunderbirds were 
sold, representing an increase of 267 
units over the similar period in 1955, 
according to Cooper. March was a record 
month with 378 cars sold. 








be able to exercise options in 1957 
for the same number of shares — 
at the same $21 price — as they 
purchased this year. 

In 1958, the 1953 stock-option 
plan will be completed. That year, 
Breech will be able to buy 18,000 
shares; Crusoe, Gossett and Harder, 
15,000 each, and Bugas, Davis, 
Duffy and Yntema, 12,000 each. 

A new-stock option was granted 
last Jan. 18 to 59 officers and em- 
ployes, not including the _ indi- 
viduals listed above. 

Under this setup, known as the 
1955 stock-option plan, 446,250 
shares are earmarked for pur- 
chase in 1958 and the subsequent 
seven years. These shares, how- 
ever, will be priced at $66 each. 

(Ford stock traded last week on 
the New York Stock Exchange at 
around $57.) 

The proxy statement noted that 
as of March, 1956, certain directors 
and officers of the company owned 
blocks of stock in Aurora Corp., a 
subsidiary of which, Dearborn Mo- 
tors Credit Corp., is engaged in the 
financing of tractors and farm im- 
plements at wholesale and retail. 

Dearborn Motors Credit Corp. at 
one time was a wholly owned sub- 
sidiary of Dearborn Motors Corp., 
which distributed Ford tractors. 
Stockholders of Dearborn Motors 





Ford Studying 
New Revisions 
In Dealer Pacts 


(Continued from Page 2) 
He compared such activities to 
cheating at solitaire. 


Also announced wefe a three-| 


man dealer policy board and a na- 
tional marketing institute. 


Explaining the latter, Crusoe said | 


it would train company and dealer|D. S. Harder, 115,000 shares; John 


personnel in ethics, management 
and techniques of selling the com- 
pany’s products. 

* * 


* 
io THIS discussion, he pointed to 
a chart listing General Motors 
cars and their sales projections up 
to 1965 together with a Ford chart, 


with some spaces blank, also pro-| 


jected to 1965. 

On leaving the meetings, each 
dealer was given a questionnaire 
which he was requested to fill out 
in detail and return to Ford. It pre- 


sumably included such subjects as} 


franchise changes and product im- 
provement. 


U. S. Is Urged 


(Continued from Page 2) 


served by the continual existence 
of the independents, then the Gov- 
ernment must seriously consider 
giving favorable consideration on 
defense contracts to those smaller 
producers even if this means higher 
prices. 

“Such a form of subsidization 
may not be too high a price to pay 
for the continued existence of a 
healthy competitive automobile in- 
dustry. 

Last week NADA President Carl 
E. Fribley and several other NADA 
officials called on Secretary of Com- 
merce Sinclair Weeks to express 
the apprehension of the retail auto 
industry over the financial prob- 
lems confronting S-P. 

Meanwhile, the Air Force and 
Army last week denied published 
newspaper reports that Studebaker- 
Packard has been awarded a multi- 
million-dollar defense contract. Off- 
cials said they knew of no con- 
tracts recently awarded or pending 
that could be called “major” con- 
tracts. 

One spokesman said that S-P 
could receive a subcontract with- 
out the Air Force having knowl- 
edge of it. S-P is now a subcon- 
tractor for the J-57 jet engine. Ford 
is the prime contractor for the 
J-57. 

An S-P spokesman declared last 
week that the company has signed 
no major defense contract, although 
he did confirm the report that nego- 
tiations are now in progress that 
would enable S-P to participate in 
the nation’s guided missile pro- 
gram. 





| family, 





Sorenson Observes 


50th Year in Industry 

TORONTO.—Daniel M. Soren- 
son, president, Toronto Motor 
Car, Ltd., (Chrysler-Plymouth), 
here has observed his 50th anni- 
versay in the retail automotive 
business. 

He is believed to be the only 
man in the Canadian industry to 
have attained the half-century 
mark. He started working for 
Ford in Detroit, commuting from 
Windsor, Ont. He was selling 
cars in the Windsor area for two 
years before coming to Toronto 
in 1908. He formed his firm in 
1911. Sorenson also has been a 
Ford and General Motors dealer. 
He operates his own finance firm. 





Corp. included top-level Ford Mo- 
tor Co. officers. 

On July 31, 1953, Ford and its 
wholly owned subsidiary, Wood 
Bros., Inc. (Delaware), acquired 
all assets of Dearborn Motors 
Corp. and its wholly owned sub- 
sidiary, Wood Bros., Inc. (Iowa) 
— except cash and except a. sec- 
ond subsidary, Dearborn Motors 
Credit Corp. 

Dearborn continued to engage in 
the financing business, and in Jan- 
uary, 1956, Ford entered into an 
agreement with Dearborn Motors 
Credit for the extension of the 
latter firm’s wholesale finance plan 


to tractor dealers having agree- | 


ments with Ford. 

Ford agreed, in event of default 
by a dealer, to purchase Dearborn 
Motors Credit’s interest in the 
property securing such obligations 


and to pay to Dearborn Motors | 


Credit the amounts of the unpaid 
balances of such obligations, plus 
interest and charges. 

As noted above, Dearborn Motors 
Credit is now a subsidiary of Au- 
rora Corp. Stockholders of Aurora 
include: Ernest R. Breech and 
240,000 shares; John R. 
Davis and family, 144,000 shares; 
S. Bugas and family, 72,000 shares; 
Lewis D. Crusoe, 72,000, and Wil- 








\liam T. Gossett and family, 72,000 


shares. 

The above mentioned share- 
holders owned 715,000 of Aurora’s 
1,017,000 shares of capital stock 
outstanding as of last March. 


The proxy statement also noted 
that George W. Walker, a Ford 
vice-president, and his wife had 
disposed of 12.2 percent interest in 
Trim Trends, Inc., on March 30, 
1956. 


Trim Trends did a $1,320,000 busi- 
hess with Ford Motor Co. in 1955. 

It was further noted that in 1955 
Ford purchased $1,300,000 in office 
furnishings from J. L. Hudson Co., 
a Detroit department store. James 
B. Webber jr., who is general man- 
ager, executive vice-president and 
a stockholder of Hudson, also is a 
director of Ford Motor Co. 


Ford said it expects to pur- 
chase a “major portion” of the 
furnishings for its new adminis- 
tration building from Hudson. 


The proxy statment reported that 
Isadore Blau, Brooklyn holder of 
four shares of common stock, has 
told the company that at the meet- 
ing he will propose that persons 
buying stock under the 1955 stock- 
option plan be required to hold the 
stock for at least three years, ex- 
cept in cases of bonafide emer- 
gency. 

Biau was quoted as_ saying: 
“Options dilute the equity of the 
shareholder and the cost to the 
shareholders is without benefit, in 
my cpinion, unless optionees retain 
their stock. Present provision for 
investment is insufficient, as it al- 
lows sale by optionees anytime 
after six months after being excer- 
cised.” 

The proxy statement said the 
board “recommends a vote against 
this proposal.” 


Haderlie Buys L-M Deal 


C. M. Haderlie, a Ford dealer 
in Afton, Wyo., 27 years, has pur- 
chased all outstanding stock of 
Buckendorf Motors (Lincoln- 
Mercury - Continental), Idaho 
Falls, Id. Haderlie said he would 
reorganize the dealership. 








Petite 40" x 12" 





blends into the body lines of most cars 


NEW BUMPA-TEL 


SIGNS 





Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12” 
for those advertisers who do not need as much space as is provided on our regular 
Bumpa-Tel sign which measures 40x17". The new Bumpa-Tel Petite is lower and 


producing a very neat appearance. It is 


offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


"Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


@ Mounted or Dismounted in Seconds* 


® Polished Aluminum Frames 


* Sheet Steel Face 


© Sign Legs Telescope into Non-Visible Brackets Mounted 
Behind Bumper Guards 
e@ Does Not Interfere with Operation of Trunk Lid 


* After original installation 


State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 


Night Use at $26.50. 


F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE 
DEPT. 102 


MOUNDS, ILLINOIS 
SHady Lane 5-9415 
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Says Dealers Need It Despite New Franchise . . . 





GM Probers Ask Equity Law 


(Continued from Page 1) 


of the corporation increased the 
certainty of success in any new 
field the corporation entered.” 

In spite of making a profit in 
1955 equal to about 31 percent of 
its net worth, the staff noted that 
GM apparently believes that “price, 
reductions on its products beyond 
those already made is not justi- 
fied, either in the form of lower 
selling prices or upgrading of qua- 
lity at existing prices.” 

* * o 
‘Inhibited’ Competitors 
2 ep ocwegglel by other auto 
makers to the effect that com- 

petition has never been brisker was 
largely discounted by the 13 Senate 
lawyers and economists. 


The report stated that pro- 
ducers were “undoubtedly in- 
hibited” in their Senate appear- 
ances by the fear they would be 
admitting they couldn’t compete 
successfully with GM. 


The report made no recommen- 
dations on splitting up GM’s car 
divisions, but it said the company 
“failed to make clear” why Chev- 
rolet, if operated independently, 
“would not be in a_ sufficiently 
strong position from every stand- 
point to afford and obtain efficient 
and experienced management.” 


O’Mahoney commended the “pro- 
fessional skill” of Joseph W. 
Burns, chief counsel and_ staff 
director of the study, who an- 
nounced his resignation as the re- 
port was published. 


The report said that the sub- 
committee will continue its study 
of GM in the future, with par- 
ticular emphasis on automotive 
parts production, intracompany 
sales, purchasing and “profit- 
ability.” 

In the dealer area, the staffers 
noted that “it would seem that GM 
is making a genuine effort to 
remedy many of the more flagrant 
defects in the franchise.” GM's 
quick response to complaints of 
retailers was heartening, they con- 
cluded. 

* * * 

UT NO MATTER how beneficial 

the contract changes, the re- 
port asserted “that legislation is 
needed to equalize the balance of 
power now heavily weighted in 
the manufacturer's favor, although 
we recognize that this will not 
answer all dealer marketing prob- 
lems.” 

That legislation, the report con- 
tinued, should guarantee a dealer 
the right to file suit in court 
when the .manufacturer, arbi- 
trarily or not in good faith, ter- 
minates or refuses to renew the 
franchise. 

The report indicated that Senate 
probers believe GM already has an 
effective remedy for bootlegging if 
it desires to use it. The company 
simply could decline to furnish 
cars to known bootleggers, staffers 
noted. 


* * * 


Only 24 Wagons Resold 


YOMMENTING on GM’s offer to 
buy back cars from. over- 
stocked dealers, the report said 
that “it is highly unlikely that 
dealers will run the risk of in- 
curring the wrath of the cor- 
poration by offering to resell cars 
at a time when the corporation is 
pressing for volume selling.” It re- 
vealed that only 24 station wagons 
have been resold to GM so far. 


In recommending divestiture of 
GMAC, the report charged that 
GM has used its financial power 
“to obtain advantages over com- 
petitors in the sale of auto- 
mobiles, buses, and diesel loco- 
motives.” This financial strength, 
the report concluded, has given 
-GM a “marked advantage” over 
competitors. 

The report originally was one 
chapter in an 800-page document 
on monopoly conditions in the 
U. S., written under the direction 
of the subcommittee’s earlier 
chairman, the late Senator Harley 
Kilgore, West Virginia Democrat. 
His replacement, Senator 

, evidently disagreed 


with some of his predecessor’s 


findings on mergers, distribution 
practices and power, for only the 


GM portion of the long study has 
been published. 

It is considered unlikely that any 
of the Kilgore report ever will be 


releasd. 
, * + 


GM Dealer Turnover Rises 


The accompanying table disclosed 
last week in the O’Mahoney sub- 
committee staff report, pictures the 
increase in GM dealer terminations. 
A 10 percent mortality hit GM’s 
18,500 dealers in 1953 and 12 per- 
cent in 1954. Last year’s figure, 
covering only 10 months, does not 
reflect changes effective Nov. 1, 
when a new franchise took effect. 
This franchise was superseded 
March 1 by the current GM selling 
agreements. 

* * * 


Traced to Franchise 


N DEVELOPING the thesis that 
dealers are at the mercy of fac- 
tories, the report stated that the 
nature of the franchise permits 
the manufacturers’ desire for 
greater volume “to control the 
dealer’s economic life.” 


“The only successful suits by dis- 
affected dealers,” the report said, 
“have been those based upon acts 
of the manufacturer made wrong- 
ful by State or Federal law... 


“Arbitrariness of factory 
action, unfulfilled promises of 
factory agents, summary cancel- 
lation and dictatorial factory de- 
mands have all been held in- 
sufficient to state a cause of 
action based on the dealer fran- 
chise.” 

The report said factory disavow- 
als of sales pressure, as given at 
the subcommittee hearings in the 
ease of Pontiac division, failed to 
deter “overzealous” zone officials. 

“Dealers contend General Mo- 
tors pressured them to sell more 
ears by claiming their sales are 
below national average. An average 
implies a range; it is statistical 
nonsense to expect all dealers to be 
above national average,” the report 
said. 

. * * 

ESTIMONY of cancelled GM 

dealers who appeared before 
the subcommittee was cited to sup- 
port the staff's contention that GM 
and its personnel exploited dealers 
for the purpose of gaining volume. 
Many letters from zone managers 
to dealers were reproduced, some 
of- which had not been released 
previously. 

Selling merchandising supplies 
such as rugs and signs to dealers 
at the time of franchise renewal 
“subjects the dealer to the fear 
that if he refuses to purchase 
these items, his_franchise will be 
denied him by way of retalia- 
tion,” the report said. 

Extending GM franchises to five- 
year terms is no answer, according 
to the subcommittee staff, because 
the factory “retains its unlimited 
right of termination and the dealer 
has no rights which he can assert 
in court.” 

* * ok 
More Reservations 


O other reservations on the 
new GM franchise were ex- 
pressed in addition to those on the 
lack of mutuality and the “ques- 





GM Probers Dismayed 
By Competitors’ View 

WASHINGTON. — One phase 
of the testimony in the GM study 
by the O’Mahoney subcommittee 
proved disappointing to the in- 
vestigators. This, the staff’s re- 
port said last week, was the 
reluctance of GM’s competitors 
to complain about the big con- 
cern’s practices or policies. 

“The witnesses from the aute- 
mobile industry were unanimous 
in their expression of the belief 
that the automobile industry is 
highly competitive and free of 
monopoly,” the report said. It 
gave as the reason for this una- 
nimity” the following: 

“The fear that criticism of the 
major producers would be inter- 
preted as admission of inability 
to compete successfully with Gen- 
eral Motors undoubtedly inhibited 
producers in their testimony be- 
fore the subcommittee.” 








tionable value” of the umpire, as 
follows: 

“There appears to be no protec- 
tion for the dealer who chooses, 
wisely or unwisely, to operate un- 
der the indefinite term contract 
cancellable without cause. More 
important, the franchise is appar- 
ently silent on the rights of dealers 
to renew at the expiration of the 
term.” 

The report said that an equity- 
law, “while not a panacea for all 
dealer problems,” would be the 
simplest way to equalize the re- 
lationship between factory and 
dealer. 

The portion of the report dealing 
with GMAC was comparably 
studded with references to pres- 
sure tactics and hardships on 
dealers. 

* + * 

HE role of manufacturer- 

financer-insurer “gives to GM 
an economic power that may be 
utilized at will to the extent desired 
in order to achieve the aims of GM 
with reference to whatever policy 
of manufacture and sales distribu- 

tion it may desire to set up,” the 
report said. 

“It is certainly clear that GM 
and affiliated companies, because 
of size and market position, are 
able to control business because of 
this affiliation and for reasons hav- 
ing little relation to superior prod- 
uct or service. Excessive integra- 
tion may in and of itself work to 
the detriment of competition.” 


Substance of the staff's findings 
on GMAC was contained in the fol- 
lowing statement: 


“GMAC is a method of under- 
writing the sale of GM cars, and 
in so doing passing much of the 
risk of nonpayment on to the 
selling dealer. Where other 
finance companies have primary 
responsibilities to their stock- 
holders who do not manufacture 
cars, GMAC is wholly owned by 
a stockholder whose major aim 
is to sell automobiles.” 


Observing that in the past eight 
years, GM’s earnings return has 
exceeded the standard set for itself 
in the 1920’s, calling for a 15 to 20 
percent yield on investment, the 
report inferred that the company 
was neglectful of consumer inter- 
ests by failing to reduce prices. 

“Efficiency to GM is apparently 
its ability to achieve its planned 
return on investment,” the report 
declared. “This is not economic 
efficiency and GM’s return is more 
a reflection of its market power 
than its economic efficiency.” 

* * * 


GM’s Bus Exnansion 


vos report said GM has attained 
more than 80 percent of the bus 
market because of three factors: 
The advantages of its wholly owned 
financing affiliate; teams of GM 
transportation experts offering free 
advice to customers, and “the abil- 
ity of GM to make capital invest- 
ments in bus purchasers. 

“The history of GM’s activity in 
this industry raises the basic ques- 
tion of whether the utilization of 
such methods by the big corpora- 
tion—in some cases with great ben- 
efit to industrial technology and 
the buying public—is to be coun- 
tenanced where the result is market 
domination and the elimination of 
competition,” the report added. 

The report said that subcom- 

mittee investigators spent several 
days exploring charges that Chi- 

cago Chevrolet dealers were 
unable to obtain cars without 
factory-installed heaters. 

“No definite conclusions can be 
drawn at this time concerning the 
charge that GM had coerced or 
improperly induced its dealers to 
purchase Chevrolet cars with fac- 
tory-installed heaters,” it was 
stated. 

“However, it is clear that an in- 
dependent manufacturer of heaters 
(E. L. Schofield, Inc.) had -been 
virtually foreclosed from access to 
the market. This incident illus- 
trates the great difficulties con- 
fronting an independent manufac- 
turer attempting to sell in a market 
which GM, in one form or another, 
controls.” 

= s * 
CQu== chapters in the report 
dealt with GM's growth in the 
diesel locomotive and road ma- 








chinery fields, the latter occasioned 
by the corporation’s merger with 
Euclid Road Machinery Co. 

A separate closing statement by 
two staff members, Joseph A. Seeley 
and George E. Clifford, said that 
Libbey-Owens-Ford Glass charged 
GM less for glass than it did inde- 
pendents. They said GM was able 
to “force suppliers to sell to it at 
little or no margin of profit.” 

“The economic power of GM is 
further illustrated by its control 
of certain essential components, 
such, for example, as automobile 
transmissions, by which it is en- 


abled to raise or lower profits at | 


will,” they said. 

A major conclusion of the report 
was that giant corporations may 
have to be limited in growth “to 
avoid the coercion and stifling of 
incentive which sometimes result 
from great concentration of eco- 
nomic power.” 

The report made no recommenda- 
tions on other auto trade legisla- 
tion now pending in Congress. It 
pointed out that the Monroney sub- 
committee has been investigating 
the auto marketing situation on an 
industrywide basis. 

* > 
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‘GM Defense Sales i 


Continue Slide; 
Other Items Gain 


NEW YORK.—General Motors 
Corp. civilian product sales in the 
| first quarter of 1956 were 4.3 per. 
| cent above those of the same Period 
of 1955, according to a joint an. 
|nouncement here last week by 
|Harlow H. Curtice, president, and 
|Albert Bradley, board chairman, 
Defense sales, they reported, con. 
| tinued the downward trend of the 
| last two years and were less than 
jhalf the volume of 1955’s first 
| quarter or 4 percent of tetal dol- 
|lar sales this year as compared to 
|9 percent in 1955. 
| Net working capital March 31, 
1956, totalled $2,175,000,000, com. 
| pared with $2,058,000,000 at Dec. 31, 
| 1955, and $1,905,000,000 March 31, 
|1955. Inventories March 31, 1956, 
| were $1,706,000,000 compared with 
| $1,602,000,000 Dec. 31, 1955, and $1,- 
| 456,000,000 March 31, 1955. 





GM Dealer Terminations, 1951-1955 


1951 
59 
160 


Non-Renewals 


Involuntary Terminations . 
Voluntary Terminations . 





10 Mos, 
1955 
178 
214 
1,585 


1,977 


1952 
120 
199 

1,234 


1,553 


1953 
162 
202 

1,532 


1,896 


1954 
150 
192 

1,908 


2,250 


Minneapolis Dealer Curb 


Tabled Until 


MINNEAPOLIS.—The City Coun- 
cil’s committee on ordinances and 
legislation has postponed consider- 
ation of a controversial ordinance 
regulating automobile dealers until 
after the 1957 Minnesota Legisla- 
ture convenes. 


The ordinance would regulate 
new-car dealers for the first time 
and tighten present restrictions 
on used-car dealers. 

Dealers told the committee the 
measure would “strangle” city deal- 
ers to the benefit of suburban com- 
petitors. The vote by the committee 
was three to two to defer action 
until the State Legislature has an 

opportunity to enact a similar bill 
on a statewide basis. 

State Rep. Claude Allen, St. Paul, 
representing the Minnesota Finance 
Conference, told the committee he 
is drafting a bill to regulate dealers 
and will present it to the Legisla- 
ture in 1957. Spokesman for the 
dealers said they will support the 
bill. 


Leo B. Faricy, general manager | 


of the Minneapolis and Minnesota 
dealer associations, said the pro- 
posed ordinance would deal a “crip- 
pling blow to an important segment 
of the city’s economy.” 
One section aimed at prevent- 
ing “kickbacks” from loan com- 
panies to dealers would not stand 








Dealer Since 1918— 


W. J. Walker, right, W. J. Walker Co., 
Inc., (Oldsmobile), Wakefield, Mass., chats 
with Jack F. Wolfram, Oldsmobile general 
manager, at the General Motors Motorama 
in Boston. An Oldsmobile dealer since 
1918, Walker is said to be New England's 
oldest dealer executive. 


Next Year 


a court test, the dealers con- 
tended. Objections also were 
raised to a section making it un- 
lawful for a dealer to turn back 
a speedometer. 


A representative of the Minne- 
apolis used-car dealers said it would 
| be impossible for dealers to track 
down encumbrances on cars and 
report them to purchasers as re- 
quired by the ordinance. He also 
| held that dealers should be allowed 
to “deal across the table” with 
| prospective purchasers and not be 
| required to advertise the complete 
price of a car, including finance 
and insurance charges and license 
| fees. 

William Boyer, representing the 
new-car dealers association, said 
| self-imposed ethical standards have 
given Minneapolis “the cleanest 
automotive advertising of any city 
in the U. S.” 


Hudson Meets 


Dealer-Elected 
Advisory Board 


DETROIT. — Hudson last week 
held the first meeting with its 
newly-elected national committee 
of the Hudson Dealer Advisory 
Board. 


Twenty-four dealers from 21 
zones and three distributorship ter- 
ritories attended the two-day con- 
ference (Apr. 26-27) at the Park- 
Shelton Hotel. 


The attending dealers were Gor- 
don Nichols, St. Petersburg; C. Zar- 
ren, Belmont, Mass.; Wm. G. Her- 
pich sr., Rochester, N. Y.; A. C. 
Taylor, Kewanee, Ill.; C. B Ayer, 
Cincinnati; Carl Beach, Lakewood, 
O.; G. W. McCarter, Houston; V. J. 
Hebert jr., Denver; Bill Hermann, 





Detroit; T. L. Hogue, Topeka, 
Kans.; Edd Young, Culver City, 
Calif.; C. G. Morris, Tuscumbia, 


Ala.; John Dietz sr.. Wauwatosa, 
Wis.; Les Jenkins, Watertown, S. 
D.; J. C. Bednar sr., Bridgeport, 
Conn.; E. O. Shoemaker, Allen- 
town, Pa.; Anthony Fiore, Altoona, 


Pa.; W. H. Gifford, Puyallup, 
Wash.; Doyle Margrave, Chico, 
Calif.; Edward Mutto, Belleville, 


Iil.; B. J. Meyer, Richmond, Va.; 
Kenneth F. Masters, Butte, Mont.; 
Lionel A. Dean, Twin Falls, Id.; 
Lloyd La Fond, Harlingen, Tex. 


Maryland Dealers Plan Party 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland will hold 
its first Golf and Dinner Party May 
11 &t the Woodholme Country Club, 
Pikesville, Md. 
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In Organizing Labor... 


2 L.A. Auto Groups 
Tabbed as ‘Unfair’ 


(Continued from Page 8) 


seniority rights, vacations and cov- 
eralis provided by the company. 
* * * 


Showdown Tomorrow 


N EANWHILE, the “showdown” 
meeting of the AFL-CIO 
executive council will begin tomor- 
row ‘(May 1) to determine whether 
the Teamsters Union should be 
ousted from the AFL-CIO for con- 
tinuing its alliance with the Inter- 
national Longshoreman’s Assn. 


However, Dave Beck, president of 
the Teamsters, has decided not to 


attend the meeting. Nor will Jimmy | 


Hoffa, Teamster vice-president and 
architect of the ILA alliance. 


Beck said previous commitments | 


would prevent his attendance at 
the two-session in Washington and 
Hoffa declared, “I certainly would 
not attend if the general president 
does not do so.” 

A spokesman for AFL-CIO 
President George Meany, who is 
forcing the showdown, said, “It 
is absolutely of no concern 
whether Mr. Beck comes or not. 
Members of the executive coun- 
cil are, of course, free to attend 
or not at their pleasure and there 
is nothing compulsory about it.” 
Referring to Hoffa, the spokes- 

man said, “Since he is not a mem- 
ber of the executive committee, he 
has no business at the meeting any- 
how. I can think of nothing less 
important than his announcement 
that he is not going to attend.” 

Of course, the executive commit- 

tee cannot expel the Teamsters 
from the federation. It can only 
recommend expulsion and call for 
a majority vote at a full AFL-CIO 
convention. 

* = . 


Reuther Hits Planning 


AST week at the United Auto 
Workers Education Conference, 
President Walter Reuther blamed 


Hudson Appoints 
Managers for 


Region, 2 Zones 


DETROIT.—The appointment of 
a new regional manager and two 
zone managers for Hudson has been 
announced by V. 
E. Boyd, general 
sales manager. 

R. F. Rowe has 
been named to 
the newly created 
post of Pacific 
Coast regional 
manager, with 
headquarters in 
Los Angeles. H. 
MacDonald has 
been appointed 

R. F. Rowe San Francisco 
zone manager, and Dale Kirk, St. 
Louis zone manager. 

Rowe, formerly St. Louis zone 
manager, joined Hudson in 1955 
after serving as district manager, 
assistant zone manager and assist- 
ant national used-car manager for 
Packard. His present responsibility 
will cover the Los Angeles, San 
Francisco and Portland, Ore., zone 
areas. 

MacDonald began with Hudson 
in 1953 as Los Angeles district 
manager. He was named merchan- 








D. Kirk 


H. MacDonald 


dising manager in 1954, and assist- 
ant zone manager in 1955. Prior to 
joining Hudson, he held sales posi- 
tions with Willys-Overland, Crosley, 
Kaiser-Frazer, and DeSoto. 

Formerly a Packard district man- 
ager, Kirk joined Hudson in 1955 
as assistant zone manager in Chi- 
cago. 





“reckless and irresponsible plan- 
ning” for the present serious un- 
employment in the auto industry. 
He said 120,000 men are now out of 
work and stocks have hit 900,000 
units, 

Reuther declared, “We are not 
going to tolerate an industry that 
schedules its production without 
relation to the needs and well- 
being of its workers. 

“We are going to build the 
Guaranteed Annual Wage to the 
point where it will cost the com- 
pany just as much to keep a worker 
unemployed as it does to keep him 


| fully employed.” 


Discussing automation, he called 
for a national policy that will feed 
automation into the economic 
stream only when the economy is 
expanding and the workers can be 
absorbed. 


* * * 
Canada Pact Signed 
N TORONTO, American Motors 

of Canada, Ltd., has signed a 
three-year contract with the United 
Auto Workers. The new contract, 
the longest present contract in the 

Canadian auto industry, replaced 
a 16-month pact that expired 
March 30. 

The contract provides for a 
six-cent-an-hour improvement 
factor raise, seven to 15 cents an 
hour for skilled workers, an im- 
proved vacation program, a sup- 
plemental unemployment benefit 
plan, work done on eight holidays 
to be paid for at 2% times the 
regular rate and other benefits. 


Last week the U. S. Supreme 
Court ruled that an employer can’t 
refuse to recognize a union as a 
bargaining agent if its officers fail 
to comply with the non-Communist 
affidavit requirement of the Taft- 
Harley law. 

In another case, the Supreme 
Court in effect upheld a lower court 
which said that a company’s stock 
purchase plans are subject to col- 
lective bargaining. 


CM Workers Increase 


Despite Output Cuts 

DETROIT. — Despite some lay- 
offs resulting from production ad- 
justments, General Motors employed 
an average of 421,139 workers in 
the U. S. during the first 1956 quar- 
ter of 1956, compared with an aver- 
age of 400,266 employes a year ago. 

Average hours worked in the 
first 1956 quarter were 39.2 a week 
and weekly earnings averaged 
$94.17. This was a reduction of five 
hours per week, compared with the 
1955 first quarter. An average of 
638,926 workers were employed by 
GM throughout the world in the 
first 1956 quarter. 
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2 Millionth Plate Frame— 


Robert Brown of Robert W. Brown Co., 
Inc., Downey, Calif., holds the two- 
millionth license plate frame to come off 
the firm's production line. Specializing in 
gold and chrome plated frames and mon- 
ograms, the firm produces approximately 
10,000 units a day. 








From Assembly Line to Test Track— 


An oval track behind Packard's Detroit plant is being used to road-test new Pack- 
ards as they roll off the assembly line. Test drivers check each car for squeaks and 
rattles and check every operating component of the car under actual driving condi- 
tions. Their findings accompany the car back into the plant where mechanics correct | 
any flaws. Packard officials say the added expense of the testing program pays off 
in increased customer satisfaction and reduced dealer warranty service. 


By Joseph M. Callahan 
Staff Writer 
DETROIT.— A behind-the-scenes 
look at Chevrolet’s advertising 
policy was given to 21 dealers from 
18 states who attended the first 
meeting of Chevrolet’s newly- 
formed Dealers Advertising Council. 


Conducted at Detroit’s Park- 
Shelton Hotel Apr. 5-6, the first 
meeting brought representatives 
from half the Chevrolet wholesale 
zones. Representatives from the 
remaining zones will be assembled 
in August or September. 

A Chevrolet spokesman said 
the dealers were presented with 
first-hand knowledge of Chevro- 
let advertising, past, present and 
future and “We tried to show 
them why we did what we did.” 

Presenting the Chevrolet pro- 
gram was W. E. Fish, general 
sales manager, and W. G. Power, 
advertising director. Representing 
the Chevrolet advertising agency, 
Campbell-Ewald Co, was Ted 
Little, president, and Colin Camp- 
bell, executive on the Chevrolet ac- 
count. 

One dealer who attended the 
council meeting said he unders.ood 
that the parley was designed to 
sell the dealers on the Chevrolet 
advertising policy and to get the 
dealers’ ideas on which advertising 
actually sells cars. 

Another dealer who attended 
declared, “We had two days of 
very informative and enlightening 
discussion. I personally learned 
a great deal about advertising 
that I never knew before. This 
is a long step in the right direc- 
tion. 

“The meeting was pretty much in 
the hands of the factory and 
agency men although any dealer 
who wanted to speak his piece, 
could. Some changes in Chevrolet 
advertising were discussed, but 
there were no definite commit- 
ments.” 

This dealer said the meeting 
agenda consisted pretty much of 
the various types of advertising 
employed by Chevrolet. 

“Most of the dealers felt,” he 
continued, “that Dinah Shore does 
a magnificent selling job for us. 
There was less enthusiasm for 
some of the TV spectaculars, al- 
though they liked the Bob Hope 
shows.” 

He said Chevrolet formerly 
conducted its cooperative adver- 
tising program without consult- 
ing dealers, even though the 
dealers contributed 25-35 percent 
of the expense. Chevrolet did 
field-test its advertising plans, 
he said. 

Among the recent General Mo- 
tors reforms inaugurated was a 
plan whereby GM contributes 50 
cents to the cooperative fund for 
each 50 cents paid in by dealers. 


General Motors has also an- 
nounced that other GM _ divisions 
will arrange to discuss the spend- 
ing of the cooperative advertising 
funds with their divisional dealer 
councils. 

The spending of these cooperative 
advertising funds is one of the 
major “gripes” of many dealer 


Ad Program Discussed 
By Chevrolet, 











Dealers 


groups and other manufacturers 
are reportedly considering similar 
dealer forums. 

However, at the recent DeSoto 
dealer-factory council meeting, 
one dealer asked that dealers be 
given a voice in the cooperative 
advertising and he was told that 
it was impractical for the factory 
to bring dealers to Detroit every- 
time an advertising program was 
being considered. 

Chevrolet announced, “Many 
dealers were so impressed with the 
first hand knowledge of our adver- 
tising program that they returned 
to zones and told other dealers how 
it operated.” 

However, a Detroit Chevrolet 
dealer reported two weeks after the 
meeting that he hadn’t heard a 
thing about the Advertising Coun- 
cil except what he read in the 
paper and concluded that it wasn’t 
too important. 

Dealers attending the first meet- 
ing were E. R. Barrett, R. B. Ben- 
son, E. A. Byrne, J. H. Childs, 
James Clark, V. V. Cook, C. H. 
Daily, H. D. Draper, C. A. Greiner, 
T. W. Hoehn, M. J. Johnson, W. E. 
Kuhn, Leslie Legum, R. D. Milner, 
E. B. Mohr, Charles Marrow, J. R. 
Piggott, C. B. Seymour and R. W. 
White. The dealers were factory- 
selected. 


Cooper Succeeds 
Hatch as Ford’s 


Western Manager 
DEARBORN. — Walter J. Cooper 


has been appointed as western re- | 


gional sales manager and William 


H. Klein has been | 
named to suc-} 


ceed him as Los 
Angeles __ district 
sales manager. 
Cooper. suc- 
ceeds Arthur S. 
Hatch, who has 
been named as a 
member of Ford 
Motor Co.’s newly 
announced dealer 
policy board. 
Hatch will serve 


W. J. Cooper 
with Benson Ford and Walker 


Williams, 
the board. 

Cooper took charge of the Los 
Angeles district in 1952 after five 
years as Ford's assistant regional 
sales manager in Richmond, Calif. 
The western region includes 
Seattle, San Jose (Calif.), Los An- 
geles and Salt Lake City districts, 
covering 11 states. 

Starting with Ford in _ 1936, 
Cooper held sales positions at Dear- 
born, Dallas and Jacksonville, Fla. 
In Richmond he specialized in 
dealer business management opera- 
tions. 

Klein joined Ford in 1945 after 
six years with the Federal Bureau 
of Investigation. He was a Ford 
dealer between 1947 and 1949. 
Klein’s most recent post was execu- 
tive assistant to Hatch. 


both vice-presidents on 





Dealers Renew Fight 
On Licensing 


LITTLE ROCK, Ark. — The 
Arkansas Automobile Dealers Assn. 
has petitioned the Supreme Court 
for a rehearing in its decision to 


nullify the law which regulated 
auto manufacturers, dealers and 
salesmen. 


The court ruled that—inasmuch 
as the act exempted used-car 
dealers—it was class legislation. 
However, Associate Justice Paul 
Ward joined Chief Justice Lee 
Seamster in a dissent from the 
| majority opinion of four justices. 
“It is very plain,” they said, “not 
only from the act but from com- 
mon knowledge that this situation 
(pushing of stocks on overstocked 
| dealers) . could exist only be- 
tween a manufacturer and its 
| authorized dealers, 

“Consequently, there is no occa- 
sion, and the act makes no attempt, 
to regulate used-car dealers or 
| ‘bootleg’ new-car dealers. ... If 
|this act is allowed to stand... 
there will be no more ‘bootleg’ 
| dealers.” 


The court ruled on an appeal 
against the law brought by Ray- 
|mond Rebsamen (Ford), Little 
Rock, who said that he didn’t want 
to be regulated by any commission. 

In the aftermath of the deci- 

sion, Milton Green, president of 
the dealers association, said that 
the act had already worked. “It 
stopped some very unethical and, 
in some cases, outright untrue 
advertising,” he said. 

“Dealers should have protection 
through the courts of law of this 
state,” he added. “As it stands 
now, where can the dealer go to 
protect himself, his business, his 
investment and the people who 
work with him?” asked Green. 


Senator Marvin Melton, Jones- 
boro, who introduced the original 
bill in the Legislature, said he 
thought the court overlooked the 
far - reaching effects the decision 
would have. 


“The intent and purpose of the 
bill was first to protect the public 
from misleading and deceptive ad- 
vertising,” he said. 


“Secondly, the act prevented 
cancellation of a dealer’s fran- 
chise,” he said. “In other words, 
it would create a two-way street 
of fair dealings instead of a one- 
| way drive with the factory hold- 
| ing every advantage.” 
| In commenting on the bill, the 
| Arkansas Democrat, Little Rock, 
said: “From our observation post, 
| we would say that both Rebsamen 
and the dealers’ association have 
strong points on their sides.” 


The newspaper then went on to 
recount various points of the law 
land things it had accomplished. 
“So,” the paper observed, “one can 
see there are many ramifications 
to be faced in the automobile sell- 
ing business.” 





Seiberling Wins 
Fight to Retain 


Control of Firm 


AKRON. — Control of Seiberling 
Rubber Co. was retained by the 
management last week, which came 
out ahead, 3 to 1, in a proxy battle 
with Edward Lamb, Toledo broad- 
caster and industrialist. 

J. P. Seiberling, chairman and 
president, said 96.3 percent of all 
1,933 individual stockholders voted 
for management. 

“That should set some kind of 
alltime record for proxy fights,” he 
said. 

The stockholders’ meeting also 
voted to expand the board of direc- 
tors from nine to 15 members. On 
the basis of voting, Seiberling man- 
agement will seat 11 directors and 
Lamb will seat four. 

After the meeting, Lamb said his 
group of directors would support 
the management and make sugges- 
tions aimed at p Beiber- 
ling’s growth in the e business 
as well as in nontire 
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He’ll Buy When He Finds ‘Righ t Deal’... 


World’s Toughest Shopper? 


Eprror’s Note: For the benefit 
of salesmen who must cope with 
the shopper, here is a sketch that 
may give an insight into -what 
goes on in the shopper’s mind. 

* + + 


By Joseph M. Callahan 
Staff Writer 

ETROIT. — If Frank Janesick, 

a Detroit fireman with lots of 
spare time, isn’t the “world’s 
toughest automobile shopper,” he 
certainly is in contention for this 
title. 

Janesick has been spending a 
considerable amount of time 
during the last month shopping 
10 Detroit-area Ford and Chev- 
rolet dealerships in an effort to 
buy a car at the “right price.” 
In many respects he typifies the 

average American car-buyer who, 
in collaboration with the auto- 
belching factories, has created the 
current buyers market. 


* * * 

eee ee aggressive Janesick 

is probably a little tougher cus- 
tomer than most dealers face be- 
cause he is a native of Detroit 
where the citizens talk, eat, sleep 
and drink automobiles all their 
lives, thereby producing more ac- 
complished (or ruthless, if you’re 
a seller) auto shoppers. 

Janesick has been shopping for 
a new Ford or Chevrolet two- 
door sedan with automatic trans- 
mission, big heater, pushbutton 

radio and two-tone paint. He 
wants the medium-priced model 

— either the Ford Customline or 
the Chevrolet 210. 

He expects to get — but not to 
pay extra for — turn indicators, 
window washers and the vacuum- 
boosted windshield wiper. He says 
he wants to make a “clean deal” — 
without trade-in, that is. 

In the course of his car-buyer’s 
education, Janesick has learned 
that most salesmen and _ sales 
managers are forever saying, “You 
can’t get it any cheaper any place 
in town.” 

* 


- + 
ANESICK claims that this is 
only true in one Detroit dealer- 
ship and “I haven't found that one 


He declared, “What's really 
making it tough for me is that 
most of dealers are holding the 
line for $225 profit nowadays and 
they’re really holding it. 

“I figure the car I want costs 
the dealer just about $1,950. They 
all start out trying to get $2,225 
from you, giving them $275 profit.” 

He said that after a few minutes 
conversation most of the salesmen 
quickly give away $50 but after 
this, price cuts were pretty scarce. 
+ * * 

ANESICK said, “I noticed that 

all the prices I was getting were 


around $2,175. Then a Ford sales- 
man in the suburbs told me he 
could give me the biggest price cut 
because his dealer wasn’t in the 
association and they weren’t ex- 
pected to try to hold out for any 
particular price. 

This guy gave me a pretty 
good price but I haven’t decided 
on this deal because he’s quite 
a distance from my home. 
“Sooner or later most salesmen 
learn that I consider service im- 
portant and they begin telling me 
what a great service department 
they have.” 

He said he _ believed service 
doesn’t vary too much from dealer- 
ship to dealership, except that he’s 
convinced that Ford dealers give 
the best service in the industry. 

* * * 
~~ give you better service,” 
he said, “not because they’re 
nice guys but because the Ford 
factory cracks down on them 
harder. 

“One time I was having trouble 
getting service on one of my new 
cars and then I happened to meet 
a factory guy at the dealership 
and he told me to get in touch 
with him if I had any more trouble. 
You'd be surprised how that ser- 
vice improved.” 

Janesick said he made a spe- 
cial trip out to one dealership 
to visit a salesman who formerly 
had been a professional baseball 
player. 

He continued, “This guy wouldn’t 
give us a firm price — only saying 
that he’d give us a price $25 under 
anything else we could get. But my 
girl friend didn’t like the looks of 
this proposition and we walked 
out. 

* * - 

e E thing I’ve learned is that 

you get a better deal if you 
have it financed. I told one sales- 
man I wanted to pay cash and he 
laughed and said, ‘That doesn’t 
mean anything. We’d rather have a 
finance deal because we. get 1% 
percent kickback from the finance 
company.” 

Janesick said he didn’t take 
the proposition of one Ford 


Oil, Tire Firms 
Deny They Act in 
Restraint of Trade 


WASHINGTON. Three tire 
manufacturers and three oil pro- 
ducers have denied that their con- 
tracts to sell tires, batteries and ac- 
cessories are restrains of trade. 

The denial was made in answers 
to complaints issued Jan. 11, 1956, 
by the Federal Trade Commission 
against Goodyear Tire & Rubber 
Co. and Atlantic Refining Co.; B. F. 
Goodrich Co. and Texas Oil Co., 
and Firestone Tire & Rubber Co. 
and Shell Oil Co. 

The complaints alleged that the 
oil producers, in return for “over- 
riding” commissions, contract, to in- 
fluence their controlled service sta- 
tions and distributors to buy TBA 
products sold by the tire manufac- 


=| turers. 


Dealer Wins Ad Award— 


Brambliet-Lane Pontiac, Memphis, re- 
ceived third prize in an ovutdoor- 
advertising contest sponsored by the Out- 
door Advertising Assn. of America. Judged 
@ winner in the “Rotary Paint Campaign,” 
the advertisement, top, was created by 
General Outdoor Advertising Co.'s Mem- 
phis branch. Posing with the award are, 
from feft, Lew Sutton, General account 

; Brambiet, dealer; John 
Maden, ’s Memphis branch man- 
ager; and Homer Gentry of Merrill Kre- 
mer gdvertising agency. 





The concerns, according to the 
FTC, admit the contractual ar- 
rangements, but maintain that the 
arrangements are “fair and lawful 
methods of waging and meeting 
competition,” as Firestone put it. 


Bohn New Head 
In New Orleans 


NEW ORLEANS.—George Bohn 
jr. (Ford) was elected president of 
the Authorized New Car and Truck 
Dealers Assn. of the New Orleans 
area at the annual meeting of the 
election of officers. 

He replaces Wiley L. Mossy jr., 
(oldsmobile) who served for the 
past year. Mike Persia jr. (Chevro- 
let) was elected vice-president and 
W. J. Willkomm jr. (Cadillac- 
Oldsmobile), secretary-treasurer. 

Named to the board of directors 
were: Ben Nelson (Chevrolet), 
Pierre Chive jr. (Studebaker- 
Packard), McDonald Stephens 
(Buick), V. J. Luke (Chrysler- 
Plymouth), Richard Bohn (Ford), 
Sidney J. Gonzales jr. (Ford), 
Heinke Trapp (Chevrolet) and 
Mossy. 


dealership too seriously because 

he had heard a couple of reports 

from people who had had to 
wait up to 30 days for delivery. 

He said one of his favorite shop- 
ping tactics is to find a dealership 
that is conducting a salesmen’s 
contest. 

“They may be making a sucker 
out of me,” he explained, “but I 
like to study these contest charts, 
comparing the quota and number 


of sales for each salesman. 
* * > 


———— I hunt up the salesman 
who is doing the worst be- 
cause he should be the most des- 
perate to sell a car. For instance, 
one salesman had a quota of 15 
cars and he had sold only four 
in the first two weeks of April. He 
made a pretty good offer. 

“Although actually, I’m to the 

point now where I don’t care to 
talk to the salesman. 

“These guys are always giving 
me a deal and then running to 
the sales manager for an OK. 
So I figure I might as well save 
myself some time and talk to the 
sales manager myself. Most of 
them are just as interested in 
selling a car as the salesmen.” 
He said he almost bought a car 

one day when a salesman gave him 
a price of $2,123. 
* 


* om 

ANESICK continued, “I put $10 

down on this deal but when I 
went back a few days later this 
salesman calmly told me that the 
price had gone up to $2,218 — a 
$95 jump — since we closed the 
deal. When I asked ‘How come?’ 
he just said the dealer wouldn’t 
approve the deal. 

“When I told him to give me 
back my ten spot he said ‘Wait 
a minute. Maybe we can work 
something out.’ But I told him 
he’d never again work anything 
out with me. 

“When he finally gave me the 
money, he said it didn’t matter 

where I bought my car, he’d get 
his commission, under an agree- 
ment among the dealers. So I’m 
not telling whom I buy from when 
I finally buy.” 

(He was quite surprised that 
each dealer gets sales data on each 
ear sold in Wayne County.) 

7 * 


> 
ESPITE all his shopping Jane- 
sick said he'll probably buy 
from a Ford dealer a few miles 
from his Fire Department station, 
unless he gets a deal that will 
save him more than $30. 

Asked why he leaned toward 
this particular dealer, he listed 
these reasons in the order of their 
importance to him: 

1. A friend of his girl friend 
“goes with” the sales manager. 

2. The dealership has a repu- 
tation for honesty and for not 
pulling any “shenanigans.” 

3. The dealer gave him fair 
treatment on a couple of veterans- 
preference orders.shortly after the 
end of the war. 

Janesick concluded, “Sure, I’m 
going to buy a car. I’m just wait- 
ing for a good deal.” 


3 Nights a Week 


COLUMBUS, O. — The city’s au- 
tomobile dealers have adopted new 
evening sales hours. Dealerships 
will be open Monday, Wednesday 
and Friday evenings and will close 
at 6 p.m. Tuesday, Thursday and 
Saturday. 


Wins Hotrod Award— 
This four-barreled hotrod, owned by R. 


Leased Cars Feature Carriers— 


The demountable car-top carrier, above, has been added as an extra feature on 


cars rented by Avis Rent-A-Car System. Manufactured by Miller Mfg. Co., Detroit, 
the carrier, known as “Long John,” has a chrome finish and contrasting natural 


varnished hardwood slats. 





Roundup of Mergers, Sales... 


More Industrial Links 


U. S. Industries, Inc. 


John I. Snyder jr., president of 
U. S. Industries, Inc., New York, 
announces the acquisition of A-1 
Bit & Tool Co., Houston, for 34,770 
shares of common stock. A-1, which 
specializes in the oil production 
equipment field, has annual sales 
of about $2,000,000. 

> 


Blackstone Corp. 


Blackstone Corp., Jamestown, N. 
Y., has acquired majority control 
of the outstanding stock of Majac, 
Inc., Sharpsburg, Pa., according to 
R. A. Lenna, Blackstone president. 
Majac will be operated as a Black- 
stone subsidiary, with G. M. Croft 
continuing as president. 


7 aa * 
Bolen-Old File-Hayden 
Bolen Machine Works, Grand 
Junction, Colo.; Old File Cutlery 
Co., Havana, Ill, and Hayden 
Twist Drill Co., Detroit, have an- 
nounced they will combine their 
resources in a new company to 
manufacture auto parts, metal 
drills and cutlery in Manila, Ark. 
a aa 7” 
Cyanamid-F ormica 
American Cyanamid Co. has 
announced acquisition of business 
and assets of Formica Co. Terms 
were approved earlier by the Cyan- 
amid board of directors and share- 
holders and directors of Formica. 
A wholly owned Cyanamid sub- 
sidiary, Formica Corp., has been 
formed and will operate under 
present Formica management, with 
D. J. O’Conor jr., Formica presi- 
dent, as president of the new sub- 
sidiary. 2. 
. * 


Textron-Carolina Bagging 


Royal Little, chairman of the 
board of Textron American, Inc., 
and W. P. Gholson, president of 
Carolina Bagging Co., Henderson, 
N. C., jointly announced that an 
agreement has been entered into 
for the purchase of all the stock of 
Carolina Bagging. 

Approval of the stockholders is 
awaited. 

Carolina Bagging produces cot- 
ton batting, sisal pads, carpet cush- 





Checki, president, Jiff Chemical and Mfg. 


Corp., Spokane, won first prize in the hobby class at the Spokane Auto Show. The 
custom-built, $11,000 car, featuring a 200 horsepower engine, is 37 inches high 


and 18 feet long. 


ions, automotive felt, jute bagging 
and cotton ties. 


Obituaries 





Massachusetts Leader, 
Joseph Hughes 


BOSTON. — Joseph Hughes, 
former president of the Massachu- 
setts State Automobile Dealers 
Assn., died here Apr. 20. 

Starting in the auto business 
more than 40 years ago with Lins- 
cott Motor Co. (Reo), Mr. Hughes 
later founded ais own Reo dealer- 
ship in Cambridge, Mass. He later 
switched to Pontiac and was ap- 
pointed a DeSoto distributor in 1939. 
He retired in 1952. 

A musician, inventor and writer, 
Mr. Hughes had several songs pub- 
lished and he invented a widely 
used gadget for dimming head- 
lights. 


George W. Kiernan, 68; 


Designer of 1st Dodge 


ST. PETERSBURG, Fla.—George 
William Kiernan, who helped John 
and Horace Dodge design their 
first automobile, died Apr. 19. He 
was 68. 

He worked with the brothers on 
their original four-cylinder model 
known as “Old Betsy” and later 
designed the six-cylinder Dodge. 
Mr. Kiernan retired as Dodge 
master mechanic in 1952 after 32 


years with the firm. 
= * - 


O. L. Arnold, Ex-Official 


Of Nash and GM Truck 


ASHEVILLE, N.C.—O. L. Arnold, 
former General Motors and Nash 
executive, died Apr. 24. He had 
lived in Biltmore Forest, N. C., an 
Asheville suburb, since retiring in 
1950. 

Mr. Arnold entered the auto busi- 
ness with Ford in 1911 and later 
served as sales vice-president of 
the then General Motors Truck Co. 
He also had been assistant sales 
manager of Nash and later head 
of Nash-Michigan Co. distributor 
of Nash cars in Michigan. 

* * * ~ 
Charles M. Goodenberger 

BUTTE, Mont.—Charles M. Gooden- 
berger, who retired as an auto dealer in 
1947, died Apr. 17. In the early days, he 


operated a White Steamer dealership. 
+ * 


George A. Dailey jr. 
QUINCY, Mass.—George A. Dailey jr., 
56, president of Quincy Motor Co. (Ford) 
and former regional vice-president of 
NADA, died Apr. 20. Mr. Dailey was a 
former chairman of the Quincy shipbuilding 
committtee and a former president of the 
Quincy Chamber a Commerce and Kiwanis. 
* * 


Lawrence A. Wilson 
CENTERBURG, O.—Lawrence A. Wilson, 
57, owner of L. A. Wilson Motor Sales, 
died in a hospital in Columbus, 0. 
.* 2 * 


Clarence H. Toups 
THIBODAUX, La.—Clarence H. Toups, 
61, a coowner of Drexler Motor Co. (Fora). 
died Apr. 18. 
* . * 


Victor A. Beckman 
CHICAGO. — Victor A. Beckman, 77, 
owner of Roseland Auto Sales (Pontiac) 
for 35 years, died here Apr. 20. He was 
president of the Peoples Savings & Loan 
Assn. and a director of the Pullman Trust 
& Savings and Standard State Banks. 
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Chevrolet, Ford Head Lower .. . 


May Production Rise 
Ruled Out by Cuts 


45 


with 11,700 cars last week, as com- 
pared with 11,785 a week earlier; 
DeSoto with 2,175 last week, as 
against 2,290 the previous week; 
Dodge with 3,975 units last week, 
as compared with 4,050 a week 
earlier, and Chrysler division up 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
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ers, while 39.1 percent expect to 


Chevrolet Sets Up 


New Denver Zone 


DENVER.—Denver has been des- 
ignated as the 22nd metropolitan 
city sales zone of Chevrolet and 
Merle C. Lindsey has been named 
city manager. 

S. P. Emmert, Denver zone man- 
ager, said the designation of the 
Denver city zone was the first made 
by Chevrolet in many years. 

Lindsey, who has been with Chev- 
rolet 12 years, has been assistant 
Denver zone manager for the past 
three years. 


Frey Motors Opens 
Genring’s Sales & Service, 6262 
Harrison Pike, Cheviot, O., has 
changed its name to Bill Frey 
Motors. 





on the survey this way: 

Chevrolet, 18.5 percent; Buick, 
13.5 percent; Oldsmobile, 10.4 per- 
cent; Nash, 7.7 percent; Mercury, 
5.7 percent; Plymouth, 5.7 percent; 
Pontiac, 5.7 percent; Dodge, 5.1 per- 
cent; DeSoto, 3.7 percent; Chrysler, 
3.0 percent; Cadillac, 1.0 percent, 
and micellaneous, 2.4 percent. 

However, there is still plenty 
of room for a good salesman 
to operate. Of those planning to 
buy, 11.4 percent said they had 
not made up their minds on what 

make to purchase. 

The survey showed 261,737 car 
owners in Milwaukee, compared 
with 253,764 last year. Of these, 
54.1 percent bought their cars new; 
45.9 percent, used. 

Approximately 42,000—or 13.8 per- 
cent of all car owners — possess 
more than one car. 

Among second cars, Ford is most 
popular, leading Chevrolet 18.5 per- 
cent to 15.3 percent. More than 27 
percent of all second cars are 1949 
or 1950 models. 


* * x 


GOOD WILL IS PART OF 
EVERY USED CAR DEAL 


* * * 


ANY CAR YOU LIKE 
WILL BE AS 
GOOD AS IT LOOKS 


* * * 


OUR GREATEST PROFIT 
IS CUSTOMER GOOD WILL 
* * * 

WHERE USED CAR BUYER 
GETS NEW CAR DEAL 


* * * 


OUR SERVICE SHOPS 
SELL OUR USED CARS 
This advertising program has de- 
veloped for Marshall a lot of respect 
in the community. It has resulted 
both in low advertising cost and a 
rapid turnover of cars. Marshall is 
not only well thought of at home 
but his contemporaries have hon- 
ored him by electing him president 
of the Michigan Automobile Deal- 
ers Assn. 





Romney Chats With Dealer— 


Maury Klein, left, Klein Motor Sales 
(Hudson), shows George Romney, Presi- 
dent, American Motors Corp., plans for 
his new dealership in Phoenix, Ariz. The 
building's modern showroom will feature 
windows 15 feet high. 


Other speakers will include Row- 
land B. Mahany, State Senate ma- 
jority leader, and John H. Dent, 
State Senate minority leader, who 
will discuss legislative highlights of 
the 1955-56 General Assembly. 

Also appearing will be John S. 
Rice, secretary of the State depart- 
ment of property and supplies, who 
will discuss Pennsylvania’s plan for 
buying and selling its fleet of vehi- 
cles; Elmer Blauvelt, president of 
the New Jersey Automobile Dealers 
Assn., who will talk on his state’s 
Sunday closing law, and Raymond 
P. Scott, Wynnewood (Pa.) Olds- 
mobile dealer, who will cover ad- 
vertising. 

General chairman of the conven- 
tion is Aldo Franconi, Kingston. 
Business sessions will be in charge 
of John P. Mooney, McKeesport, 
president of PAA. 

Preconvention activities will be- 
gin May 13 with a golf tournament, 
a dinner meeting of the board of 
directors and a program of enter- 
tainment for all delegates. 














Majority to Repeat in °57 





Auto Shows Win Plaudits 


(Continued from Page 6) was the first time in our experi- 


ing outside entertainers, only one) ence that salesmen asked for more | 


failed to report that it was a good 
investment. The cost was $4,700 and 
the value was quoted as “debat- 
able.” 

The consensus, especially for 
large events with budgets running 
as high as $40,000 to $55,000, was 
that outside entertainment was 
of great value. 

One remark of an association 
manager on entertainment ran as 
follows: “Entertainment could have 
been of a nationally known caliber 
and drawn better attendance. We 
featured ‘queens’—45 of them from 
11 county high schools.” 

Factory cooperation was listed 
as: Fair, 21 percent; good, 50 per- 
cent, and excellent, 14 percent. 
Nearly all the shows that displayed 
futuristic or “dream” cars reported 
that these items attracted the most 
attention. Among those named 
were ‘Packard’s Predictor and 
Ford’s FX-Atmos. 

Dealer participation received 
good reports. Only 7 percent re- 
ported fair interest on the part of 
dealers. However, it was signifi- 
cant that this category was re- 
stricted only to nondealer-sponsored 
events. 

Where dealer associations spon- 
sored the shows, 21 percent said 

participation was good and 71 
percent said it was excellent. 

According to the survey, sales- 
men, who reportedly never have 
been “sold” on shows, are taking a 
much greater interest. Fair par- 
ticipation was reported from more 
than 21 percent, good by 43 percent 
and excellent by 36 percent. 

_ One manager noted: “This : “This year 


New duPont Lab 
To Concentrate on 


Rubber Research 


floor time. Heretofore, we have al- 
ways had trouble keeping the dis- 
plays manned properly. This year 
they found more action. Whether 
that’s because their attitudes or 
the customers’ have changed, I do 
not know.” 

Indications that customers all 
over the nation were interested is 
reflected by the fact that 93 per- 
cent of the managers reporting 
said customer interest ran from 


excellent, 

The greatest handicap faced in 
staging this season’s shows was 
weather. A sampling of the re- 
ports show “blizzard,” “awful!,” 
“terrible!,” “rain and overcast,” 
“very bad,” “good, four days; bad, 
two,” and “opened in blizzard.” 

Some of the remarks may be in- 
teresting to others planning shows | 
for next season. 

“Show for 1956 models was myted 
forward to 


ary show so as not to interfere with 


days. However, this has not been} 
definitely decided.” 

“For 
the net proceeds of the auto show 
went to charity. This year the at- 
tendance at the show was down 
approximately 30 percent from last 
year’s attendance (entertainment | 
budget $585), this decrease believed | 


having no significant style change 
and in part due to admission price 
increase from 75 cents to $1.” 

“We gave away a trip for two to 
the Mardi Gras in New Orleans 
each night. We had no name bands, 


contest, special nights. We used a} 
local Dixieland band which suited 
our scheme of decorations.” 

“Purely a stock model show. 
No futuristic, no antiques, only 

WILMINGTON, Del. — E. I. du-| Passenger cars in effort to stimu- 
Pont deNemours & Co. has opened| late buying interest. Opened in a 
its new elastomers laboratory, a| Dlizzard. 
$2.8 million facility for product de-| _We are very pleased with our 
velopment and technical service in | Show. It is co-sponsored by a civic 
the field of synthetic rubbers and|O'Sanization with proceeds to 
rubber chemicals. charity. 4 

Among its operations, the new One unofficial report from a 
laboratory is equipped to manufac- large city hints that some dealers 
ture tire treads, apply them to| Te opposed to holding another 
carcasses, then cure and test the|¢W-car show. The dates and cost 
finished tires. are cited as factors leading to the 


: ; ition. 
It also has an experimental unit | °PPOS 
for continuous manufacture of ure- It was also reported that union 


hane f in pilot plant or test 
ease toc outa ion neaelons Parts Makers 
Hear Banker 


and crash pads and a pilot plant 
On ‘Cold War’ 


installation for continuous extru- 
DETROIT. — 


sion of electrical wire coverings on 

an experimental basis for auto igni- 
Automotive Parts Manufacturers 
Assn., at their annual meeting and 


tion wire. 
The laboratory also is working 
dinner here, heard Joseph M. 
Dodge, board chairman, Detroit 





with neoprene latex which has been 
found to be a valuable paper addi- 
tive and can be used in auto in- 
terior trim head linings and for 
gaskets. 

Other developments in neoprene, 
according to duPont, are longer- 
lasting three-elastomer tire treads, 
tubeless tire innerliners, tire side- 
walls, elasticized concrete, cut 


the cold war. 
Dodge, once 


establish a world market to rival, 


thread for elasticized garments and 
automotive fuel tubing. 


world market. 

He said the Red trade and aid 
programs are natural vehicles for 
support for the political subversion 
carried on by local Communists in 
weak and under-developed areas 
around the world. 

The APMA held a business ses- 


meeting and at that time heard 
Theodore A. Andersen give a fore- 
cast of the automotive business. 

Officers of the association are: G. 
S. Peppiatt, Federal-Mogul-Bower 
Bearings, Inc., president; L. W. 
Downe, Kelsey-Hayes Wheel Co., 
vice-president; M. B. Terry, Ameri- 
ean Brakeblok division, secretary- 
treasurer. 

Directors are E. G. Budd Jr., 
Budd Co.; L. M. Clegg, Thompson 
Products, Inc.; H. D. Dawson, 
Delco-Remy; S. D. Den Uyl, Bohn 
Dealers Honor Beacham— Aluminum & Brass Corp.; J. P. 

Charles R. Beacham, right, recently| Falvey, Electric Auto-Lite Co.; R. 
appointed Ford division general sales|C. Ingersoll, Borg-Warner Corp.; 
manager, receives testimonial plaque from | W. G. Laffer, Clevite Corp.; F. C. 
Don F. Jennings, president, New York | Matthaei, American Metal Products 
District Ford Dealers’ Assn. The presenta- | Co.; H. J. McGinn, Eaton Mfg. Co.; 
tion was made on behalf of Ford dealers|R. F. Peo, Houdaille Industries, 
in the northeast region who honored their | Inc.; H. L. Pierson, Detroit Har- 
former regional sales manager at a dinner | vester Co., and L, B. Smith, A. O. 
in New York. | Smith Corp. 





good to considerable to great to! 


(Minn.) 





November. Committee | 
is considering going back to Janu-| 


Thanksgiving and Christmas holi-| 


the second straight year| 


to be in part due to major lines} 


singers, etc. We did have a beauty | 


agents find the show a “fertile 

ground” for recruiting purposes, 
apparently among the salesmen. 

Some dealers are of the opinion 
that “if factories will pay a 
greater share of the rising costs, 
the show might go on.” 

Meanwhile, Boston’s Motorama— 
which closed yesterday (Apr. 29)— 
is reported a success with an at- 
tendance of 96,242 in its first two 
days. Last Monday (Apr. 23), Mo- 
torama played host to 36,500 Bos- 
ton school children organized into 
groups and transported by bus. 

Fargo (N. D.) and Moorhead 
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Chevrolet Sweeps 


Coast Stock Race 


VALLEJO, Calif. — Chevrolet 
finished one-two-three in a stock- 
car race Apr. 22 at the West 
Coast Speedway here. Winning 
driver was Troy Ruttman with 
an average speed of 78 miles per 
hour. 


The program was marred by 
an accident in qualifying trials, 
in which Walt Faulkner, a na- 
tionally known driver, was killed. 





their first annual Autorama held in 
the Concordia College Fieldhouse in 
Moorhead. 


In Burlington, Vt., a two-day 


show was sponsored by the local 
dealers last week ended dealers association. Six dealers 





— 


grouped their exhibits in Memoria} 


Auditorium while six others helg 
open house in their showrooms 

The open house idea also wag 
earried out by the Salem (Ore,) 

New-Car Dealers Assn. A nap 

showing all the members taking 
part in the event was carried in 

a local newspaper with a general 

invitation to the public to visit 

them. 

Cake, coffee, cookies and _ ice 
cream were served free by the 12 
dealerships participating. It vag 
the second annual event held and 
the ad promised: “A springtime fes- 
tival of fine cars in gorgeous col- 
ors but no sales talks.” 

The new Coliseum in New York 
City was opened last Saturday (Apr. 
28) by the International Automo- 
bile Show. The show will close 
May 6. 


CLASSIFIED WANT Nh 


Reaching an estimated 
RATES: TWENTY-TWO CENTS 


PRR ee ee rt 
(22¢) 


PER WORD FOR EACH 


in all branches of the nation's automotive industry. 
INSERTION. 


POSITION WANTED prin} 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


OT eT Cig Soa le bos 


Box Number ads are forwarded to advertiser, 


Add One Dollar ($1) per insertion for use of a box number. 
$12.30 per column inch. CLOSING: 


unopened. Display ads: 


ety ie) 


TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 





POSITION WANTED 





| SALES MANAGER. Are you an experi- 
enced enthusiastic man with ambition? 
This dealership offers exceptional salary 
and incentive income to one who will 
control the selling of more than 1,000 
new cars and trucks per year which is 
the current rate of sales. This dealership, 





one of ‘‘Big Two,’’ located in Pennsyl- 
vania. Write giving past 10 years’ em- 
ployment history, educational back- 
ground, age. Replies strictly confiden- 
tial. Box 6030, c/o Automotive News, 
Detroit 26. 

CHRYSLER-PLYMOUTH dealer, located in 


central Ohio city of 28,500, is interested 


in employing an experienced, aggressive | 


salesman and assistant manager capable 
of increasing sales volume on own initia- 
tive. Prefer man between 28 and 40 with 
Chrysler product experience — but not 
necessary. When answering, give com- 
plete work history 
recent photo. Box 6059, 


News, Detroit 26. 
AUTO PARTS - SALESMEN. We have a| 
very extensive well accepted line of | 


parts, hardware and accessories for Ford 
and Lincoln-Mercury dealers—paying top 
commissions. Our expansion into new 


territories requires men who now have | 


or can build a following in their own 


LEASING MANAG SER, 


GM DEALERSHIP in Michigan— 


familiar with all 
types of leasing and rental programs for 
passenger cars or trucks, desires change. 
Comprehensive background in program- 
selling to top executives. Excellent con- 
tacts with many national fleets. Finest 
references. Current resume available by 
airmail. Box 6063, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


75 miles 
from Detroit. Corner property, cement 
building, brick front. Unusual opportu- 
nity. Box 6013, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 

FOR SALE BY OWNER. Well equipped 
dealership handling DeSoto - Plymouth. 
Ideally located in Vermont. 200 new car 
potential. Modern, new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required. If inter- 
ested, write Box 6041, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Cadillac, Pontiac, in midwest agriculture 
center. Modern building, high fixed cover- 
age with high net. Lease building, buy 
parts, tools and equipment. Box 6045, 
c/o Automotive News, Detroit 26. 








“BIG 3" 


and references and | 
c/o Automotive | 


DEALERSHIP — Metropolitan 
Philadelphia area—250 new car potential. 
Service shop completely equipped and 
doing excellent business. Will sel] all 
assets including real estate or will lease 
real estate. Write Box 6015, c/o Auto- 
motive News, Detroit 26. 





~ | DEALERSHIP HANDLING CHEVROLET, 


middle Tennessee, completely equipped, 
25,000 area population, over half-million 


sales. No accounts or used units, buy or) 
in confi- | 
c/o Automotive News, | 


lease fireproof building. Write 
dence. Box 6012, 


Detroit 26. 


area. What have you got to offer? Reply| DEALERSHIP AVAILABLE handling 
to Motor Capital Automotive, 112 Kenil-| Chevrolet—midwest. Wel! established. 
worth, Detroit 2. | Average over three hundred units an- 


Members of the) 


Bank, discuss new Soviet tactics in| ® 





President Fisen- | 
hower’s budget director, said one) 
of the declared Russian aims is to! 


and ultimately supersede, the free- | 


sion in conjunction with the dinner | 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
listing the concerns which you 


note 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 


vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


OFFICE OR PARTS MANAGER. Fifteen | 


years’ experience in office, 
service—Pontiac-Cadillae dual. 
employed, prefer midwest or 
Box 6050, c/o Automotive News, 
26. 


parts and 
Presently 


Detroit 


ACCOUNTANT - OFFICE MANAGER, 30 | 


years of age, 9 years’ experience all 
Phases of GM dealer operation. Pres- 
ently employed by volume GM dealer. 
Desires position in wholesale organization 
of car manufacturer—preferably GM. 
Can travel. Excellent references. Box 
6060, c/o Automotive News, 


CONTROLLER — TOP FLIGHT executive. 
Heavy background in business manage- 
ment, finance, accounting, taxes, cost 
control, planning, etc. ‘‘Big 2’’ 
ence. A profit builder with creative, ana- 
lytical mind. Pennsylvania or vicinity 
preferred. Box 6061, c/o Automotive 
News, Detroit 26. 

CHRYSLER - PLYMOUTH sales manager. 
If you have a big investment and want 
to take time off to enjoy life and not 
worry yourself sick, I believe I can han- 
dle the whole mess for you at a decent 
profit. Expert sales manager who knows 
how to get new car sales and get rid of 
that trade at retail. Present income about 
$14,000 but am in a family deal with 
little future. Desire opportunity to oper- 


ate your business on a salary and profit | 


sharing basis. Prefer southern California 
but will consider any solid deal in a city 
of 100,000 or better. Available 45 days’ 
notice. Age 35 and married. Box 6062, 
c/o Automotive News, Detroit 26. 


Florida. | 


Detroit 26. | 


experi- | 


nually, Will sell or lease building and 
used car lot. Will also lease or sell parts 
bins and major items of shop equip- 
ment. Have other interests. Box 6014, 
c/o Automotive News, Detroit 26. 


| OKLAHOMA DEALERSHIP now handling 


Ford in wealthy farming and ranching 
community. Good buildings, sell or rent. 
Modern equipment at depreciated value. 
Parts at inventory. Box 6054, c/o Auto- 
motive News, Detroit 26. 





FOR SALE BY OWNER. Well established 


Packard dealership situated in the lucra- 
tive west. A Packard dealer for 16 years 
—have many repeat customers. Contact 
Kenneth A. Sutherland, 2314 East Lin- 
coln Highway (US 30), Cheyenne, Wyo. 


DEALERSHIP HANDLING Chevrolet in | 


Texas. Completely equipped shop and 
parts department. Farming section with 
some oil production and more develop- 
ment in near future. Approximately 100- 
150 cars per year potential. Modern build- 
ing leased. Box 6077, c/o Automotive 
News, Detroit 26. 


| WISCONSIN — HANDLING Studebaker. 


Long established. One of leading and 
fastest growing cities. Wisconsin has 
good business laws. Clean competition. 
County income steady, diversified—dairy, 
farming and manufacturing. Dealership 


has modern facilities, good location, low 
overhead, large potential. Buy only 
equipment and parts. Family illness rea- 


son for selling. Box 6043, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 


in prosperous central Michigan county 
seat. Established 11 years. New, factory 
approved building. 175 to 200 car poten- 
tial. No real estate, cars or accounts 
to buy. Adjoining body shop and used 
car lot.. Inactive owner forces sale. Box 
6040, c/o Automotive News, Detroit 26. 


ESTABLISHED DUAL DEALERSHIP, 
handling Ford-Mercury, available in 
thriving city of 6,000—two county area 
in Arkansas. Sold over 400 new and used 
units in 1955 with 108% service absorp- 
tion. Consistent money maker. Modern 
building and corner used car lot can be 


favorably leased. Buy only new inven- 
tories. Equipment and fixtures at rea- 
sonable discount. Reason for selling— 


failing health. Write Box 6042, c/o Auto- 

motive News, Detroit 26. 
NOTHING TO BUY OUT. Start your own 
dealership handling the new _ record- 
breaking Dodge in Monroe, Louisiana. 
Monroe is a fast growing and fast de- 
veloping town of 60,000 with a trading 
area over 100,000. Tremendous poten- 
tialities await an aggressive present 
sales manager or general, manager want- 
ing his own dealership. Small capital 
investment in relation to profit expect- 
ancy. All replies held in strictest confi- 
dence. Dodge Brothers Corporation, 418 
Dermon Bldg., Memphis 3, Tenn. Phone 
JAckson 7-6521. 


DEALERSHIP, HANDLING Pontiac, for 
sale or lease in Illinois. Located here for 
over 30 years. Building new. Will lease 
parts, accessories and equipment at in- 
ventory or will sell. In farming commu- 
nity and near industrial cities. Dealet 
must retire due to ill health. Box 6075, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Piym- 
outh—32 years. Wonderful town and cli- 








mate. Growing steadily. In red two 
months. Six air fields in territory. Box 
6066, c/o Automotive News, Detroit 26. 





Outstanding Opportunity 


| One of midwest's finest dealerships 


in city of 65,000 handling 
Cadillac-Pontiac 


Owner leaving to accept franchise for 
large appliance distributorship. Operat- 
ing organization outstanding and com- 
plete. Finest physical facilities and most 
modern building. Terms—cash. Only fac- 
tory approved buyers will be considered. 
Box 6081, Detroit 


26. 


c/o Automotive News, 





POSITION WANTED 


FACTORY SALES MANAGER 


Former general sales manager of K. 


R. Wilson for 5 years and Industrial 


Equipment Sales Manager of Lempco available. Experience includes garage 


equipment, hydraulic presses and special automotive service hand tools. Heavy 


experience in auto factory service tool procurement. Proficient in establishment 


distributing organization on all levels. 


Highly successful in government orders 


and contract administration. Will relocate and consider branch managership. 


Write or phone D. D. Gulling, 336 E. 


Ridgewood Drive, Cleveland 31, Ohio. 





—_ 
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BUSINESS OPPORTUNITIES 


—- 


DEALERSHIPS AVAILABLE DEALERSHIP WANTED CARS FOR SALE 





DEALERSHIP HANDLING Chevrolet in w A nL T E D NEED FINANCIAL assistance to open an /| 1954 NASH HEALY hardtop, 8,000 miles, 
metropolitan New York City. Well es- automobile super market handling five never been titled. $3,295. Miller Nash 


dealerships under one roof in a city 
serving 50,000. Advantage—low overhead, 
high sales volume. Box 6047, c/o Auto- 
motive News, Detroit 26. 


ACTIVE PARTNER-—$15,000 investment. 

Full management to young, aggressive 
man. Dodge and Plymouth dealership in 
Delaware Valley (N. J.). Chance for 
early buy-out, Established 13 years. All 
facilities. Used car lot adjoining garage. 
Population 16,000. Box 6048, c/o Auto- 
motive News, Detroit 26. 


PARTS FOR SALE 


tablished over a long period of time. 
fdeal location in a densely populated 
shopping and residential area. Good 
transportation facilities. Excellent oppor- 
tunity for expansion. No real estate to 
buy. No receivables. No used cars. Capital 
requirements to operate franchise—$150, - 
900 which would include the purchase of 
furniture, fixtures, improvement to build- 
security on lease. Factory approval 
required. Principals only. Box 6069, c/o 
Automotive News, Detroit 26. 


DEALERSHIP» HANDLING _Lincoin-Mer- 
cury, established 10 years, in rich rural 
ndustrial area——north central Indi- 


SOUTHERN CALIF. GM DEALERSHIP 

GM dealer, sure of factory approval because 
of past performance, desires 500 car Chevro- 
let or Buick deal in southern California. Pre- 
fer single dealer city. No further north than 
Santa rbara and on or near coast. Cash 
available to act fact. Reply in complete con- 
fidence to Box 6080, </o Automotive News, 
Detroit 26. 


CASH AVAILABLE FOR active interest 
in an automobile dealership in greater 
Cincinnati or surrounding counties. $50,- 
000 to invest in a General Motors or 
Ford product dealership. Give total of 


Co., 1127 Washington St., Toledo 2, Ohio. 


Buy in Miami 
400 1956 Models 
Ford, Chev., Plym., Olds, 
Buick and Cadillac 






and , units sold in 1955. Principals only reply. . 
ana. City of 24,000 population. Modern/ Box 6038, c/o Automotive News, Detroit Sedans — Convertibles — Hardtops 
building and used car facilities. Low 26. 


— Station Wagons—driven 3,000 to 
4,000 miles—delivery arranged. 


MORSE AUTO 
RENTALS 
7726 N.E. 2nd Ave. 


Miami, Florida 





overhead. 220 new, 520 used sold in 1955. 
Other business interests allows this prof- 
table dealership available at inventory. 
Building may be purchased on low 
monthly payments, Box 6070, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING Cadillac-Olds- 
mobile (50 Cadillacs, 160 Oldsmobiles)—- 
northern Indiana, approximately 100-125 | 
miles from Chicago. Buy only parts in- 
ventory (at book value) and shop equip- 
ment (at depreciated value). Lease prop- 

receivable used | 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on 
Special Phone Orders 
Fast—Direct—C.0.D. Service 


DEALER SERVICES 


Catchy Jingles Add 
“Oomph" to Your 
Radio Ads 


CUSTOM-MADE AT A FRACTION 
OF THE USUAL COST 
You'll have the whole town humming 








erty. No accounts or your singing commercials written e 
cars ee ee “ 6074, c/o especially for you and transcribed Art Hansen Buic ’ 
Automotive News, . by professional radio singer. Adds 





impact to your radio and television CARS WANTED 


: f a| Es . 
m YOU CAN TAKE FULL charge © advertising. Easily a $100 value. Vol- 


Inc. 





-fourth | . , 5 1) 
sales Poa ches ganies Sane 000 | ume operation enables us to produce CADILLAC — SHARP 1952's-1956's. All| 
interes Lineoin - Mereury- this for $33. Specify what you want (formerly Gordon Buick) body styles. Chrysler, DeSoto eight pas- 


dealership handling 
Continental for $20,000 and a chance to 
acquire full ownership out of profits in| 
a town of 40,000 population plus large 
trade area. Possibilities unlimited. Reply 
with recent photograph and bank letter. 
Box 6078, c/o Automotive News, Detroit 


26. 

FOR SALE—'‘‘BIG 3’’ agency. Eastern 
city, trading area of 170,000. 275 to 300 
cars a year. Steady 500 to 600 customers. | 
Will sell equipment, parts and office fur-| 


niture and lease building built in 1941. | 
| INVENTORY SERVICE 


senger sedans only. Prices gladly quoted. | 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


{ atured (used cars, new cars, trucks, 
service or whole operation). Explain 
pronunciation of name if unusual. 
Send no money. We bill you after you 
receive transcription. Shipped within 
a few days. Write A. Lovell Elliott 
Advertising—Automobile Dealer Pro- 
motion, Dept. AN-4, 310 E. Hudson 
St., Columbus 2, Ohio or phone 
AMherst 7-2188. 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


TRUCKS FOR SALE 


|3—1946 FORDS. Four wheel drive, cab 
and chassis. Coleman type. $375 each. 
Donohoe Chevrolet Sales, Brooklyn, Mich. 


AUTOMOTIVE CONVOY: 4 car, 1949 Dela- 
van trailer and 1952 Dodge tractor, fully 
equipped, good rubber, ready to go. For| 
quick sale — $2,500. Heinrich Motors, 
Inc., 214 Lake Ave., Rochester, N. Y. | 











APPROXIMATELY $50,000 worth of Mer- 
cury and Lincoln parts—all crated, num- 
bered and cataloged. Must sacrifice. B. 
B. Begel, Inc., 1220 W. Windlake Ave., 
Milwaukee 15, Wis. 


~ PARTS WANTED 








Modern lighting and heating. Seven lifts. 
Used car lot adjoining. Large parking 

















lot in rear. Never operated =e a Parts and Accessories TRUCKS WANTED 
"i iri to Box , c/o ” in acai 
is tben Bewek o.. ° Go © ENGINES WANTED | WANTED—FORD F-800 tow truck with 
: — | complete wrecker equipment. 1951-55| 
2a | DEALERSHIP HAND’ ING DeSoto-Piym- @ Shortage or Overage Established FOR SOUTH AFRICA preferred. Call, write or phone Castle 
Pp 
h outh—western Pennsylvania, diversified| @ Inventory Investment Evalvated FORD — General Motors and Chrysler prod- Car Co., Inc.. Herkimer. N.Y 
ar industry. 250 car franchise. Modern| @ Analysis of Methods and Procedures ucts. New sub assemblies also used sub | ? , See | 
d- equipment and fixtures. No accounts re-| Full time experts. No pick-up part time help. | assemblies suitable for reconditioning. For BUSES WANTED 
iv: Wil ll or lease i i i further inf ti ly to Mike A | Mo- | 
a scoala "Sane owner quitting be- piv we sc ea a tor Co., Lid. Box 3648, Johannesburg, South | WILL BUY USED school buses--36 to 66 
a- cause of health. Used car lot can be 10040 Frecland trolt 7 Mi h. WE Ses Africa, or to Brown Bros. Export Corporation, | Passengers. One or twenty, also airpor- | 
Tr leased. A steal at $17,500. Box 6067, c/o relate "‘Dechen’ Miteation Shippers, 1225 Broadway, New York |, N. Y. | Wee “Seale -_ 5982, c/o Automotive 
, | . . . 
ve Automotive News, Detroit 26. . —| 429 S. Western Ave. Los Angeles 5, Calif. ie ae a 
GM DUAL — FINEST Rocky Mountain | u 9-5095 WE WILL BUY YOUR Nash parts. Any| USED SCHOOL BUS, 60 passenger. Want | 
2 location. 127 units, grossing $625,000. quantity. Landay Nash, 812 S. Paca St.,| good body, chassis unimportant. Van- 
a Service absorption 85%. Net profit $34,-| Baltimore 30, Md. Dervort Transportation, Wilmington, O. 
, 000 last year. Long established, finest | NEW LINES WANTED SEO Eee 
=a facilities. Will sacrifice! Owner, Box 6071, | J P bli h d! sin cniieiet ee apnea MISCELLANEOUS 
. c/o Automotive News, Detroit 26. ust Published! eee AGENT — et cris —_————_ 
<= — ; tomotive parts, accessories an 
DEALERSHIP HANDLING DeSoto-Plym- PT] PP ° au ‘ | 
= “ outh—located in rich agricultural and AUTO CcCOosTSs po ge We have excellent following 
. - : . ‘ @ new car dealers and jobbers 
in industrial city in downstate Illinois. New | | wy ; throughout entire New England. Box . . 
>a car potential is 125 units. No used cars| ‘AUTO COSTS" is a complete, concise and 6072 a Pe ng ee - 
od or accounts receivable. —— on aot accurate book that gives you Bo. CARS POR SALE — ul oma I¢ ra In 
building available. Complete price, , s . 8 
2 o510,000 will handle. Reason for selling) Factory Invoice Prices of all 1956 . = 
; ; ; tomo- | THE ORIGINAL YELLOW BAR 
he —owner retiring. Box 6068, c/o Au Cars and Equi ent 
pe | tive ows, Dewwett 3 einamaiane team ROBINSON AUTO RENTAL 
a- AGENCY HANDLING FORD, auto-truck, LESS 
— sales-service; established 21 years: 1953/ KNOWING YOUR COMPETITORS’ COSTS FLEET LEASED CARS ONLY .. $ ALL 
0- sales .000; so new, used | can save many a deal for you. . . here are 1954 - 1955 | CABLES 
J cars; 28 new, 4 used trucks; » recog Ann de the actual facts and figures. You'll agree it's 
r priced right. Apple Co., Brokers, eve . . ; AT WHOLESALE 
_ land 15, Ohio. worth many times its modest price of $5.00. CHEVROLETS, FORDS. PLYMOUTHS * . * 
a. DEALERSHIP WANTED Send your check today! ee oo. 
B= FORD—100 to 200 cars, Florida, Tennes- AUTO COSTS PUBLICATIONS Many twe-tenes WITH BRAKE HOOK-UP 
is see, Georgia. Cash, factory approval \, Sak 0. 2 ¥, | | 
es available immediately, We mean busi- Gen S08, Cope: 5) Sow P Now available at Hertz Stations in the fol- | N Y $ 45 LESS 
at ness. Reply in confidence. Box 6020, c/o lowing cities: Philadelphia, Baltimore, Wash- 6 GUIDE 
3 Automotive News, Detroit 26. cee | ore er ington, o. C., aoe, Aven, Coutens, CABLES 
WANTED—FLORIDA dealership, East or| SINESS 2 Detroit, Hint, icago, Milwaukee acin- 
b West Coast. 250 unit potential and up. is nati, Louisville, St. Louis, Kansas City, Lin- Meets 1.C.C. Strength Requirements 
’ Adequately capitalized. Immediate ac- coin, Neb., Oklahoma City, Fort Worth, Dal- c 
; tion. Box 6073, c/o Automotive News, Distributorships Open las, New Orleans, Atlanta. |f COMPLETE with S 45 
Detroit 26. oT ps YP ROBINSON AUTO RENTAL || Guide Cables and 
r BUICK, Oldsmobile k 
t | Nr Mercury) sealcranip. wantes--300-000|| FOR THE QUALITY]. |. DIVISION | | BRAKE HOOK-UP 
car potential in town of 40,000 or more. ‘ : A ‘9144 Meets ALL 1.C.C. Requirements! 
; Grossing $1,000,000. Cash and experience | CADILLAC L } N E OF 1. E. Spatig, Used Car Mgr. Webster 9-2144 
| sascha, Set °°] EUNERAL COACHES | 
sp OR Pe ye COMPAL T | TOW BAR SALES CO 
i, DEALERSHIP OR PARTS COMPANY) i | + 
7 wanted with recent tax loss carry over AND AM BU LANCES A ENTION DEALERS ~ Exclusive Factory Distributors 
r for merger purposes. Can qualify for Territory 1 Territory 2 CIALIZING IN THE SALE OF 
a franchise without question. All replies VIRGINIA TENNESSEE SPECIA A 
treated confidentially. Send full particu- EX-TAXIS | S NEAR AS YOUR PHONE 
; 1 ive News, | Territory 3 
x a ee | MISSOURI | Excellent Bodies - Good Motors - Heaters || DE 2-0700 AN 3.8888 DO 3.8373 BU 8-7466 
, i 
f 7 , > = : | holstery New 
WE NEED DEALERSHIPS for a number Territory 4 Up We poy charges 
‘ of well qualified and certified buyers on | ARKANSAS a LOUISIANA BUY NOW — LOWEST PRICES EVER Call Collect on $100.00 orders 
West Coast, Texas, Florida and a few ‘ : 
scattered over the rest of the country. Northwest Territory 5 1951-1952 40 So. Clinton St., Chicago 6, Ill. 
If you are interested in selling a ‘‘Big “I 
5 Three’’ dealership, why not list it with Includes OREGON, WASHING Plymouths — Fords — Chevrolets 
TON, IDAHO d UTAH 
us on a non-exclusive basis? We are in . an 1 to 500 



















































































By Old Established Manufacturer 


Position to expose you to one or more| 
certified buyers at a reasonable fee. 























































a . : Profitable proposition to reliable dis- 
mone SS ogg ee tributors who are interested in earn- MORRIS FREEDMAN | 
ises, “ it. eg 7 54th & LINDBERGH BOULEVARD | 

_ Mich. |] ing and being in the 5-figure salary PHILADELPHIA 43, P i] 

I AM LOOKING FOR A Ford or General|| bracket per year. Our factory repre- LFA. | | 
Motors dealership moving at least 75 to sentative will help organize. SARATOGA F200 | | 
phen enue pane Sean, “Sens G.M.A.C. Finance Available | I 
would consider any good industrial e2rea. Write Box 6029, </o Automotive News, E \ | 
Have factory approval. Box 6065, c/o Detroit 26, Michigan ATTENTION | Send Automoti News to Add Below | 

ee ee ee eee CONTINENTAL 1947 |! ee eee eee 

ce Fe BUSINESS WANTED SOS rai (Excellent Condition) | U. S., Canada and U. S. Possessions 
| Original owner. | One Year $8 [] or Two Years $14 [] | 
| $1,500.00 | All Other Countries — One Year $12 [] or Two Years $20] | 
J. P. PRATT, M. D. 
WE ARE INTERESTED IN THE PURCHASE OF | jso10 rairway Dr. Detroit 21, atten 1 
LONG TERM FLEET CAR RENTAL COMPANIES || AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. | 
| 
1953 CHEVROLETS r M4 icacedene EET oo eee Saved <hrendenevews Guyse086 cae eéenewa 
—LARGE OR SMALL, AS WELL AS LONG TERM | 

. 1953 PLYMOUTHS I ssadedeswcscusasensnepwenstesh aaeepdeetanteancsetaeaiiel gael z ; 
TRUCK RENTAL COMPANIES. ; Bae | 
Used Taxis | 
Will purchase for cash at reasonable prices. | Street Address... .......... 22. ceeeeeeeeeecerecereens i 

| A-| Fabric upholstery, good motors, all in | : 
. Request that prospective sellers give detailed information of running order, bodies good. | Gas cece RR an EKA eae Aka eee ese ks BGA ik 6. os'ssse'a cde : 
= ; ; ‘ . , : Priced right |] | 
their company’s operations. All information furnished will be r TRADE CONNECTION: 

: : ; _ : JACK SHINBERG Deal Truck 

held strictly confidential and will receive our prompt attention. fy Sor Daater C rae Sate u i Manvtectwrer (] | 
. : Yellow Cab Co. of Philadelphia | Jobber [] insurance [] Financial [) Supplier 1 | 
Box 6058, c/o Automotive News, Detroit 26. 1240 N. 26th St., Philadelphia 21, Pa. SE Ea ae ae Tah TS 4) diidens sanaeabo ae 1 
| POplar 5-6117 STevenson 4-8180 |) 4-30-56 a 
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SHOP EQUIPMENT FOR SALE 


BURROUGHS SHELVINGS—5S6 12’’ and 28 


24"’ sections with shelves, dividers, label 
holders, etc. Setup for stocking $25,000 
to $35,000 General Motors, Chrysler or 
Ford parts. Light gray finish in new 
condition. Special price 40% discount 
F.0O.B. Mount Vernon, New York. Globe 
Motorists Supply Co., Inc,, 121 E. Third 
St., Mt. Vernon, N. Y. 


FOR SALE—BEAR WHEEL machine com- 


plete with all equipment and complete 
shop tools for six mechanic shop. Box 
6079, c/o Automotive News, Detroit 26. 


ANTIQUE CARS FOR SALE 


1907 MODEL U PACKARD sedan. Car is 


in good running condition. Dillon Bros., 
330 E. Pershing, Springfield, Mo. 


ANTIQUE CARS WANTED 





WANTED—1914 CADILLAC 4 CY. 


com- 
plete and in running condition. Lancaster, 
4217 Bryn Mawr, Dallas, Texas. 








ee ee ee eee 


MISCELLANEOUS 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$ 525 FED. TAX 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 


MOTO-MATIC 
TOW - GUIDE 


Four Clamp Unit 


SPECIAL (F.0.8. Factory Net) 


$ AA* FED. TAX 


INCLUDED 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 


FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 















When your new design calls for 


SEALING RINGS 


talk to Sealed Power! 


HEN you are designing an automatic transmission, or 

\ power steering, or any other device requiring sealing 
rings, it will pay you to talk to sealing ring headquarters. 
That’s Sealed Power. 

Sealed Power has had more experience with sealing 
rings than all other ring manufacturers combined. Sealed 
Power made the first sealing rings eighteen years ago. 
Those were for use in tanks. Since then, Sealed Power has 
made well over a hundred million sealing rings for cars, 
trucks, and buses—well over half of all the sealing rings 
that have ever been manufactured. 

This experience is at your service. Use it when you have 
any sealing ring questions. 


SEALED POWER CORPORATION 
Muskegon, Michigan e St. Johns, Michigan e Rochester, Indiana « Stratford, Ontario 
Detroit Office e« 7-236 General Motors Building « Phone: Trinity 1-3440 


Scaled Power Piston Rings 


PISTONS ° CYLINDER SLEEVES 


Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 
Largest Producer of Sealing Rings for Automatic Transmissions and Power Steering Units 


No. 2397—10% x 14% in.—Automotive News, April 30, 1956—2631—JMB 7300—A—3-5-56 





